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If you have a direct or 
affiliated connection with 
MORTGAGE BANKING OR 
LU Geli tem \ lem mey-\, | 
ASSOCIATIONS (with 
sufficient volume), an 





is available through an 
experienced stock fire company 
rated A+ (Excellent) by the 
Alfred M. Best Company, Inc. 
LIBERAL COMMISSIONS. 





For full details, write 
today fo: 








South Carolina Insurance Company 


ESTABLISHED 1910. 


CAPITAL $1,000,000 
POLICYHOLDERS’' SURPLUS $2,000,000 


COLUMBIA 
SOUTH CAROLINA 


SINCE 1869 


\HOME OFFICE: PALMETTO BLDG., COLUMBIA, S. C.—111 JOHN ST., N. Y., M. Y. 
peel 4 PENCHURCH AVE., LONDON—39 AMALIEGADE, COPENHAGEN 





STOCK INDEX 


e 


AUTOMOBILE 
FIRE & EXTENDED COVERAGE 


33 34 35 36 37 36 30 4O Mi W2 43 UR BS ME 47 48 49 50 51 52 83 


r 1953— r 1954 
30 Fire 90 30 Fire 90 
& Cas. Stocks & Cas. Stocks 


January 31 198.6 209.5 214.0 207.1 
February 29 ..... 194.7 203.1 
March 31 .. 192.8 200.8 
April 30 187.6 195.5 
May 3! 187.8 194.9 
June 30. 182.1 191.7 
"| oe 188.2 196.6 
August 31! 185.9 185.2 
September 30 188.9 185.4 
October 31 .. 195.5 194.9 
November 30 207.6 196.6 
December 31 208.5 197.0 


The index of 90 stocks is based on Standard & Poor's daily stock price 
indexes of 50 industrial, 20 railroad and 20 public utility stocks combined 
Lhe YU stocks and the 30 fire and casualty stocks were at 100 in June, 1944 


BUILDING COST INDEX 


HOTEL SCHROEDER 
Milwaukee, Wis. 


HOTEL NORTHLAND 
Green Bay, Wis. 


HOTEL WAUSAU 
Wausau, Wis. 


HOTEL DULUTH 
Duluth, Minn. 
33 34 35 36 37 38 39 4O Mi M2 U3 MM WS MO M7 NB 4 50 61 62 53 
HOTEL ASTOR 
Mitwautes, Wis. Avg. Dec. Avg. Dec. 
1939 1953 1939 1953 
— RETLAW ; / Pe be Boston 210 588 Minneapolis 202 547 
nae Ge iam, Oe New York 219 609 Kansas City 209 552 
Buffalo 205 613 St. Louis 208 576 
HOTEL LORAINE Baltimore 198 596 Atlanta 186 641 
Madison, Wis. . Philadelphia 196 584 Dallas 171 534 
; ato : Pittsburgh 219 583 New Orleans 194 600 
HOTEL CALUMET ol een : “ Cincinnati 209 568 Denver 195 518 
Fond du Lac, Wis. ‘ Cleveland 206 586 Seattle 196 568 
’ “8 ! Chicago 205 541 San Francisco 183 525 
id ‘ Indianapolis 206 595 Los Angeles 167 553 
vor vac a ia eis oe 
: re Hi Milwaukee 209 609 National Average 200 585 


WALTER SCHROEDER, PRES. This index (1913 = 100) applies to construction only and does not in 
clude building fixture items such as plumbing, heating, lighting, sprinkler 
system, etc. It is based on average costs under normal conditions with no 


We aim to serve our many Insurance Company allowance for overtime, premiums on materials, or special conditions. It is 


° ° d the composite of four types of buildings, frame, brick, concrete and steel 
friends, executives an agents. and therefore should be used only as a trend as it is not applicable to 
specific buildings 


Seana aaa ae”, Furnished through the courtesy of American Appraisal Co 
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INSURANCE STOCKS 
Bid Prices 


Furnished through the courtesy of The First Boston Corporation. 

FIRE AND CASUALTY COMPANIES 1%4 Range Jan. 
Low 29, 1954 

Aetna Casualty & Surety C y 134 144 

Aetna Insurance Company 56 59% 

Agricultural Insurance Company : 30 31 

American Automobile Insurance Co. .... 47% 47% 47% 

American Equitable Assurance Company ¢ 28% 30 

American Insurance Company A 26% 27% 

American Re-Insurance Company 21% 19 20% 

American Surety Company 1314 5O% 63% 

Automobile Insurance Company .... 824, 84 

Bankers & Shippers Insurance Company. 5 544 58 

Boston Insurance Company 33% 3314 

Camden Fire Insurance Association 2% 23% 23% 

Continental Casualty Company 96% 106 

Continental Insurance Company is. Oe 74 74 

Employers Group Associates § 50% 51% 

Employers Reinsurance Company H 49% 52 

Federal Insurance Company %, 30 30% 

Fidelity & Deposit Company of Md. 107 10844 

Fidelity-Phenix Fire Insurance Company $ W7 77 

Fire Association of Philadelphia (old) .. 75 624% 

Fire Association of Philadelphia (new) .. 46 4314 46 

Fireman’s Fund Insurance Company .... 66% 6914 

Firemen’s Insurance Company—Newark .. 28% 27% 285% 

General Reinsurance Corporation 3Y 40 43% 

Glens Falls Insurance Company ... is 62% 63 

Globe & Republic Insurance Company .... 14% 15 

Globe & Rutgers Insurance Company .... 36 33, 331% 

Great American Insurance Company f 32% 33 

Hanover Fire Insurance Company ...... c 3o 41 
Hartford Fire Insurance Company 76% 174% 176 
Hartford Steam Boiler Insp. & Ins. Co. .. vo 47% dle 
Home Insurance Company M 38% 40% 
Insurance Company of North America .. 4 S4 &S 

Jersey Insurance Company of New York.. 36 3A, 

Kansas City Fire & Marine Ins. Co. ...... 22 20 

Maryland Casualty Company ‘ as 

Massachusetts Bonding & Insurance. cK Ri cc 2° 24% 

Merchants Fire Assurance Company ; 

Merchants & Mfrs. Fire Insurance Co. .... 

National Casualty Company 

National Fire Insurance Company 

National Union Fire Insurance Compauy 

New Amsterdam Casualty Company 

New Hampshire Fire Insurance Company 

New York Fire Insurance Company 

Northern Insurance Company 

North River Insurance Company 

Northeastern Insurance Company of Hart 

Northwestern National Insurance Co 

Ohio Casualty Company - 

Pacific Fire Insurance Compa 

Pacific Indemnity Company 

Peerless Casualty Company 

Phoenix Insurance Company 

Providence Washington Insurance Co 

Providence Washington Ins. Co., Pfd 

Reinsurance Corporation of New York 

Republie Insurance Company—Texas 

St. Paul Fire & Marine Insurance Co 

Seaboard Surety Company 

Security Insurance Co, of New Haven 

Springfield Fire & Marine Insurance Co 

Standard Accident Insurance Company 

U. S. Fidelity & Guaranty Company 

U. S. Fire Insurance Company 

Westchester Fire Insurance Company 


LIFE COMPANIES 


Aetna Life Insurance Company 
Colonial Life Insurance Company 
Columbian National Life Insurance Co 
Connecticut General Life Insurance Co 
Continental Assurance Company 
Franklin Life Insurance Company 
Gulf Life Insurance Company 
Jefferson Standard Life Insurance Co 
Kansas City Life Insurance Co 

Life and Casualty Insurance Company 
Life Insurance Company of Virginia 
Lincoln National Life Insurance Co 
Monumental Life Insurance Company 
National Life & Accident Insurance Co 
Philadelphia Life Insurance Company 
Travelers Insurance Company 

U. S. Life Insurance Company .... 
West Coast Life Insurance C ompany 


For February, 1954 





That’s what a 
regional insurance office 
at 


Daytona Beach, Florida 


can save on its taxes! 


When you establish a regional office here 
which serves 3 or more states, you save 
80% of the premium taxes you formerly 


would have had to pay! 


The market surrounding Daytona Beach is a 
rich one. Florida is the fastest-growing state 
east of the Mississippi eee bordering-state 
population increases are nearly as great. 
Besides the favorable new tax structure, 
the rich potential of the Southern market, 
you get these extra advantages at 


Daytona Beach: 

e Cooperation in finding sites, office 
space, and capital for buildings 

e Ample supply of workers 

e Ideal year-round climate, assuring min- 


imum illness absenteeism, maximum 
efficiency, excellent employe morale 


Write now for full details! Address: 
M. L. Miles, Room 506 


Chamber of Commerce 


DAYTONA BEACH, FLA. 
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LEAVE SOME LIGHTS ON WHEN 
YoU GO OUT AT NIGHT/ 


















































Whether you own a dog or not, a good way to discourage burglars from 
entering your home while you are away is to leave lights on. The best 
practice is to turn lights on in several rooms. If you go out frequently, 
vary the lighting from night to night, to further deceive thieves who 


may be “casing” your home. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY «© THE WORLD FIRE AND MARINE INSURANCE CO 
THE CENTURY INDEMNITY COMPANY . STANDARD INSURANCE CO. OF N. Y 
{ARTPORD, CONNECTICUT 


This advertisement also appears —in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clinton L. Allen, President 











New Broad Protection 
Against Thieves 


The new Aetna Residence and Out- 
side Theft Policy covers losses not 
only from burglary but also robbery 
or holdup, inside theft, mysterious 
disappearance, and vandalism within 
your home. It covers jewelry, silver 
ware, furs, clothing, household fur 
nishings, money and securities, and 
other property belonging to mem- 
bers of your household, relatives or 
guests. In addition, it covers your 
property while traveling, at clubs, 
theatre or office. Ask your local 
agent or broker 


THINK FIRST OF THE AETNA 

















Editor in Chief 
ALFRED M. BEST 


Editors 
JOSEPH P. BYRNE 
ANDREW J. GAVEY 
THOMAS J. LEWIS 


Associate Editors 
ROBERT J. SCHRAEDER 
WILLIAM H. STEURER 


Editorial Assistant 


PETER P. MILLER 


Research Director 


HELEN A. McCULLOUGH 


Managing Editor 
CHESTER M. KELLOGG 


BUSINESS DEPARTMENT 


Executive Vice President 


ARTHUR SNYDER 


Sales Manager 


WALTER H. BROCKHAVEN 


Executive Representative 


HENRY T. RAWLINGS 


Production Manager 


A. M. CROWLEY 


NATIONWIDE BRANCHES 


WESTERN 
RAYMOND T. SMITH, Vice-President 
FRANK J. MATRE, Sales Mgr 
WILLIAM T. ELLIOTT, Spec. Rep 
10 So. La Salle St., Chicago $ 


EAST CENTRAL 
PAYSON H. RYAN, Vice-President 
FELIX T. McCARTHY, Jr., Spec. Rep 
Ingalls Bidg., 6 E. 4th St., Cincinnati 2 


NEW ENGLAND 
WALTER A. SPANGLER, Manager 
W. LAWRENCE HOWE, Spec. Rep 

18 Stanhope St., Boston 16 


EASTERN 
ELLIOTT SEWARD, Spec. Rep 
FRANK WALDRON, Spec. Rep. 
75 Fulton St., New York 38, N. ¥ 


MIDDLE ATLANTIC 


HOWARD J. ADER, Manager 
1208 Nelson St., Richmond 26, Va 


SOUTHEASTERN 


22 Marietta St., Atlanta $, Ga 


SOUTH CENTRAL 
GENE HANSELMANN, Manager 
151 Lynda Drive, Chattanooga 5 


SOUTHWESTERN 
ROBERT S. BEGIEN, Manager 
Oil & Gas Bidg., St. Paul St., Dallas 1 


PACIFIC COAST 
HAROLD F. KANE, Manager 
1150 Wilshire Blvd., Los Angeles 17 


Copyright, 1954 


Alfred M. Best Company, Inc 
75 Fulton St., New York 38, N. Y. 


Annual Subseription $4 (two years $6) 
Canadian & foreign $5 (two years $8) 
Single issues 50c. Also quantity rates 


VOLUME £4, NO. 10 








Meer ere 


FIRE AND CASUALTY EDITION 


FEBRUARY, 1954 


Leading Features ... . 


The Editors’ Corner 
Company Changes 
Life Insurance Stocks 


Continuous Policies 

An Ideal Branch Office 
Governmental Regulation 
Insurance for Fixed Assets 
White Collar Crooks 

Yax Problems of Agents, I! 
Mass Selling 


Booklets 

Modern Aids to Office Efficiency 
Around the Office 

Mechanized Data Processing, |! 
Office Equipment Directory 


Today's Competition 

Contract Bond Production 

Quiz of the Month 

One Call Won't Tell All 

Selling Tips from the Home Office 
The Selling Parade 

Business Builders 


Accident & Health Developments 
Behind the Losses 

Best's Stock Index, Insurance Stock Quotations 
Buyers’ Round Table 

Company Developments 

Conventions Ahead 

Fire Losses 

Home Office and Field Appointments 
Legal Spotlight 

Loss Control 

New Publications 

Reports on Companies 





COMPANY DEVELOPMENTS 


SUMMARY of 


the insurance 


company developments 
United States 


A throughout the and Canada in recent months 
appears hereafter. This summary includes notices of examina- 
tions conducted, and also new, licensed and retired companies. 


ARKANSAS 
Safeco Ins. 


Admitted 


Ca OE AMIN 2 iss shes eaccuseus Seattle, Wash. 


CALIFORNIA 


Enterprise Ins. Co 


Licensed 
Los Angeles, Cal. 


COLORADO 
American Liberty Ins 
Republic Casualty Co 


Admitted 
Co sirmingham, Ala. 
Dallas, Texas 
CONNECTICUT 
Industry Ins. Co 


I Wilmington, Del. 
Safeco Ins. Co. of 


Seattle, Wash. 


America 


DELAWARE 
American Liberty Ins 
Mid-Century Ins. Co 
Mutual Benefit Ins. Co 


DIST. OF COLUMBI 
American Liberty Ins 


Admitted 
Birmingham, Ala. 
ain Fins eee Los Angeles, Cal. 
; Huntingdon, Pa. 


Admitted 
Co Birmingham, Ala. 
FLORIDA 

Florida Home Ins. Co ' 

Insurance Company of the 


; Pe 
, Fla. 
GEORGIA Admitted 


American Liberty Ins. Co 
Provident Life and Casualty Ins. Co. 


Ala. 


Tenn. 


Brimingham, 
....Chattanooga, 


ILLINOIS \dmitted 
Farmers Elevator Mutual Casualty Co. ...Des Moines, Iowa 
Personal Indemnity Co. (Limited Mutual) ..Milwaukee, Wis. 


INDIANA 
Wabash Fire 


Licensed 
and Casualty Ins. Co. .. 
Admitted 
Ins. Co 
America 
Co 
Examined 
Brotherhood “Mutual” Ins. 
Secured Casualty Ins. Co 
Secured Fire Marine Ins 


Indianapolis, Ind. 


American Liberty 
Safeco Ins. Co. of 
South Carolina Ins 


Birmingham, Ala. 

cn tMenenehewakee a Seattle, Wash. 
Columbia, S. C. 

Co Fort Wayne, Ind. 
. Indianapolis, Ind. 
Indianapolis, Ind. 


KANSAS 
3ancar Ins. Co., 


| icensed 


In Cee .. Hutchison, Kan. 

Admitted 
Standard Casualty Ce : os 
examined 


Alliance Co-operative Ins. Co 


KENTUCKY 
Foremost Ins. Co ; 
Maritime Ins. Co., Ltd 
Old Hickory Ins. Exchang: 
Perkiomen Mutual Ins. Co 


Admitted 
Grand Rapids, Mich. 
Rae Liverpool, Eng. 
BPN rir tae Nashville, Tenn. 
: . Collegeville, Pa. 


LOUISIANA 
Admiral Fire 
Ameri 
Americ 
Ameri 


Admitted 
Ins. Co 
an Liberty Ins Lo . 
an Marine & General Ins. Co. 
an Reinsurance Co 
Excess Mutual Reinsurance 
Fidelity Interstate Casualty 
South British Ins. Co., Ltd 
Yorkshire Indemnity Co 


Houston, Texas 
sirmingham, Ala. 

dnt ON New York, N. Y. 
New York, N. Y. 
Philadelphia, Pa. 
Philadelphia, Pa. 
Auckland, N. Z. 
ibauveewee heey New York, N. Y. 


Co. 


MARYLAND 
American Liberty Ins. Co 
Excelsior Ins. Co 
Horace Mann Mutual Casualty Co. ....... 
Public National Ins. Co 


\dmitted 


.. Springfield, Il. 
ERE e ee ete: Miami, Fla. 


MASSACHUSETTS Examined 
Lumber Mutual Fire Ins. Co 


Boston, Mass. 
Massachusetts Fire and Marine 


ime: Ce. 6 Boston, Mass. 


MICHIGAN Licensed 
Commercial Underwriters . 

Admitted 

ee Oe, eee ee Celina, Ohio 

Public National Ins. Co. ............0++00cec0hinm, Fla, 

Transport Indemnity Co. ................ Los Angeles, Cal. 

REE ME ROO. Ss cn isis cadcevedueKheeunees Dallas, Texas 


Detroit, Mich. 


MISSISSIPPI Admitted 
Belk Stores Ins. Reciprocal ............... Charlotte, N. C. 
URSINE SUNS ROMO co cus cv ised voxasees Los Angeles, Cal. 
I INES IG 5-6 pw eae ka es .Selma, Ala. 


MONTANA Admitted 


Saskatchewan Guaranty & Fidelity Co., Ltd. .. Regina, Sask. 


NEBRASKA Admitted 


Locomotive Engineers and Conductors Mutual 


NONE IOS Shiv vncdin cee sob caseennn+< Detroit, Mich. 


NEW JERSEY 
Southern Fire Ins. Co. 


Admitted 
A acu ahaha pamuties Durham, N. C. 


NEW MEXICO Admitted 
Asierican Liberty Ing. Co. ..26.0 00 scenes Birmingham, Ala. 
American Marine and General Ins. Co. ... New York, N. Y. 
American National Fire Ins. Co. ........ New York, N. Y. 
CHOMNITONS FOR, Sits FOES soa dvi vcd ccc edvdecccs Cimarron, Kan. 
Coal Operators Casualty 7 ia tra Me Greensburg, Pa. 
ee NE I PE oe ks os pa tecemees London, Eng. 
Globe Life & Accident Ins. Co. ......Oklé ahoma City, Okla. 
Industrial Indemnity Co. 
London & Lancashire Ind. Co. ............ New Y ork, N. Y. 
Manhattan Fire and Marine Ins. Co. ..... New York, N. Y. 
Mid-Century Ins. Co. ..........-..-e eee: Los Angeles, Cal. 
Queen City Fire Ins. Co. ................ Sioux Falls, Ss. D. 
Safeco Ins. Co. of America Wash. 
St. Louis Fire & Marine Ins. Co. ............ St. ps Mo. 
South Bettish Ime: Co. TA ki ccsccvecaccvacd Auckland, N. Z. 
South Texas Lloyds Austin Texas 
Washington Fire & Marine Ins. Co. .......... St. Louis, Mo. 
Withdrew 
Vernon Casmihy -EBb. GO. dec ccccksee cees Indianapolis, Ind. 


NEW YORK Admitted 

Swiss National Ins. Co., Ltd. 

Examined 

American and Foreign Ins. Co. .......... New York, N. Y. 

British and Foreign Marine Ins. Co., Ltd. ...Liverpool, Eng. 

Car etd General Ins. Corp. L060. bis ices cen London, Eng. 

Chautauqua Co. Patrons’ Fire Relief Assn. 

Jamestown, N. Y. 

Co-operative Fire Ins. Co. of the Town of Granville 

Granville, N. Y. 
Co. of Fort Edward 
Fort Edward, Se 
Galway Fire Ins. Co. xalway, N. Y. 
General Fire and Casualty Co. .......... New York, N. Y. 
Liverpool and London and Globe Ins. Co., Ltd. 
Liverpool, Eng. 
..New York, N. Y. 
a sists Roxbury, N. Y. 
.Roxbury, N. Y. 
Ins. Co. 

New York, N. Y. 
PROGR: 0s. osawshe esas New York, N. Y. 
POON | is bnk55.c5504baRrds London, Eng. 
ie Oe oe 2 ee eee rer Liverpool, Eng. 
Stee Ine: Ci OF PURI neni ossse tees New York, N. Y. 
State Assurance Co., Ltd. .................Liverpool, Eng. 
Thames & Mersey Marine Ins. Co., Ltd. ... Liverpool, Eng. 
Westmoreland Co-operative Ins. Assn. .. Rome, N. Y. 


3asle, Switzerland 


Farmers Mut. Fire Ins. 


Lumber Mutual Casualty Ins. Co. 
Middletown & Roxbury Fire Ins. 
Midrox Co-operative Fire Ins. Co. 
New York Merchant Bakers Mut. Fire 
Queen Ins. Co. of 
Royal Exchange 


NORTH CAROLINA Admitted 
American Liberty Ins. Co. .......... 
American Marine and General Ins. Co. 
Iowa Home Mutual Casualty Co. ... 


‘ “sang 
.... New York, 
..Des Moines, yet 


Ala. 
fi 





Roentniataieets N. Z. 


Best’s Fire and Casualty News 
- ee Pay 


New Zealand Ins. Co., Ltd. 








OHIO 


Olympic Ins. Co 


State 
OKLAHOMA 
American Liberty Ins. Co. 


PENNSYLVANIA 


Admitted ‘ 

wre Tene es Ue 
Examined 

Automobile Mutual Ins. Co. .. 


\dmitted 


Columbus, Ohio 


.Birmingham, Ala 
Licensed 


Safety Drivers A. & H. Mutual Ins. Co. ..Philadelphia, Pa. 


Penn-Liberty Ins. Co 


M erged 
Philadelphia, 
Examined 


Fairview Mutual Fire Ins. Co. ............ Harrisburg, 
Frankford Mutual Fire Ins. Co. .......... Philadelphia, 


Mifflin County Mutual Fire Ins. Co. .... 


.... Lewistown, Pa 


Pymatuning Mutual Fire Ins. Co. .............Mercer, Pa. 


RHODE ISLAND 


Merged 


What Cheer Mutual Fire Ins. Co. ........ Providence, R. I 


Pawtucket Mutual Ins. Co. 
SOUTH CAROLINA 


Examined 
; Pawtucket, R. I. 
Admitted 


American National Fire Ins. Co. .........New York, N. Y. 
mae Star Ins: Ge... EE lcs ccc ecsccvecnweet London, Eng. 


TEXAS 


Central Texas Lloyds 


Licensed 
Fort Worth, Texas 


Government Services Ins. Underwriters .San Antonio, Texas 
Western Fire and Indemnity Co. ........... Lubbock, Texas 


VIRGINIA 


Admitted 


American Marine and General Ins. Co. ...New York, N. Y. 
American National Fire Ins. Co. ........New York, N. Y. 


WISCONSIN 
Florists’ Hail Assn. of America 
Great Northern Ins. Co 
Virginia Surety Co 


Concordia Fire Ins. Co 
WYOMING 


Admitted 
xin paws Edwardsville, Ll. 
..Minneapolis, Minn. 
Roanoke, Va. 


‘vip © aoe cig eal ale es arr 
Admitted 


American Liberty Ins. Co. .........ccceee Birmingham, Ala. 


ALASKA 


Withdrew 


Merchants Fire Assur. Corp. ............ New York, N. Y. 


DOM. OF CANADA 
Bee Fire, Accident and General Ins. Co. . 


Admitted 
... Paris, France 


Employers Mutual Casualty Co. ......... Des Moines, Iowa 
La Paix Fire and Casualty Ins. Co. .......... Paris, France 
Weert: Tee: Cae ons cede cuneate sen Montreal, Que. 
New India Assurance Co., Ltd. ............, Bombay, India 


Standard Ins. Co., Ltd. 


Dunedin, N. Z 


State Farm Fire and Casualty Co. ........ Bloomington, III. 


3ee Fire Ins. Co. .. 
NEWFOUNDLAND 
British Law Ins. Co., Ltd. 


Merged 

Paris, France 
\dmitted 
avidin wan London, Eng. 


Union Marine & General Ins. Co., Ltd. ..... Liverpool, Eng. 


ONTARIO 
American National Fire Ins. Co 
Merit Ins. Co 
Reinsurance Corp., 


Admitted 

.. New York, N Y 
. Montreal, Que 
.. London, Eng. 


QUEBEC 


Merit Insurance Co. 


Reinsurance Corporation Limited 


12-13 
17-19 
19-21 
21-23 
29-31 
30-31 


..Montreal, Que. 
Admitted 


..London, Eng 


CONVENTIONS AHEAD 
© Maren % te 


New Hampshire Board of Underwriters, annual meeting, 
Concord. 

Fire Underwriters Association of the Pacific, annual meet- 
ing, San Francisco. 

New England Fire Insurance Rating Association, annual 
meeting, Boston, Massachusetts. 

Tri State Association of Mutual Insurance Agents, Lord 
Baltimore Hotel, Baltimore. 

American Management Association, Small Companies Con- 
ference, Edgewater Beach Hotel, Chicago, Illinois. 
American Management Association, Accident and Health 
meeting, Edgewater Beach Hotel, Chicago, Illinois. 
Alabama Association of Mutual Insurance Agents, annual 
meeting, Admiral Semmes Hotel, Mobile. 

Florida Association of Mutual Insurance Agents, annual 
meeting, Flamingo Hotel, Miami Beach. 

National Association of Mutual Insurance Agents, mid-year 
meeting, Flamingo Hotel, Miami Beach. 


For February, 1954 





CIMARRON 


THE POPULAR NAME 
IN INSURANCE 


NOW! ... MULTIPLE LINE 


WRITING: TOWN & FARM FIRE & ALLIED 
LINES—CROP HAIL—AUTOMOBILE, INLAND 
MARINE—PUBLIC LIABILITY 
BURGLARY & THEFT 


OPERATING IN: 


® KANSAS 
® OKLAHOMA 
® MISSOURI 
@ NEBRASKA 
® COLORADO 
© WYOMING 
® SOUTH DAKOTA 
®@ NEW MEXICO 


” @ TEXAS 


DESIRABLE AGENCIES WANTED 
IN OPEN TERRITORIES 


® MONTANA 
@ UTAH 
@ NEVADA 
@ ARIZONA 
® WASHINGTON 
®@ OREGON 
© IDAHO 
@ CALIFORNIA 


Cimarron Insurance Co., Inc. 
A MIDWESTERN STOCK COMPANY 
CIMARRON, KANSAS 


Pioneers in Multiple-line Underwriting 
TRINITY UNIVERSAL 
PSthi HUG: 
DALLAS, TEXAS 


FIRE © CASUALTY * BONDS 


Edward T. Harrison, Chairman of the Board 


Gordon S. Yeargan, President 








GREAT SOUTHERN LIFE INSURANCE COMPANY 
protects its property 


GETS BETTER 


FIRE 


AND 


BURGLARY 
PROTECTION 


AND... 


Controlled Companies of 
AMERICAN DISTRICT TELEGRAPH COMPANY 
A NATIONWIDE ORGANIZATION 
Executive Offices 


155 Sixth Avenue, New York 13, N. Y. 


“... your automatic services give better protection against 
fire and burglary, and save us about $6,000 a year.” 
Pat M. Greenwood, President 


Great Southern Life Insurance Compony, Houston, Texas 


To watch over its new building “around the clock,” automati- 
cally, Great Southern Life chose a combination of ADT Central 
Station Burglar Alarm and Automatic Fire Alarm Services. 


President Greenwood’s statement typifies the comments of 


eee executives, from coast to coast, who know that ADT 


Services give them.more rity than,any other 
Te and at Jess expense. => 


ADT Electric Protection Services guard every type of property, 
new or old, sprinklered or unsprinklered. The appropriate 
ADT Fire Alarm Service will detect fire and notify the fire 
department automatically. ADT Burglar Alarm Service will 
automatically summon police when burglars attack. ADT Heat- 
ing and Industrial Process Supervision will automatically de- 
tect and report other abnormal conditions. 


ADT guards, electrically, many billions of dollars’ worth of 
tangible and intangible assets, owned by 55,000 subscribers in 
1600 communities. An ADT specialist will show you how com- 
binations of engineered services can protect your property. 


Call our Commercial Department if we are listed in your phone 
book; or write to our Executive Offices. 














Yee \2 DIN FOLRS” 


CORWNEKR 






































kek Few persons, even among those active in the im- 
changes—retire 
ments, new organizations, changes in capital or changes 


surance business, realize how many 


in name—take place each year. Despite the fact that 
1953 was a relatively uneventful year in this respect, 
over two hundred changes were made in the fire and 
casualty field. We list these immediately following the 
editorial, Company Changes on page 15. 


kkk In response to the growing interest of investors 
in insurance stocks we ran a special study of fire and 
casualty shares in our January issue and this month 
present a brief survey of the more actively traded Life 
Insurance Stocks on page 18. Market appreciation in 
this field has been phenomenal. 


kik A greatly discussed subject nowadays is the neces 
sity of streamlining methods of selling insurance. The 
immense volume of paperwork necessary to provide 
coverage for an insured has been the subject of intense 
study and considerable criticism. One of the solutions 
proposed for this problem has been the adoption of 
Continuous Policies. On page 21 a representative of the 
agents involved expresses his misgivings of such an 
answer. 


***e In the long run the buyer of insurance alone will 
decide how much extra he is willing to pay for the 
However, in his 
decision he will be influenced by whether the agent 
himself works intelligently and hard enough to show 
him that he will get more of what he wants through 
dealing with an agent. That is the on which 
Today's Competition is being contested and the basis 
on which the future of individual agents will be decided 
See page 25. 


services of a stock company agent. 


basis 


wee Many insurance companies either have established 
or are considering establishing branch offices to pro 
vide faster and better service for their agents and in 
sureds. There are many decisions involved in such a 
move including the amount of autonomy to be granted 
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the branch office and the relative expense of its opera 
tions. On page 29 our author describes his conception 


ot <n Ideal Branch Office. 





eee [very person concerned with insurance may be 
assumed to know that regulation is by the states rather 
than by the Federal government. However, many may 
he unaware of the extent and complexity of the pattern 
of regulation presently in force and the philosophy 
underlying it. The uniformity in the Governmental 
Regulation of insurance and the exceptions to that uni 
lormity are treated in the article on page 33 along with 
some comments on the effects, beneficial or otherwise, 
of the regulation from the standpoint of both the car 


riers and the insured 


*** The basic foundation of all insurance is, of course, 
value expressed in monetary terms. Determining this 
value is the responsibility of the owner and is a pre 


requisite for /nsurance for Fixed Assets. The article 
on page 69 considers the different concepts of value 
from an imsurance standpoint and the function of an 
appraisal service 
*kk An old saying cautions that tell the 
Simi 
larly you can't determine a man’s need for insurance 
by 


you can't 
depth of a well by the length of the pump handle 


the size of his store or the costliness of his office 


furnishings. The article on page 73 describes a three 
step method of recognizing and getting at profitable 
business, it isa reminder that One Call Won't Tell All 
*** In America $150 is handled in checks for every 


dollar of cash. Such opportunities for fraud are of 


course not neglected and there has been an ever-increas 


ing number « 


| crooks seeking easy money through 
Check fraud is now the 
fastest growing crime in the country according to the 
article on [White Collar Crooks on page 77. Also in 
cluded are some valuable tips to help avoid loss in cash 
ing 


forgery and counterfeiting. 


che ks 
eee Last month some of the Tax Problems of Agents 
doing business as a one-man agency or as a partnership 
In this, the second installment of the 
article, the pitfalls to be avoided and the tax saving 
an incorporated 
It appears on page 85 


were considered 


features to be taken advantage of by 
agency are discussed 
*** Through the three general categories of group in 
surance, blanket insurance and franchise insurance there 
has been a rapid development in recent years in the 
merchandising of accident and health insurance. The 
basic characteristics and probable futures of these three 
methods of Wass Selling of insurance protection are 
considered in the article on page 99 
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HOW THE HOME HELPS AGENTS SELL 
FARM INSURANCE 


Every Home agent stands to benefit by the advertisement 
at right, which will run in national magazines 

during March and April. 

The farm market is a fertile field for insurance 


agents and The Home provides its producers with 





atl; nid« > Ing > ; 2g Newspaper mats, 
selling aids to help bring new business nommpanes ate 
, and two column sizes 
to them—a blow-up of the ad to poster size, bai 


newspaper mats for insertion in your local paper and 
direct mail folders. Your fieldman can get these 


for you. 


Look for this advertisement in your magazines, 
point it out to your policyholders and prospects— 


let it help you get more of this business. 


Naturally, as always, you can count on The Home, 











through its fieldmen, to help you in any way possible. 











Folders, two colo/s, 
3%” x 6” and 3%” x 842” 


ONCE THERE WAS 
A FARMER 
WHO SAW THINGS 

DOUBLE! 


whenever he looked 
one at his cows — 
© heres 

ot @ pince 

A farm machinery 


* THE HOME * 
Susuronce Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE . AUTOMOBILE . MARINE 


The Home indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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Meet your HOMEtown Insurance Agent 





HOW TO GROW...IN A BUSINESSLIKE WAY 


Crops don’t just grow like Topsy—not any more. 

Today’s farmer is a real businessman—a combination 

weatherman, mechanic and accountant as well as a 

master of agriculture or animal husbandry. Even 

so, he faces the hazards of fire and hail that 

could wipe out his year’s work—except that he is Are you in this picture ? 
protected by insurance. That’s why farmers and How long since you have had an expert 
Home Insurance agents work hand-in-hand — partners Poser regain Raed ey tes 
in protection and production. Better do it soon—you'll be surprised 
P.S.—those agents talk the farmer’s language, too. at the total value of your possessions, 


> and how little it costs to have full 
That’s why they make such a fine team. protection for then, 


xy Your HOMEtown Agent can serve you well—see him now! 





SOR AF NMG ES A IE —— _ — — 
‘ ee os m The farmer's friend - “Generations of farmers , 
Tee tps Sr welcomed the Home agent and the insurance protéetion & 


es he has brought to crops, buildings and equipment. 


~* THE HOME ® | 
Susurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y 
FIRE * AUTOMOBILE + MARINE 


This ad will appear in full ) ; The Home Indemnity Company, an affiliate, writes 
P Casualty insurance, Fidelity and Surety Bonds 


page size in the April is 
insurance protector of American homes and the homes of American industry. 











oA MERICAN 


REINSURANCE Group 


AMERICAN RE-INSURANCE COMPANY 
AMERICAN RESERVE INSURANCE COMPANY 


x 
Reinsurance Exclusively 


Cas ually Sidelity Surely 
Hrre Marine 
Mhied Lines 


* 
COMPLETE 0A; MERICAN PROTECTION 


99 John Street 
New York 38, N. Y. 





HILE insurance is an old and staid business 

and many carriers have been in existence for a 

long span of years, there are many changes 
that take place each year. Since the turn of the century, 
some 4,500 new carriers have entered the fire and casu- 
alty field while about 3,500 have retired. This net gain 
of 1,000 companies brings the current total to nearly 
3,500. 

In addition there are always numerous changes in 
name, contributions to surplus and changes in capital. 
Many of these changes reflect the changing aspect of the 
general economic scene. An expanding economy natu 
rally brings more money and more companies into im 
surance while periods of declining business tend to 
slow down the organization of new carriers and in 
crease the number of mergers, consolidations and re 
tirements, 

Superimposed on the changes brought about by gen 
eral economic conditions were many more dictated by 
fundamental factors within the insurance business itself, 
(ne important factor was the development of the group 
or fleet plan of operation. The original impetus behind 
this development was to secure additional agency rep 
resentation and make possible more intensive cultiva- 
tion of territories than was permitted under agency limi 
tation rules adopted by the industry covering single com 
pany operation. 

Of even greater importance was the legal separation 
of fire-marine and casualty-surety underwriting powers. 
This not only made necessary the organization of sepa 
rate carriers for the rapidly growing casualty lines of 


business but encouraged the organization of fire carriers 
by casualty companies and vice versa to preserve agency 


plants and underwrite full coverage automobile insur- 
ance under common management, 

lhe Supreme Court decision holding insurance to be 
commerce, and thus subject to anti-trust laws where it 
crossed state lines, put an end to industry agreements 
on agency appointments. Without the necessity of sepa 
rate corporate entities to maintain plants a 
number of fleet operations have been simplified by con 


agency 


solidation. Passage of multiple line legislation to permit 
a single carrier to underwrite both fire and casualty lines 
not only slowed down the organization of subsidiary 
carriers but permitted the consolidation of fire and casu- 
alty companies, 

During 1953 almost twice as many carriers entered 
the fire and casualty field as retired from it, 67 as against 
34. These new companies were launched with more 
than $16 million of paid in capital or surplus of which 
$4,385,365 came from parent insurance carriers and 
$2,745,874 from foreign insurance companies to estab 
lish United States branches. Additional capital funds 
of over $30 million were paid into 53 established com 
panies, including $2,785,230 originating from parent in- 
surance companies. Thirty-four companies increased 
their capital by $16,898,214 through the declaration of 
stock dividends. Thirty-four companies changed their 
title during the year, some to reflect broader charter 
powers and the writing of additional classes of business, 
others to perpetuate part of the name of a merged com 
pany and still others for a number of different reasons 


NEW COMPANIES 
Stock Fire and Casualty 


American Liberty Insurance Company, 
Birmingham, Alabama: Licensed August 
13 with paid-in capital of $500,000 and 
surplus of $1,000,000. Organized — by 
owners of Penn-Liberty Insurance Com 
pany for the express purpose of transter 
ring the Penn-Liberty to Alabama through 
a merger around year end. 

American Live Stock Insurance Com 
pany, Geneva, Illinois: Licensed January 
10 with paid-in capital of $209,000 and 
surplus of $120,000 to write live stock 
insurance. 

Arrowhead Insurance Company, Los 
Ingeles, California: Licensed July 6 with 
paid-in capital of $100,000 and surplus of 
$150,000 to write automobile physical dam 
age insurance. 

Associates Income Insurance ( ompany, 
Indianapolis, Indiana: Licensed September 
18 with paid-in capital of $151,020 and 
surplus of $129,540 to write disability 
covers. 

Atlantic National Insurance Company, 
Miami, Florida: Licensed during April 
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with paid-in capital of $100,000 and sur 
plus of similar amount to write fire and 
allied lines, inland marine and automobile 
reinsurance and excess of loss 

Iuto Insurance ( ompany, Covington, 
Kentucky: Licensed during June with 
paid-in capital of $155,000 to write auto 
mobile physical damage insurance. 

lutomobile Owners Safety Insurance 
Company, Kansas City, Missouri: Li 
censed January 28 with paid-in capital of 
$200,000 and surplus of $150,000 to write 
automobile and accident and health insu 
ance 

Balfour-Guthrie Insurance Company, 
San Francisco, California: Licensed Janu 
ary 6 with paid-in capital of $525,000 and 
a like amount of contributed surplus to 
write multiple lines 

Bancar Insurance Company, Hlutchin 
son, Kansas: Licensed December 31 with 
paid-in capital of $100,000 and surplus of 
similar amount to write automobile phys 
ical damage insurance 

Colorado Insurance Company, Boulder, 
Colorado: Licensed March 3 with paid 
in capital of $98,005 and surplus of similar 
amount to write fire and extended cover 
age and automobile physical damage in 
surance. 


Cornbelt Insurance Company, l'reeport, 
IIlinois: Licensed September 18 with paid 
in capital of $200,000 and contributed sur 
plus of $140,000, after organizational ex 
$60,000, to write fire and ex 
tended coverage insurance 

Dallas Insurance Company, UDallas, 
Texas: Licensed January 13 with paid 
in capital of $200,000 and surplus of 
$200,000 to write fire and allied lines 


last Huntingdon Casualt 
Scottdale, Pennsylvania 
14 with paid-in capital of 
surplus of $75,000 


penses ot 


Company, 
Licensed July 
$100,000 and 


I:ducaters Automobile Insurance Com 
pany, Fort Worth, Texas: Licensed June 
19 with paid-in capital of $250,000) to 
write full coverage automobile insurance 

i:nterprise Insurance Company, Los 
Ingeles, California: Licensed November 
30) with paid-in capital of $200,000 and 
surplus of $100,000 to write liability,work 
men's compensation and common carrier 
liability lines. 

Lixchange Insurance Company, Chicago, 
/Ilinows: Licensed during November with 
capital of $200,000 and surplus of $125, 
OO to write automobile and general 

{Continued on the next page) 
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Company Changes—Continued 


affiliated with 
Association, a re- 


insurance. It is 
Insurance 


liability 
Exchange 
ciprocal 

Lidelity-Southern Fire Insurance Com- 
pany, Houston, Texas: Licensed January 
31 with paid-in capital of $100,000 and 
surplus of $425,000 to write fire and al- 
lied lines 

General Bonding Fire Insurance Com 
pany, Oklahoma Cit Oklahoma: Li 
censed March 31 with ‘paid in capital of 
$50,000 and surplus of similar amounts 
to write fire and allied lines and full 
automobile insurance 
Fire & Casualty Insurance 
Company, Winnsboro, South Carolina: 
Licensed April 21 with paid-in capital of 
$100,000 and surplus of $30,000 to write 
industrial fire insurance 

Great National Fire & Casualty Com 
pany, Waco, Texa Licensed August 12 
with capital and surplus of $250,000 to 
write multiple lines. It reinsured Great 
National Lloyds on August 14 

Houston-American Insurance Company, 
Houston, Texas: Licensed September 28, 
with paid-in capital of $250,000 and sur 
plus of similar amount to write multiple 
lines. 

Intermountain Casualty Company, 
Pueblo, Colorado: Licensed March 2 
with paid-in capital of $51,000 and surplus 
of $24,333 

International Fire Insurance Company, 
Denver, Colorado: Licensed September 
18 with paid-in capital of $50,000 and sur 
plus of $32,795 to write fire and allied 
lines and full coverage automobile insur 
ance 

Liberty Insurance Company of Texas, 
Fort Worth, Texas: Licensed July 1 with 
paid-in c apiti ul of $200,000 and surplus of 
$109,000. This company was formed by 
the conversion of the Liberty Lloyds to 
a stock company basis 

Lincoln Casualty Company, Springfield, 
Illinois: Licensed May 14 with paid-in 
capital of $300,000 and surplus of $153, 
QOO to write casualty insurance 

Merithlan Insurance Company, Los 
Angeles, California: Licensed April 21 
with paid-in capital of $175,000 and sut 
plus of similar amount to write common 
carrier liability and automobile insurance. 

Mid-America Fire & Marine Insurance 
Company, Kansas City, Missourt Li 
censed June 3 with paid-in capital of $200 
000 and surplus of $20,000 to write fire 
and allied lines. 

Vid-Century Insurance Company, Los 
Ingeles, California: Licensed February 
17 with paid-in capital of $1,000,000 and 
surplus of $750,000 to write multiple 
lines. It is a subsidiary of the Farmers 
Insurance Exchange 

Vidwest Reinsurance Underwriters, 
Inc., Cedar Rapids, Lowa: Licensed Sep- 
tember 22 with paid-in capital of $200, 
000 and surplus of $53,000 to transact fire 
and allied lines of reinsurance 

Mountain Standard Insurance Com 
pany, Denver, Colorado: Licensed June 
8, with paid-in capital of $50,215 and 
surplus of $35,150.50 to write full cover 
age on automobile insurance and general 
casualty lines 

Newfoundland 


coverage 
Gibraltar 


American Insurance 
Company, Ltd., St. John’s, Newfound 
land: Licensed January 29 by the Rhode 
Island Insurance Department with a de 
posit ot $200,000 

Pioneer Casualty Company, San An- 
tonio, Texas: Licensed September 28 with 
paid-in capital of $2v0,000 and surplus of 
$50,000 to write multiple lines. 
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Security General Insurance Company, 
Sioux Falls, South Dakota: Licensed 
February 9 with paid-in capital of $100- 
000 and surplus of similar amount to 
write general casualty lines. 

Selective Auto and Fire Insurance Com- 
pany of America, Seattle, Washington: 
Licensed September 10 with capital of 
$1,000,000 and surplus of similar amount 
to write full coverage automobile and 
liability insurance. It is owned by General 
Insurance Company of America. On No- 
vember 2, it changed its name to SAFE- 
CO Insurance Company of America. 

Service Insurance Company of America, 
Arlington, Texas: Licensed June 16 with 
paid-in capital of $137,500 and surplus of 
$68,750 to write fire and allied lines and 
automobile physical damage coverages. 

Southwestern Insurance Company, 
Oklahoma City, Oklahoma: Licensed 
February 3 with paid-in capital of $50,- 
000 and surplus of a like amount to 
write automobile physical damage cover- 
ages. 

Swiss National Insurance Company, 
Ltd., Basel, Switzerland: ‘Lntered the 
United States under the laws of klorida 
and was licensed by that state on Decem 
ber 7 with a policyholders’ surplus of 
$1,245,874 to transact reinsurance exclu 
sively. 

'. S. Trust Company, Waco, Texas: 
Licensed May 14 with capital of $500,000 
to write fidelity and surety business. 

Western kire Indemnity Company, 
Lubbock, Texas: Licensed December 2 
with paid-in capital of $200,000 and sur 
plus of similar amount to write multiple 
lines. 


Mutual and Assessment 


Central Security Mutual Insurance 
Company, Chicago, Illinois: Licensed 
October 20 with guaranty capital of $105,- 
000 to write automobile insurance. 

Chicago Lake Fire Insurance Associa- 
tion, Center City, Minnesota: Licensed 
January 26 as a township mutual. 

Church Layman Mutual Insurance 
Company, Huntington, West Virginia: 
Licensed during August to write fire. 

Colonial Mutual Insurance Company, 
St. Louis, Missouri: Licensed August 17 
as a miscellaneous mutual company. 

Dairyland Mutual Insurance Company, 
Madison, Wisconsin: Licensed February 
27 with surplus funds of $50,000 to write 
automobile insurance. 

Eastern Mutual lire Insurance 
pany, Richmond, Virginia: 
around middle of year. 

Equitable Mutual Insurance Company, 
Cedar Kapids, lowa: Licensed May 28 
to write full coverage automobile insur 
ance and general casualty lines. 

E ee Co-operative Windstorm Ke 
insurance Company, Hornell, New York: 
Licensed July 27 with advance assess 
ments of $11,210 

Grant Mutual Insurance Company, St. 
Louis, Missouri: Licensed May 4. 

Guaranty Mytual Insurance Company, 
Minneapolis, Minnesota: Licensed No- 
vember 25 as an assessment mutual with 
surplus of $10,000. 

Guilford Mutual Insurance, Inc., Bal- 
timore, Maryland: Licensed June 2 with 
a guaranty fund of $25,000. 

Meramec Mutual Insurance Company, 
Clayton, Missouri: Licensed July 30. 

Midland Mutual Insurance Company, 
Kansas City, Missouri: Licensed Sept. 4. 

Midwest Mutual Fire Insurance Com- 
pany, Berwyn, Illinois: Licensed August 
18 with surplus funds of $100,000 to write 
fire and allied lines of insurance, 


Com- 
Licensed 


Minnesota Farm Bureau Mutual Cas- 
ualty Company, St. Paul, Minnesota: Li- 
censed June 25 with guaranty fund of 
$300,000 and paid-in surplus of $50,000 
to write full coverage automobile. 

Mississippi Mutual Livestock Insurance 
Company, Jackson, Mississippi: Licensed 
in June and placed in receivership in 
September. 

Mutual Bankers 
Newport News, 


Insurance 


Company, 
Virginia: 


Licensed June 


25 to write automobile physical damage 
insurance 

Mutual Bonding and Indemnity Com 
pany, Omaha, Nebraska: 
21, 


Licensed March 


North Carolina Farm Bureau Mutual 
Insurance Company, Inc., Greensboro, 
Vorth Carolina: Licensed September 17 
with contributed surplus of $325,000 to 
write full coverage automobile insurance. 

Pioneer Western Mutual Insurance 
Company, San Antonio, Texas: Licensed 
July 22. 

Safety Drivers A. & H. Mutual In 
surance Company, Philadelphia, Pennsyl 
vania: Licensed December 29 to write 
accident and health insurance. 

Tri State Mutual Insurance Company, 
Palmyra, Pennsylvania: Licensed in Feb- 
ruary to write fire and allied lines. 

Union Mutual Dwelling House Fire 
Insurance Company, Minneapolis, Minne- 
sota: Licensed June 1 to write fire insur 
ance. 

United Mutual Fire Insurance Com- 
pany, Las Vegas, Nevada: Licensed Sep- 
tember 14, with surplus funds of $15,000. 

Valley Mutual Insurance Company of 
Los Angeles County, North Hollywood, 
California: Licensed April 13 as a county 
mutual fire insurer. During November 
company made application for withdrawal. 


Lloyd's and Reciprocals 


All American Home 
Texas: Licensed November 3, with guar- 
anty fund of $70,000 and surplus of 
$23,000 to write fire and full coverage 
automobile insurance. The attorney-in- 
fact is James H. Viscardi. 

Central Texas Lloyds, Fort Worth, 
Texas: Licensed December 15 with guar- 
anty fund of $70,465 and surplus of 
$30,305 to write fire and automobile in- 
surance. T. V. Weaver is attorney-in- 
fact. 

Commercial Underwriters, Detroit, 
Vichigan: Licensed December 29 to write 
general liability, workmen’s compensation 
and automobile insurance. 

Government Services Insurance Under- 
writers, San Antonio, Texas: Licensed 
December 8 with assets of $70,000 to write 
full coverage automobile, fire and inland 
marine, burgl: iry and theft and accident 
and health insurance. C. B. Erwin is 
attorney-in-fact. 

Old Hickory Insurance Exchange, 
Nashville, Tennessee: Licensed October 
26 with surplus funds of $200,000 to write 
fire and extended coverage insurance. The 
attorney-in-fact is Old Hickory Under- 
writers, Inc. 


Lloyds, Austin, 


CHANGES IN TITLE 
Stock Fire and Casualty 


Canton Insurance Office, Ltd., Hong 
Kong: On November 1 this company 
changed its name to Lombard Insurance 
Company, Limited. 


(Continued on page 110) 
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How to get the MOST PROFITABLE, 
LEAST TROUBLESOME Kind of Clients 


The best kind of clients an agent can have are those 
who own income-producing properties — investors in 
buildings for the long term. Nice fat premiums and 
commissions and not too difficult to handle. 

How can you get such clients? This depends in 
part on how able and alert your competitors are, If 
your competitors are all first-class insurance men who 
think of all the angles, perhaps you can't win this 
way. But if all your competitors are not on the ball, 
here’s a gold-bond idea. 

Obviously people own rental property for the in- 
come they get. So while they certainly want the prop- 
erty insured against fire and other perils, they should 
be just as interested in insuring the income against 
the same perils. It helps to be able to replace the 
property after a loss, but it helps more to continue to 
get the income from the property while it’s being re- 
paired or rebuilt. So such people need Rent Insurance. 


It isn't hard to sell because it’s vital to this class of 


FOUNDED 


insured — and by itself costs very little. If you can 
find half a dozen or half a hundred such prospects 
who dont have Rent Insurance, youll have a good 
chance to get all their insurance in appreciation of 
your efforts in telling them about this protection so 
important to them. 


New Complete Selling Plan 


We have just published, in a new issue of our 
Agency Sales Bulletin, a program for selling Rent 
Insurance. It tells how to fing prospects, how to 
“warm them up” before you call, and what to say 
in selling. It gives useful information about the forms 
involved and shows an attractive 3-color folder we 
are offering our agents on Rent Insurance. We'll be 
delighted to mail you a copy of this new Bulletin 
and without any obligation on your part. Why not 
have your secretary complete and mail the coupon 


below, today, before it slips your mind? 


Ss EC U ey | | Y INSURANCE COMPANY OF NEW HAVEN 


re: yy | y ee 


MARINE e 


CASUALTY ° BONnNoOsSs 


> HOME OFFICES: New Haven, Conn. PACIFIC DEPTS: 248 Battery St., San Francisco, Calif 


NAME 


AGENCY _ , 


Svassy 


CITY OR TOWN 





(PLEASE PRINT) 
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Security-Connecticut Companies, Dept. 24E New Haven, Conn. 


Please mail me a copy of your new Agency Sales Bulletin on Rent Insurance— without cost or obl 
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MARKET BID PRICES 
Dec. 31 


Dec. 31 
1953 


$d93!/,, 
58 
69!/, 
219 
124 
c44'/4 
75%, 
650 
e20% 
66% 
193 
52!/, 
61% 
#33 
841 
59//2 
d26!/, 


Aetna Life 

Colonial Life, N. J. 
Columbian National 
Connecticut General 
Continental Assurance . 
Franklin Life 

Jefferson Standard 
Kansas City Life , 
Life & Casualty, Tenn. 
Life of Virginia 

Lincoln National 
Monumental Life 
National L. & A., Tenn. 
Philadelphia Life 
Travelers 

United States Life 
West Coast Life 


Averages 


$115, 


b135 


%> Change 
Year 
1952 


Dec. 3! 
1951 


BI'/, 
320 
52!/ 
123 
102 
34 
44 


Last 
2 Yrs. 


Year 


1952 1953 


21.4 
18.4 
13.0 
21.7 
-8.! 
475 
33.5 
36.0 
-12.1 
-1.8 
15.6 
9.4 
1.2 
33.5 
8.9 
11.2 
40.7 


13.2 


41.7 
53.1 
17.1 
46.3 
72.1 
164.7 
29.0 
145.1 
45.7 
28.3 
50.5 
36.4 
90.6 
114.8 
26.6 
386.4 
56.9 


47.3 


72.1 
81.3 
32.4 
78.0 
58.0 
290.4 
72.2 
233.3 
28.1 
25.9 
73.9 
49.1 
92.9 
186.8 
37.9 
440.9 
120.8 


049 


b1'/2 
180 


d60 
56%, 
478 
29 
68 
167 
e48 
60!/, 
29 
772 
53'/, 
28, 


66.8 


a) Stock split 10 for 1. (b) After 30% stock dividend. (c) After 100% stock dividend. 


d) After 50%, stock dividend. (e) After 2 
for 15 stock dividends. 


5% stock dividend. (f) After | for 10 and | 


UHAN 


He life insurance industry continues to move 

forward at a fast pace and, in 1953, it recorded 

another year of record-breaking production and 
highly satisfactory operating results. The number of 
policyholders rose to 90,000,000 with $304,400,000,000 
of insurance in force and at year end assets held for 
the protection of this business were estimated at $78,- 
600,000,000. Although about 70% of all business is 
with and the balance with stock 
carriers, outnumber the mutuals by more 


mutual companies 
the latter 
than two to one. 


Market Performance 


Substantial appreciation in the market value of the 
more actively traded life insurance shares was _ re- 
corded during 1953 largely due to a sharp rise in price 
quotations in the last quarter of the year. Our study 
of the market performance of the shares of seventeen 
life companies showed an average appreciation of 13.2% 
last year which, following the remarkable gain of 47.3% 
in 1952, placed the current level of these stocks at 66.8% 
above December 31, 1951. The showing registered by 
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this group last year compares with a very modest rise 
of 2.1% in fire and casualty shares and a decline of 6.6% 
in the general market averages. 


Notable Market Rises 


The more notable market rises in 1953 were recorded 
by Franklin, West Coast, Kansas City Life, Jefferson 
Standard and Philadelphia Life with gains ranging from 
33.5% to 47.5%. For the two year period the outstand- 
ing performers were United States Life, up 440.9%, 
Franklin with 290.4% and Kansas City Life with 
233.3%. 


Yields Are Low 


The accompanying tabulation shows the market bid 
prices for each individual company at the close of the 
vears 1951, 1952 and 1953 together with the percentage 
of change reflected by these quotations. Cash dividend 
rates are not included in this study but, in general, the 
yields at current market would be low as only a small 
part of operating gains are disbursed. 
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Harry Hazard says... 


Let your prospects out of your files 


HR Tost Segee) i 


" : *. 
— a 


Allow your present customers, who are your best prospects for 
personal lines, to pass in review across your desk. 


Analyze every customer's account and check the coverages you are now 
writing. How do the amounts stack up against today’s values? 

Bring these into line. Then find out what forms of protection are 

missing and fill in the gaps. Do this for all your clients. Don't overlook 
the advantage of again selling people you have already sold. 


This procedure will mean more premium income for you. 


Let The American Insurance Company show you how to build up present 
accounts from one or two lines to a complete program. 








— 


THE AMERICAN INSURANCE GROUP Public Relations, Dept. 8 


15 Weshington Street, Newark, N. J. 





 Awenican [uowrance (jr0up 


rh, Mew 


| would like to know more about making in- 
creased profits from existing personal accounts. 


THE AMERICAN INSURANCE CO. - BANKERS INDEMNITY INSURANCE CO. Name—___ 


Company — 
Address 


City 
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CONTINUOUS POLICIES 


Ni: frequently hears about 

the necessity of streamlining 

the procedures in the dis 
tribution of insurance. The reason 
given by the proponents of simplifi 
cation is to cut down the burden 
some expense presently sustained 
by reason of the large amount of 
paper work which has become one 
of the hallmarks of the 


business. Ancillary reasons 


insurance 
sug 
gested for slenderizing procedures 
are the normal evolution and prog 
ress of a complicated business to 
the end that changes which make for 
efficiency are not only in order but 
should be desirable. Overriding all 
this is the unpelling desire to reduce 
overhead costs of operation so that 
a greater net return would be avail 
able to both the companies and their 
resultant benefit to 
the insurance buying public in the 


agents, with a 


form of lower rates. 


Automobile Insurance 


One area where expense seems to 
be of urgent concern is in the vari 
ous lines of automobile insurance. 
The companies writing these covers, 
to say nothing of many agents, have 
indicated interest in reducing ex 
pense, which presumably would be 
reflected in the rate and tend to place 
the 


the American 


companies operating through 
\gency System in a 
position to more reasonably com 
pete with the direct writing com 
panies ratewise 

Nearly always when this subject 
is discussed, the suggestion is made 
that policies should be continuous. 
It is argued that no useful purpose 
is served by issuing a completely 
new policy whenever insurance ex 
that the end could be 


achieved by sending the insured a 


pires ; same 


notice of premium due and by pro 
viding that the policy automatically 


he continued in force so long as the 
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insured paid the premium within a 
certain period after the renewal date 

\ccording to this view, most of 
the money now expended in com 
pany and agency offices by reason of 
the interminable rewriting of expir 
ing policies would be saved. This, 
it is said, would result in improve 
ment in the compamies underwriting 
and for 


results 


those agents who 


Vay have very dire results 


write their own policies, there 


would follow a lowering of agency 


expense and a corresponding in 


“Not 


cles, or stated another 


crease in profit taken” 


poli 
way “Iree in 


surance’ would, it is 


claimed, be 
eliminated. 

\ll this seems logical and even 
cogent because undoubtedly the re 
issuing of policies creates a con 
siderable expense which, viewed in 
a vacuum, would like to 
\dded strength is given to 


argument 


everyone 
avoid 
this when 


one ¢« onsiders 


that probably many policies are re 


issued without significant changes in 
and all 


agree 


coverages agents will wn 
doubtedly that 
policies are an evil in the business 
against which the agents and their 


“not taken” 


association took up arms many years 
ag 


Oo. 


The Ultimate Result 


It is well to remember that when 
situations from a competitive stand 
point become acute, such as the gen 
eral circumstances surrounding the 
writing of automobile insurance by 
agency minded companies, it is ex 
tremely easy to settle for what may 
appear to be a reasonable solution 
without 
weighing carefully enough the ulti 
mate result of the step taken. | 
tending the use of continuou 


cies in the American 


on the basis of expedien 


poli 


\gency System 
has its genesis in such a frame ol! 
reference and, if adopted, may have 
very the agent who 
so carefully built hi 


In the bond field we have met con 


dire results for 
has business 
tinuous policies and again they are 
no stranger in the writing of inland 
oth Parcel Post 
and Registered Mail insurance may 


marine insurance, 


be written on a continuing policy 
basis. In those states which require 
disability insurance, continuous pol 
icies have been devised which pro 
vide a never-ending insurance for the 
employer who is compelled by 


these 


tate 
law to 
life 


guarantee payments 


insurance is written on a con 
tinuous policy hasis, as is accident 


insurance 
\lthough this list is 
ing, it 


quite impos 
has been estimated that the 
premium volume developed nation 
wide on forms continuous in nature 
is only a small fraction of the total 
premiums written if the volume of 
life business is not considered. In 
other words, a very, very large pro 
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Continuous Policies—Continued 
portion of the insurance written 
through the American Agency Sys- 
tem is not written on a continuous 
policy basis but is handled on the 
premise that the insured needs a 
new, cleancut deal each time his pol 
icy expires and is renewed 


Independent Businessmen 
The 


has 


American Agency System 
had a gradual but certain 
growth and its evolution has allowed 
the agent operating under the sys 
tem to become an independent busi 
nessman rather than a creature of 
the companies he represents. 

The Constitution of the National 
Association of Insurance Agents in 
describing the American Agency 
System says it this way :“. which 
system is defined to be the produc- 
tion of insurance premiums and the 


servicing of insurance contracts by 
insurance agents operating solely on 
a commission basis on their own 
account as independent contractors, 
who maintain their own offices sepa- 
rate and apart from any production 
office maintained by an insurance 
company.” 

As a result of the system by which 
the companies chose to distribute 
their product, the American Agency 
System came into full flower by the 
determination in the famous Yonk- 
ers case (National Fire Ins. Co. v. 
Sullard, 89 N.Y. Supp. 934; 97 
App. Div. 233), which held that be- 
cause of the method by which a local 
agent operates, the business of an 
insurance agent who represents sev- 
eral companies, and whose cus- 
tomers, or so-called clients, leave the 
selection of the company entirely to 
the agent, has a well recognized 
value which is the subject of sale. 
Thus the doctrine of the ownership 
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Know-how in Insurance 


Company Financing 


The financing of insurance companies, because of their un- 
usual financial structure, requires a thorough know!edge of 
the industry, a knowledge acquired only with long experience. 

Tue First Boston Corporation, for many years closely 
associated with the market for insurance company stocks, 
has that knowledge. Over the years it has handled the 
financing of numerous fire and casualty insurance companies 
and has maintained continuing primary markets in many 


Officials of insurance companies contemplating financing 
programs are invited to consult with us. 
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of expirations in the local insurance 
agent was established. 

Along this same line, a very recent 
case (Heyl v. Emery & Kaufman, 
Ltd., 204 F. (2d) 137) stated the 
broad rule as follows: “The record 
known in insurance circles as ‘ex- 
pirations’ is, in effect, a copy of the 
policy issued to the insured, which 
contains the date of insurance, name 
of the insured, expiration, amount, 
premiums, property covered, and 
terms of insurance. Because of the 
peculiar nature of the agency rela- 
tionship, in that the casualty or fire 
insurance agent, in soliciting insur- 
ance business, does not solicit on be- 
half of any particular company, but 
actually on behalf of the agency, 
and then allots the business to such 
one of the companies represented by 
him as he may determine, it is gen- 
erally held that since the information 
obtained in such solicitation and in 
the preparation of the policies is 
gathered by the agent at his own 
expense, the expirations are the 
property of the agent.” 


The Keystone 


The ownership of expirations is 
the keystone of the American 
Agency System and is the greatest 
single factor in the independent con- 
tractor status which the agent en- 
joys. His independence is abso- 
lutely necessary if he is to continue 
the present character of his opera- 


tions and there would be no point 


in being independent if the agent 
failed to implement that freedom by 
owning his business. It follows, 
therefore, that anything which 
weakens either the independence of 
the agent or his ownership of ex- 
pirations is to be viewed with grave 
concern by the agent. He must ex- 
pect that any whittling away of 
these rights will never stop at any 
predetermined point but will con- 
tinue until the agency system as it is 
presently constituted will probably 
become unrecognizable. 

The philosophy back of the doc- 
trine of ownership of expirations is 
rather a logical one and, stated sim- 
ply, means that the company which 
writes the policy will in no wise in- 
terfere with the policyholder with- 
out the producing agent’s permis- 
sion during the term of the agency 
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and, upon termination of the agency, 
if the agent’s balances are paid, ac- 
knowledges to the agent full control 
and ownership of his list of cus- 
tomers. This doctrine, regarded as a 
necessary and proper adjunct of the 
insurance business, has been ob- 
served to the letter, with very few 
exceptions, by the companies over 
a long period of time. 

Additionally, this concept of ex- 
pirations is based, at least in part, 
on the fact that agents represent 
many competing companies and 
when the agent produces business, 
he has a choice as to where he will 
place it. This choice will be largely 
eliminated by the general use of con- 
tinuous policies and with it the 
present healthy competition of the 
companies for the production of the 
agent will similarly be reduced. The 
business will be inclined to slip into 
a condition of somnolence and com- 
placency. Let the agent beware if 
this should happen. 


Freeze the Business 


If continuous policies were widely 
used, the unfortunate instances 
which today happen occasionally, in 
which insureds find themselves at 
the time of loss, with narrow cover- 
ages, obsolete forms and inadequate 
amounts of insurance, will most cer- 
tainly increase. In addition, con- 
tinuous policies will have a definite 
tendency to freeze the business in 
the company first writing the insur- 
ance. On the theory that it is easier 
to go along rather than to change, 
the agent, harassed by many details 
in his office, is liable to refrain from 
making the precise recommenda- 
tions for timely changes in the cov 
erages knows that so 
long as the insured pays his pre 
mium, he will be covered, at least as 
well as he was originally. 


because he 


The absolute necessity for keep- 
ing up-to-date in all matters in con- 
nection with an insurance account is 
delineated sharply when one con 
siders that our free enterprise econ 
omy is chiefly characterized by its 
dynamic nature. On all sides there 
is compelling evidence of economic 
and social change with its shifts in 
values. To provide the proper de- 
gree of service which the insured 
has a right to expect, the agent is 
required to constantly program and 
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reprogram an insurance account. 
What more logical system could be 
devised for the re-examination 
which must accompany any pro 
gramming than to have a policy ex 
pire and be renewed, perhaps in a 
more modern, better tailored way? 

The insured who holds a 
tinuous policy over an extended pe 
riod, in the absence of a liberaliza 
tion clause, may find himself cov 
ered by a policy form which is 
somewhat less than up-to-date and 
which may have long since been 


con 


supplanted by a broader and more 
desirable type of insurance. This is 
much less likely to happen if the 
coverages rewritten and re 
viewed at regular, frequent inter 
vals. 


are 


The use of a continuous policy 
seems to be a convenient 


basis for 
a company writing the business to 
superimpose on it a merit rating 
plan of some type which will give 
the insured, if he qualifies under the 
plan, a rate reduction which will be 

(Continued or 
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Atna Home Office Sales Course 
~ Advances success from three 
to five years — by intensive 
training in the latest, most 
modern coverages — by prac- 
tical, down-to-earth instruction 
in basic sales techniques. 











The Atna Plan — Pioneer meth- 
od of analyzing commercial 
and industrial risks. Outstand- MERCANTILE 
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agents acquire, and hold, sub- 
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reasons why Atna Plandex — Easy-to-use 


survey selling device for per- 
sonal accounts. Organizes pros- 
pect’s total insurance needs in 


thousands of QQ Sermon 


America's ER es 


Plan — Enables A®tna agents to 
find new business right in their 
own files — to organize their 

ST successtul soliciting and servicing time on 
Mo the most efficient, money-mak- 


ing basis. 





agents are 


Atna Advertising and Public 
Relations — Complete facilities 
are available to agents, includ- 

Atna a Ch £5 ing dizect mail material, radio 
~ &% announcements and TV spots, 


as well as loss prevention mo- 





tion pictures, action displays, 
driver testing devices, etc. 


These are only a few of the reasons why The A®tna Casualty and Surety Company 
is widely known as an agency-building organization. If you are interested in further 
details, write the Company direct, attention of E. C. Knapp, Vice President, or con- 


tact the Aftna manager nearest you. 
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The Aina Life Affiliated Companies write practically every form of insurance and bonding protection 
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Today’s Competition 


Annual Policies vs Continuous Policies 
Credit Extension vs Cash with the Application 
Agency Billing vs Direct Billing 


Flat Cancellation Costs vs No Free Insurance 


Agency Underwriting vs Restricted Underwriting 


Commission Costs vs Salary or Reduced Renewal Commissions 


HI so-called “Future of the 
American Agency 
about which we hear so much 
is probably no different than the 
future of anything else: it’s merely 


System” 


a question of whether the prepon 
derance of people engaged in it are 
willing to intelligently and 
hard enough to show the buyer that 
he will get more of what he wants 
through this system. 


work 


Little Preference 


exactly what does the stock com 
pany-agency plan offer the public ? 
Let’s look separately at the company 
and the agency factors. Probably the 
majority of people have little pret 
erence either way between stock or 
non-stock carriers 
think about it 


they don’t even 
True, some are prej 
udiced against the cooperative idea 
as such. True, some review individ 
ual carrier's records and will perhaps 
generally favor the extra financial 
security of higher surplus-to-policy 
holder ratios found among the stock 
companies. Public opinion polls all 
that when asked, 
people generally not only express be 
lief in the profit system but their 
idea of a fair return on capital is 
much greater than is actually earned. 
Moreover, most 


seem to show 


Americans under- 
stand that the effort of business to 
make a profit it can keep is an incen 
tive that has resulted in net gains to 
the consumer enormously greater 
than the profit retained. This is, of 
course, the essence of our entire 
economic system. 

Similarly, in other commercial or 
mercantile fields, generally — the 
“stock company for profit” concept 
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has apparently met public demands 
much more satisfactorily than the 
many disappointing attempts to de- 
velop cooperatives, whose appeal has 
also been cut prices. Thus, the profit 
motive is accepted and given every 
encouragement by the American 
people. So long as management con 
tinues to 


prove its usefulness in 


meeting public demands for service, 


The profit motive is accepted 


with increasing net value to the con 
sumer, the “stock company for 
profit” idea should continue to have 
a brilliant future. 

What about the local agent? Can 
he develop his own situation favor 
ably in the future’ I believe the 
fundamental things that make his 
basic position more favorable than 
his competitors’ are : 


1. Every insurance buyer realizes 
the possibility of loss that can de 
rhat’s 


he’s willing to pay cash for a piece 


stroy him financially. why 
of paper that’s supposed to protect 
him. 

2. Every insurance buyer knows 
that piece of paper is no better than 
the know-how and integrity of the 
people who put it together for him 
3. Therefore, he wants to buy from 
those he feels have the most know 

how and integrity he can find, and 
who will be available to him when he 
needs help. 

4. It is easier for the local produ er 
to demonstrate he has more know 

how and business integrity that will 
help the buyer, provided he really 
has it. I say, if he has it, because no 
system has a monopoly on know-how 
and integrity, either in men or com 


know-how and integrity is 


panies agent who has more 
a cinch 
to heat his competitor because he ts 
in a position to prove it more easily 


We'll 


not discuss integrity, as such, be 


and convincingly to the buyer 


cause without it the insurance busi 
ness inexorably catches up with a 
man. It’s know-how we want to 
think about 


think the local agent is in a superior 


what it is, and why | 
position to prove it 
What is it? “Know-how” is facts 
depths of first hand 
knowledge about hazard, about its 


intimate 


effective control, about adequate 
coverage, about skillful claims han 
dling—and familiarity with the best 
markets available for a particular 
problem. 

But it’s something more. It’s an 
attitude of using such knowledge in 


(Continued 
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Today's Competition—Continued 


a way that builds confidence in the 
buyer’s mind, instead of sales resist 
ance, Local producers are in a much 
better position to develop such at 
titudes fully, in the buyer’s best in 
terest and incidentally their own, 
because 

1. They local business men. 
They can become widely and favor- 
ably known in the community. They 


are 


are not under the handicap of being 
a corporate nomad. 

2. They can immediately, and con 
tinually, capitalize on one good job 
done to help get another because they 
continue personally to serve their 
policyholders and thus strengthen 
their relationship with them. They 
do not turn their most vulnerable as- 
set over to someone else to handle. 
3. The local agent serves only one 
master—the policyholder, because 
his position and knowledge enables 
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Friendly Understanding 


from the Company he represents 


pe ee 


Sometimes a little friendly 


assistance and counsel from the home 


office spells the difference between success and 


failure . 


. . and your success is our concern. 


Since 1823—Never less than 20% Dividend 
Return on Fire Insurance Premiums 


“Worcester 
Mutual 


Fire Insurance 
Company 


FIRE PROTECTION] 


MAINE, N.H., VT 
MASS., R.1., CONN, 


NEW YORK, N,J., N.C 


WORCESTER, MASSACHUSETTS 


him to negotiate the best possible 
combination of coverage, carrier and 
producer service, price, and long 
term stability of contract for the 
particular risk. This does not mean 
he sells on price alone, but on the 
basis of optimum value to the in- 
sured, including true cost. Nor does 
this mean the agent’s work is in con 
flict with the carrier's interest 
merely because he works in the 
policyholder’s interest : it does mean 
that being an independent business 
man he is in a position to make an 
affirmative choice of carrier which 
through interests and 
abilities, is in a position to serve 
best either a particular risk, or a 
block of business. He has several 
choices, not one. Hence he can de- 
velop a complete answer to the 
client’s needs. 


its special 


These are the three things that 
enable the stock company agent to 
sell more effectively and more easily, 
hecause they are the three things 
buyers want—-which only the Amer 
ican Agency System and the local 
producer concept have been able to 
produce to the degree buyers gen 
erally want them. 


The Opposite Approach 


A recent example of exactly the 
opposite situation is a letter to the 
policyholder of a large direct writer 
in answer to his request for better 
coverage. It stated in part: 


“Thank you for your recent letter 
asking about an increase in medical 
payments from $2,000 to $5,000 for 
each person. 

“This office is restricted to writing 
medical payments insurance only to 
the limit of $2,000 for each person. 
Therefore, we are very sorry that we 
will be unable to offer you the limit 
that you have requested. 

“It is a pleasure to be of service to 
you and if you should have any 
further questions about your insur 
ance, please feel free to call on us at 
any time. 

Sincerely yours, 

Underwriting Department” 

Do not sell short the tremendous 
strengths of the stock company-local 
producer system. Remember that 
other types of carriers and selling 
methods preceded this system. The 
first American carrier was organized 
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in 1752. It was not until forty years 
later, in 1792, that the first stock 
company began doing business. Yet 
this system grew to develop and 
service the preponderance of the 
fire and casualty business of Amer- 
ica, replacing its predecessors, 
still does. 


and 


If the agent is favored by the 
three things that make it 
easier for him to meet the buyer’s 
search for a man with know-how and 
integrity, what are the ways in which 
the agent can most effectively take 
the play away from his competitor 
in proving his know-how ? 


basic 


Our Choice 


The proof exists in our attitudes 
toward ourselves and toward our 
actual position with the client. We 
can be either a peddler to him or his 
business associates. It’s our choice, 
and it’s as simple as that. 

Business sold by the policy ped- 
dler agent will always be vulnerable 
to the direct writer, if it wants it: 
because either the agent has used 
inferior companies to get low rates 
which leave him vulnerable to a 
strong direct writer, or he has 
shopped the risk till he found an un 
derwriter who didn’t know what he 
was doing, who went on the risk only 
to later kick the price up or the risk 
off his books. In other words, no 
foundations of strength for a long 
term relationship were ever laid by 
the agent—so how can they possibly 
exist when he needs them? 


Four Approaches 


On the other hand, the business 
that is the despair of the direct 
writer, which it finds so difficult to 
sell, is that handled by a producer 
who is a real professional, who, in 
stead of selling insurance alone, 
helps the insured analyze his risk 
and determines the best over-all 
management solution, by four pri 
mary approaches : 


1. Eliminating it, through opera 

tional change 

a) When the safety engineers have 
suggested that a hazardous chemical 
coating should be changed, the agent 
makes it his business to see that 
management and the engineers come 
up with an answer which frequently 
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has been a better coating at less cost. 
b) When a special hazard can be 
more soundly handled by a subcon 
tractor, the agent knows this, having 
made it his business to know such 
things. For example, shooting an 
oil well is much better done by spe- 
cialty companies than by the ordi 
nary oil production company. 

c) An unprofitable and hazardous 
fleet operation might perhaps be bet 
ter combined with others under a 
specialist such as a parcel delivery 


service, or assigned to a 
carrier or contract hauler. 


common 


2. Isolating it, so its effect will be 


minimized, 

e.g., removing a hazardous operation 
from a large plant and congested 
area—where it is affecting the fire 
rate on the entire property and creat 
ing unjusified exposure to B.I. and 
P.D. claims. 


3. Controlling it, because he has 
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Today's Competition—Continued 


it his business to be 


on the 


made an expert 


management principles of 
and 


effective safety organization work 


engineering control of hazard 


one of the greatest opportunities 
agents have to beat competition He 
that. He 


about controlling loss on all 


goes beyond just knows 
things 
the various lines 
Account 


receivable—-he knows the 


right equipment to recommend and 


its effect on exposure to loss and 
upon insurance rates. 

Products liability 
label gives so broad a warranty as 
to invite trouble—and makes it his 
responsibility to explain the need for 
revision to management 

Contractual liability—he knows how 
to spot future trouble if there is no 
proper procedure for executive re 


he knows when a 


view and approval of all assumed 
liability agreements, and how to sug- 
gest such a procedure. 


When You’re “Figuring” 
Things Up... 


Remember You Can 


“i Add OUR KNOW-HOW 

X Multiply OUR SERVICE 

= Subtract YOUR WORRY 

== It All Equals GOOD BUSINESS 


cs 
Brrowuiwous Ciswarry 
CORPORATION 


ROCK 


ISLAND, 


ILLINOIS 


Specializing 
IN WORKMEN'S COMPENSATION 
AND ALL LINES OF 
LIABILITY COVERAGE 


4. Insuring the residual risks and 
liabilities under the most favorable 
combination of terms 
anced consideration to coverage, 
service, true cost and long term con 
tract stability. As an insuror, we'd 
like to see 
rates resulting from intelligently con 
trolled hazard, because it means 
more protection to the public for less 
money. That is truly the American 
way and agents have a part in it! 
Some agents may not dare to “talk 
turkey” to a client about eliminat 
ing, controlling and isolating loss in 
addition to buying policies. But the 
man we're speaking about doesn’t 
dare not to do so, because he sees this 


giving bal 


constantly decreasing 


as his surest way to freeze out all 
competition. 


The Best Markets 


Such a man commands the best 
markets on the most favorable terms 
because underwriters trust him, 
since he knows what he’s doing. He 
commands the respect of his client 
because he has developed a more 
favorable situation for his client than 
any mere insurance policies could. 
sell the 
the policy, because they 
never quite think of themselves as 
anything but a Why 
should we put self-imposed limita 
tions on ourselves when the buyer 
wants, more than anything else, a 
man who will come in as an associate 
and help him protect himself intel 
ligently against hazard. What a per 
fectly tremendous opportunity it is. 


Many people can only 
product 


salesman. 


I admit, | envy the agent his job! 


BANKERS BONDS 


FFECTIVE January 11, The Surety 

\ssociation of America an 
nounced the development of three 
new forms of excess coverage for 
commercial banks. They are excess 
hankers blanket bond Form 2 with 
discovery-deductible rider ; 
bank employee dishonesty blanket 
bond Form 27 (loss sustained form), 
and excess bank employee dishonesty 


excess 


blanket bond Form 28 (discovery 
form). The introduction of 
new forms and a new excess rating 
result in a reduction of 
existing rates for excess coverage 
where adequate amounts of under 
lying coverage are carried. 


these 


program 
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AN IDEAL BRANCH OFFICE 


PPEARANCE of a 


toward 


trend 
decentralization of 
operation in the insurance in- 

has produced the branch 
office, the concept of placing at the 
field level tools necessary to service 


dustry 


the agency plant more promptly, 
efficiently, and economically. This 
is not an attempt to judge the rela- 
tive merits of decentralization; but 
is an effort to describe the ideal 
branch office. Therefore, it is im- 
portant, first, to define a branch 
office, which is an autonomous, su 
pervising office handling production, 
policy writing, underwriting, claims, 
engineering and audit, and maintain- 
ing accounting control over pre- 
miums and premium collections. 

It is not to be with 
other types of company offices which 
are : 


confused 


Departmental 
gional “home office” for a group of 
states, usually including statistical 


Autonomous, re- 


machinery. 

Full Customarily super- 
vised by a manager, who also may 
he state agent, and providing policy 
writing, underwriting, claims serv- 
ice, engineering and auditing. It 
may provide some special premium 
accounting and _ billing. 

Service 


Service 


Normally supervised by a 
state agent, and including policy 
writing, and claims adjusting. 
Policy Writing—Similar to a field 
office, but also doing policy writing. 
Field—-Headquarters for state and 
special agents, usually not issuing 
policies or performing underwriting 
or bookkeeping functions 


Advantages of a Branch Office 


Principal reason for establishment 


of branch offices is to give the 
agency plant and insureds the finest 
and better than is 
possible from a centralized home 


office operation. It must show defi- 


service, faster 
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DONALD M. WITMEYER,CPCU 
Manager of Research and 
Miscellaneous Lines Department 
Security-Connecticut Companies 


office 
operation, since it is not sufficient to 
shift problems from one place to 
another to substantiate branch of 
What are these ad 


nite advantages over home 


fice operation 
vantages ? 

\ survey of representative agents 
indicates that to be most effective, a 
branch office must give rapid policy 


To give the finest service 


writing, an 
and 


intelli 
underwriting 
consideration of each risk, adequate 


understanding, 
gent, personal 
audit and engineering service, and 
prompt, efficient proe essing of losses 
and claims. 

\dvantages of the branch office 
system to a company are prompt 
first-hand knowl 
edge of local production and undet 
writing conditions, simplification of 


service, accurate, 


personnel problems, and less operat 


ing expense. It would localize in 
one territory any breakdown in co 
ordination or operational efficiency, 


which, if it occurs in a centralized 


home office department, would affect 
all territories. It eliminates duplica 
tion of records, underwriting, pre 
muum accounting, billing, collection, 
and claims processing by the home 
othice 

The unfortunate pattern of the 
insurance industry is to repeat in 
the home office operations, records, 
and functions performed in field 
othces. This defeats the basic reason 
tor establishing the branch office ; 
that is, placing in the field pertinent 
service functions on an economical 
basis. Duplication of effort is nur 
tured in a 
authority 


reluctance to delegate 
In the ideal organization 
management concentrates on ex 


ecutive supervision and planning 


Autonomous Operation 


\utonomy in branch office opera 
tion is essential, therefore, to full 
utilization of potentialities, capac 
ities, and economies present in the 
decentralization theory. To accom 
plish automony, the following stens 


are necessary : 


Selection and training of key per 
sonnel—The selection of career per 
fundamental 
office 


sonnel is Executive 


and claim 
held underwriters, 


managers, man 


agers, and othe 
key personnel must be selected care 
fully, and then 


thoroughly in 


should be trained 


their duties and in 


company policy. They must possess 
a high degree of reliability, respon 
sibility, and initiative in order to 
gain and retain the confidence of the 
home office 

Management must accept the re 
sponsibility of sponsoring training, 
and, in addition, should encourage 
employees to improve themselves 
In this respect, it is encouraging to 
note the increasing number of insur 
ance companies actively urging em 
ployee attainment of the Chartered 


{Continued on the next page} 
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Protect your Business 
with American Surety’s 


you never know 
when you may 

suffer loss of money 
and securities 


from... 


But you can protect yourself by just 
calling our nearest agent. He’ll 
show you how our 3-D policy works! 


Call him now — or write Agency & Production Department for his name. 


AMERICAN SURETY 


COMPANY 100 Broadway * New York 5, N. Y. 


FIDELITY * SURETY * CASUALTY + INLAND MARINE * ACCOUNTANTS LIABILITY 
AVIATION INSURANCE THROUGH U. S. AIRCRAFT INSURANCE GROUP 
OF WHICH WE ARE MEMBERS 











Branch Office—Continued 


Property Casualty Underwriter des- 
ignation. 

Supervisory control—To assure un- 
interrupted coordination between 
branch and home office, there must 
be a thorough dissemination of com- 
pany policy, plus determination of 
responsibility and delegation of au- 
thority through a branch office 
guide. This guide must be suffi- 
ciently rigid to insure a standard of 
operation, yet provide flexibility. 
Periodic visits by home office execu- 
tives will guarantee compliance and 
control. In this manner, home office 
functions become supervisory. 
Quality and policy control—A resi- 
dent executive should be in control 
of the branch office, independent of 
home office departmental interfer- 
ence, although home office depart- 
mental executives must have un- 
questioned authority concerning 
quality and policy control in their 
area of responsibility. Without this, 
essential home office quality and 
policy control would be destroyed. 


Essential Functions 


Certain functions are best per- 
formed at the field level, and should 
not be attempted elsewhere because 
of the nature of the service, or be- 
cause of benefits and economies de- 
rived therefrom. These are: 


Production—Local production _ is 
best guided by a field executive since 
his efforts reflect characteristics of 
the territory. Sales bulletins, letters, 
and sales programs designed to meet 
needs of the area should be prepared 
here. Each fieldman should be 
multiple-line trained. However, 
specialists in inland marine, casu- 
alty, and fidelity and surety should 
be available to assist with more com- 
plex risks. 

Policy writing—Most policy writ- 
ing should be done in the branch 
office because time is an important 
factor. To the agent, rapid delivery 
of a policy may be the difference be- 
tween retention of an entire account 
or its loss to a competitor. Follow- 
ing are the types of policies which 
should be written here: 

Fire, for survey agents and for 
brokerage accounts whose policies 
should be written in the branch 
office where rating and other data 
is available; casualty, except for 
special inter-state risks for which 





rates and forms are more readily 
available in the home office ; fidelity 
and surety, unless it includes op- 
erations and risks located outside 
branch office territory or is in a 
highly specialized category; inland 
marine; accident and health, when 
practicable. 

Ocean marine, because of its 
specialized nature, should be written 
at the home office or in a central 
marine office. 

Underwriting—All underwriting, 
except ocean marine, should be done 
at the branch office. Full automony 
and completed action is necessary 
to instill agents’ confidence in the 
branch underwriter, and to avoid 
costly duplication. The underwriter, 
having intimate knowledge of terri- 
torial conditions, problems, and 
trends, can judge to better advan- 
tage each risk, and can settle prob- 
lems with the agent on a personal 
basis. 

Coding—This should be done in the 
branch office by rate clerks or ex- 
aminers who can check codes when 
checking rates. Since branch offices 
are set up largely by geographical 
areas, the rater works with only a 
few territories and quickly learns 
their codes. 

Machine operations—Subject to ad- 
equate volume, it is desirable to have 
premium accounting, billing, and 
collection operations coordinated 
with policy writing and underwrit- 
ing at the one office. Accounting 
machinery, with its punch card sys- 
tem, is well designed for efficient 
use by large branch offices, and can 
be operated economically with only 
necessary control accounts fur- 
nished periodically to the home 
office. 


Recording Costs 


However, the machines and their 
operation are, at present, expensive, 
and the factor of sufficient volume 
and activity must be given careful 
consideration to justify their use, es- 
pecially in regard to fire writings. 
Small premiums per item, together 
with a large volume of items in the 
fire business encourage use of ma- 
chines. Research shows that it cost 
one company to record its fire busi- 
ness two and one-quarter times the 
cost of recording its casualty. 

Jecause recording costs tend to 
increase somewhat with decentraliz- 
ation (the attendant reduction in 
number of units processed), it is of 


underlying importance that volume 
in the branch be sufficient to justify 
machines. 

Statistical operations are not war 
ranted in the average branch office. 
Need for statistical machines is 
limited to large-scale computations, 
data compilations, statements and 
analyses. Electronic equipment re- 
quires the feeding of a mass of data 
to justify its use. Since an elec- 
tronic data processing machine can 
add and subtract 16,665 times a 
second, can multiply and divide 
2,192 times a second, and can recall 
factors from “memory” in as little 
as twelve millionths of a second, it 
is readily perceivable that a branch 
office is far below its utilization ca 
pacity, and that such operations be- 
long in the home office. 


Handling Claims 


Claims are best processed at the 
branch inasmuch as adjusters and 
branch office claims managers are in 
better position to evaluate and prop- 
erly reserve each case. Knowing 
local conditions, they can handle 
problems more satisfactorily. The 
branch should set up files, establish 
reserves, review cases, handle clos 
ings, and report closings with neces- 
sary data to the home office. 

With a proper staff, the branch 
should service risks with engineer 
ing inspection and payroll audit 
within the territory as well as com- 
pany risks in the branch area which 
emanate from other territories. 

Since autonomy is inherent in 
efficient branch office operation, it is 
necessary to establish a minimum 
volume at which point decentraliza 
tion is justified. This is difficult 
since every company has a different 
figure in mind ranging from $750, 
000 to $5,000,000. 

It is believed that from $2,000,- 
000 to $3,000,000 volume, covering 
one to three states is desirable. This 
figure should provide enough vol 
ume to avoid the excessive expense 
ratio which can be experienced by 
offices with volume below $1,000.- 
000, and yet is low enough to pre 
sent a model applicable to many 
companies. 

3ased on the foregoing factors, 
an ideal branch office may be de 
scribed. It may be an autonomous 
branch office established in Hart- 
ford, Connecticut, by a midwestern 
multiple-line company writing fire, 

(Continued on page | 26) 
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... and to help you sell the 

3-D Policy, American Surety is 
running a timely advertisement in 
business magazines .. . reprinted 
on the opposite page. 


“Mailroad to Prorits”—letter-size 
sales message is mailed to our 
agents each month. It gives them 
the facts about one line and offers 
practical ideas to help them sell. 
The current issue features the 

3-D Policy. 

Discover how “Mailroad to Prorits” 
can help you! For your free copy, 
just mail the coupon . . . there’s 
no cost or obligation. 


AMERICAN SURETY company 
Agency & Production Department 
100 Broadway 

New York 5, N. Y. 


Please send me your issue of “Mailroad to 
Prortts” featuring the 3-D Policy 


Name. a 
ae 
Address_ 


a iccctceninintiis 


City 








x This is America * 


What’s the Cabinet got to say about 


Nothing — officially. But the Cabinet usually has a 
good deal to say about many things, for the President’s 
car alone. 

The Constitution contains no provision for such a col- 
lective body of department heads — originally three, now 
ten in number. The forming of these individuals into a 
“cabinet” of Presidential advisors has grown up through 
custom. Presidents, from Washington’s time on, have 
used their Cabinets as a sounding board — requesting their 
opinions, taking them into their confidence on important 


NUMBER 6 OF A SERIES 


it? 


matters of state. Cabinet members also avail themselves 
of the opportunity to put problems on the table for group 
thinking. 

The Chief Executive regularly seeks Cabinet counsel, 
but is not obligated in any way to follow it. Successive 
Chief Executives, finding the idea helpful, have carried 
it on. In so doing, they have followed the fundamental 
principle that democratic administration is always the 
result of combined effort — what we Americans so often 
call “good team work”. 


The EMPLOYERS’ GROUP Insurance Companies 


o 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD 
AMERICAN EMPLOYERS’ INSURANCE CO 
THE EMPLOYERS’ FIRE INSURANCE CO 


110 MILK ST. 
BOSTON 7, MASS. 


For Fire, Casualty and Marine Insurance or Fidelity and Surety Bonds, see your local Employers’ Group Agent, The Man With The Plan 


This advertisement appears in full color in 7ime, February 22. 





GOVERNMENTAL REGULATION 


NE. looking for the first time 

at the field of governmental 

J regulation of insurance is al- 
most certain to receive a surprise. 
He will have known from general 
experience that the business is of 
considerable size and complexity 
He will also have been aware that 
it is conducted by many insurers on 
a nation-wide basis, crossing all state 
lines. Finally, in the course of prac 
tice or of study he would have heard 
of the line of cases, both state and 
Federal, in which the courts had de 
clared the business of insurance to 
he “affected with a public interest.” ! 


No Federal Bureau 


Hence he would expect to find in 
the Government of each State a de 
partment, or bureau, headed by a 
superintendent or commissioner, de 
voted to the supervision of the busi 
ness, and a fairly detailed set of laws 
governing it. in fact, the 
case.” The surprise comes when a 
lawyer or student fails to tind a sub 
stantial duplication of this pattern at 


This is, 


the Federal level. There is no gen 
eral insurance division in any Fed- 
eral department, nor is there any 
bureau devoted to it particularly. 

\s of the present, there is but a 
sketchy impact of Federal regulatory 
law upon the business of insurance. 
This situation can be expected to 
continue, unless and until Congress 
that the States 
have abused the opportunity afforded 
by Publi 


enforcing monopolistic practices of 


becomes convinced 
law 15, by tolerating or 
the tvpe charged but not proven in 


the S.E.U.A. 


say that 


This is not to 
authorities 


case 


lederal have 


completely disregarded the business 


See cases collect in 44 Corpus Juris Secundum, 
insurance laws of most of the States can 
be obtained in separate pamphlets The entire 
set would about fill Dr. Eliot's five-foot shelf 
A good single loose-leaf compilation in 
summary form is published by McCombs & Co 
Conshohocken, Penna., under the title of “In 
surance Law Index Service.” 
*Summarized by the Supreme Court in 64 § 
Ct. at page 1164, and in $22 U.S. at 535 


volume 
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ROBERT B. ELY, Ill 
Counsel, 

Insurance Company of North America 
of insurance since the 
the McCarran Act 

The 
has conducted at least two investiga 
tions 


passage of 


Federal Trade Commission 
(ne was to determine whether 
marine insurers should still continue 
to enjoy the exemption provided by 
an Act of 1920* in order to permit 
\merican insurers to meet the com 
petition of cartelized insurers abroad 
with respect to the foreign commerce 
country. The 
has wisely refrained from suggest 
ing any change in this law. Another 
investigation dealt with the allegedly 
unwholesome practices of 


Commission 


certain 
mail order insurance companies, 
which avoided state regulation by 
obtaining a license in only one state 
(or in 
a foreign country) and by refrain 
ing from “doing 


technical legal sense) in the states in 


where they did no business, 
business” (in the 


which they are not licensed—by so 
liciting business and delivering poli 
cies only through the The 
I.T.C., after hearings, promulgated 
a code of practices for this form of 
The 


diciary Committee is currently en 


mails 


business.’ [ S. Senate Ju 
gaged in further study of this pro 
gram,® and the F.T.C. has renewed 
its investigations 

Federal 


of Justice has instituted at least two 


\gain, the Department 


“ho cott, coer ion 
clause of the Mc 


In one case 7 the POV 


suits under the 


and intimidation” 
Carran Act 
ernment sought to have the Court 
declare illegal the practice of certain 
mortgagees, in requiring borrowers 
to place their insurance with com 
pamies controlled or spe ified by the 


lenders. In the other case the gov 


> US.C.A. BRS 


I rade 


Practice Rules Relating to the Ad 
ertising and Sales Promotion of Mail Order 
Insurance promulgated February 3, 1950 
Under the chairmanship of Senator 
R) of North Dakota 
U.S. v. Investors Diversified Service 102 F 
Supp. 645 (1951 


Langer 


ernment sought a similar declaration 
with regard to the allegedly mo 
nopolistic practices of a board of 
underwriters, in attempting to re 
strict insurance agents in their sele 
tion of insurers to represent.® 

The states have also taken steps 
with respect to mail order insurers ® 
and with respect to restrictions by 
lenders on “acceptable” insurance"? 
Hence it will be seen that there are 
interesting problems of constitutional 
interpretation and conflicts of laws, 
arising when one seeks to answer 
the question of what law applies 
However, such problems most fre 
quently arise when the 
choice is between or among the laws 
of several states, rather than between 
state and Federal law; since, as we 
have seen, the field of Federal inte1 
est has been rather narrowly circum 
scribed. Therefore, in the discussion 
which shall he 
cipally concerned only with the pat 


possible 


follows, we prin 


tern of state regulation 


The Types of Contract 


Even if one could find an undet 
writer willing to issue such a covet 
age, it would not be legall possible 
to buy from a single insurer a single 
policy or set of contracts insuring 
against every risk of loss or liability 
to which one might ¢ 
There do not exist in the 
United States laws of the type unde 
which Lloyd's of 


xpect to he eX 


pt sed 


London and other 
foreign insurers operate, authorizing 
a properly organized and capitalized 


} 


insurer “to engage in the business 


of insurance,” without further limi 
tation. 

In earlier days there 
siderable body of opinion to the ef 


fect that 


vas a con 


insurance policie were 


"US. v. Insurance 
Action 28042, U.S.D4 
of Ohio 

*See discussion of Unauthorized Insurers 
ice of Process Acts below 

© By Statute in Pennsylvania 
and by rulings in Arkansas, Cal 
Marviand, Minnesota, Mississipp 
braska, Nevada, Texas, and Wyo 


Board of Cle 
for the t 





Governmental Regulation—Cont. 


gambling contracts, and as such con- 
trary to public policy." This view 
has now been greatly narrowed, and 
survives today Only in the rules as to 
“insurable interest” which will be 
discussed later but its earlier accept- 
ance explains why we find the un- 
derwriting powers of qualified in- 
surers somewhat narrowly, and 
more or less precisely, defined in the 
laws of every state. Beginning with 
initial permission to write only the 


“On this point, generally, see Couch ‘‘Cyclo 
pedia of Insurance Law,’ Chapter VII, espe 
cially Section 285. 


older forms of insurance (life, ma- 
rine and fire), the more recent forms 
of inland marine and casualty insur- 
ance have been added, bit by bit. 
Today, in a number of states, in- 
surers are still restricted to specified 
lines. However, there is a growing 
tendency to add to the enumeration 
of these lines a provision permitting 
“related coverages” to be written 
under a special license, or allowing 
coverages of “any other risk not 
prohibited by law nor contrary to 
public policy.” 

Hence one can now purchase a set 
of policies or contracts covering 





from most 


ask for sales kit. 





You’ve Got a Cure for This 


Dishonesty, Disappearance and Destruction are three spectres that 
haunt every business. The cure for such a 3-D nightmare is 3-D Crime 
Insurance. American Casualty's streamlined 3-D program is different 
. .. all eight coverages are IN the policy: No multitude 
of endorsements to fuss with. Sales average $500.00 in premium— 
a fact for profit-minded agencies to consider. 


If you're not familiar with American Casualty's 3-D, 


*Except in N.Y., lo. ond Texas 


American Casualty Company 
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nearly every usual risk. However, 
it is not yet possible to secure them 
all from one underwriter, nor in a 
single document, 

Following reasoning similar to 
that which led them to divide the 
field of insurance into mutually ex- 
clusive lines, state legislatures have 
also placed insurers into mutually 
exclusive classes, not only on the 
basis of their form organization (i.e. 
stock, mutual, reciprocal, fraternal, 
etc.), but also on the basis of the 
lines of insurance written (i.e. life, 
fire marine and casualty ). 

This division between life and 
non-life insurance is still sufficiently 
real in practical operations so that 
there is considerable justification for 
requiring the two forms to be written 
by separate legal entities. However, 
as our economic life became more 
complex, and as casualty risks came 
to be recognized and underwritten 
with legislative authority, it began 
to be questioned whether fire and 
marine insurance, on the one hand, 
and casualty insurance, on the other, 
could not both be handled by a single 
insurer. Why should a man who had 
insured his house, his factory, his 
furnishings and his stock in trade 
with one insurance office, then be 
required to go to a completely dif- 
ferent insurer to get third-party 
liability coverage of his auto and his 
machinery ? 


Fleets Established 


Pending the enactment of the 
legislation which will be mentioned 
below, the underwriters reached a 
temporary solution to the problem, 
by setting up “groups” or “fleets.” 
Fire and marine Companies estab- 
lished wholly owned and controlled 
casualty subsidiaries, and vice versa. 
Thus the legal requirement of sepa- 
rate corporate structures was met, 
while at the same time the benefits of 
consolidated operations were par- 
tially achieved. 

However, there was still room for 
considerable improvement, if the 
blessing of the state legislatures 
could be obtained. With a group of 
insurers writing across the board in 
fire, marine and casualty lines, a 
policyholder might obtain practically 
all of the coverages he needed from 
a single office, but only by purchas- 
ing an unnecessarily large number 
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of separate contracts, In that each 
contract had to fit the peculiar legal 
requirements of the line in which it 
was written, it is easy to understand 
how there might be “gaps” and 
“overlaps” in the coverages he 
bought. Moreover, since these vari- 
ous coverages would be written by 
different insurers (even though in 
the same fleet or group) there would 
be unnecessary work in handling 
these separate bits of paper, account- 
ing for separate classes of premiums 
and losses, making separate filings 
with rating bureaus and supervisory 
officials, filing separate tax returns, 
ere. 


Personal Property Floater 


These problems could be met by 
appropriate legislation permitting 
simplified handling of consolidated 
forms. The solution began during 
the last decade, and is still on the 
road to completion. In 1943 Com- 
missioner Harrington, of Massachu- 
setts, appointed a committee, headed 
by President Diemand of the Insur- 
ance Company of North America, 
to study these problems and make 
recommendations. As a first step, 
that committee recommended legisla 
tion permitting a single, properly 
qualified insurer to write both the 
fire and the casualty forms of auto 
mobile insurance (covering both 
damage to the insured’s car and his 
liability for injury to others), and 
to write personal property floaters 
covering an insured’s property 
wherever taken, against all risks. 
The 
the development of analogous legis 
lation in other fields.’* 


committee also recommended 


The response of legislatures was 
prompter and more favorable than 
might have been expected. Today 
there is in all but one state, legisla 
tion authorizing any qualified in- 
surer to write any and all forms of 
insurance (as defined in the stat 
utes), other than life and annuities. 
However, these laws have not wiped 
out the distinctions between the vari 
ous lines of insurance; they do not 
always make clear how the standard 
or required clauses in one type of 
policy can be modified when com 
bined with others ; nor do they fully 

2 Report of Multiple Line Underwriting Com 
mittee, Subcommittee on Laws ane egislation 


of the National Association of Insurance Com 
misioners, June 1944 
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Associated with Continental Casualty Company 


Find out what others 
(like yourself) think 


Should you, as a general insurance man, write life insurance? 
Would you like to know what other general-lines men think about 
it? Then ask for a copy of a new brochure: “Should General 


Insurance Men Write Life Insurance?” 


For the first time, it presents opinions of representatives who 
offer life insurance as an added service to clients. It is hard, ana- 


lytical thinking, challenging, worth your attention. 


WRITE TODAY FOR YOUR FREE COPY: 


“Should General Insurance Men Write Life Insurance” 


Agency Department 


CONTINENTAL ASSURANCE COMPANY 


310 South Michigan Avenue, Chicago 4, Illinois 


Transpor- 


United States Life Insurance 
Company —A National Institution writing all forms of Acei- 
dent and Health, Life insurance, Casualty, Surety Bonds, 
Allied Coverages 














remove the difficulties of multiple ac- 
counting, multiple filings and ap- 
proval, and multiple tax returns, 


Consequently the industry is still 
at the threshold of so-called multiple- 
line underwriting of simplified, com 
bined coverages in “‘package’’ poli- 


cies. Thus far there have been de 


veloped two outstanding types of 


contract: the homeowners’ compre 


hensive (combining 


and extended coverage with com 


prehensive personal liability) and the 


manufacturers’ output (covering all 
risks from the beginning of manu 


standard fire 


facture until final delivery to the ulti 
mate consumer). Similar develop 
ments in Other fields can be expected 
as rapidly as the legislative and su 
pervisory officials will permit 
Practically every American juris 


diction has a standard 
13 


Fire Policy 


Law '* setting out standard clauses 


which must appear verbatim in such 


policies. In some states additional 


clauses consistent with these may be 

‘For texts of these laws, and extensive com 
ments thereon, see Insurance Annota 
Volume |, Part Il, published by the See 
tion of Insurance Law, American Bar Association, 
Chicago, Illinois 
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added to provide additional cover- 
ages; and in some the standard 
clauses may be varied to permit 
combination policies. Again, in ac 
cident and health insurance we not 
only find standard provisions (which 
must be copied verbatim in some 
states; but need only be followed in 
substance, in others) ; there are also 
detailed rules as to arrangement of 
the policy, labeling of sections, and 
size of type. Although there 
smaller volume of regulation in lines 
other than fire 


is a 


and accident and 


health, we still find required pro- 
visions for policies written under the 
Automobile Financial Responsibility 
and Workmen’s Compensation laws, 
as well as provisions requiring all 
forms of policies, contracts, endorse- 
ments and riders to be filed with and 
approved by the insurance depart- 
ment. 

An insurer wishes neither 
to over- nor under-charge its policy- 
holders will collect from each in- 
sured in a group exposed to a given 
risk just enough to pay the antici- 
pated losses of the group as a whole, 
plus enough to pay the insurer’s 


who 
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expenses in writing the policies and 
settling the losses, plus a reasonable 
profit. The expenses can be figured 
closely in advance, and the profit can 
be set as an exact percentage of the 
whole premium; but the amount of 
losses which the group will suffer is 
purely a matter of enlightened guess- 
work, which must be based, if pos- 
sible, upon past experiences with 
similar risks. Obviously the degree 
of enlightenment of this guesswork 
increases with the volume of past 
experience ; so that it was perfectly 
natural and proper that insurers 
should pool their knowledge as to 
losses from various types of risks. 

Starting from this single con- 
certed action in “pooling” loss ex- 
perience, and freed from the impact 
of Federal Anti-Trust Laws, in- 
surers prior to the S.E..U.A. case had 
formed a great national network of 
organizations devoted to many other 
purposes than advisory rate-making : 
such as drafting recommended forms 
of contracts, joint underwriting and 
joint reinsurance of unusually large 
risks, recommending maximum 
scales for agents’ commissions, ete. 


A Complete Review 


None of these activities had been 
considered illegal under the laws of 
the several states. When, 
the Supreme Court made it clear 
that the Federal Anti-Trust Laws 
(to which no thought had previously 
been given) now applied to the busi- 
ness of insurance ; a complete review 
of the situation became imperative. 

One thing became clear at once. 
Although “combinations in restraint 
of trade” in other respects than 
price-fixing had been held by the 
Supreme Court to be justifiable if 
they fell within the “rule of reason” ; 
that court had repeatedly held that 
price-fixing was illegal per se—even 
when the price fixed was lower than 
it would have been if fixed independ- 
ently."4 

For this reason, 
passage of the MeCarran Act, the 
State Legislatures gave their first 
attention to rate regulatory laws; 
without such laws, all the 
many rating bureaus and all the in 
surers participating in their joint 
rate-(i.¢., price) fixing 


however, 


following the 


since, 


practices 


‘See U.S. v. Socony Vacuum Oil Co., 310 
U.S. 150, 60 8. Ct. 81] 1940), and cases cited 
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would be subject to Federal prosecu- 
tion when the “moratorium” of Pub- 
lic Law 15 expired. Hence it was 
necessary, before that time arrived, 
to provide authority for rating bu- 
reaus (and for other concerted ac- 
tions of insurers, believed to be de- 
sirable) and to couple that authority 
with necessary regulation to protect 
the public from abuse of the privi- 
lege given. 


Model Rating Bills 


The earliest and most generally 
accepted solution to the problem was 
in the form of a pair of companion 
model rating bills, one for fire and 
marine and the other for casualty in- 
surance, drafted in collaboration by 
the National Association of Insur- 
ance Commissioners and by a so- 
called All-Industry Committee, com- 
posed of representatives of the vari 
ous branches of the insurance busi- 
ness. With but a handful of excep 
tions, these model bills (varied from 
state to state in relatively immaterial 
respects) have adopted in 
nearly every American jurisdiction. 


been 


It is to be noted that marine insur- 
ance is not included within the scope 
of these laws (because of the pre- 
viously mentioned exemption, under 
the Act of 1920, from the Federal 
Anti-Trust Laws) : that aviation in- 
surance is generally excluded (be- 
cause the members of that field have 
felt that sufficient competition exists, 
in spite of the existence of large 
underwriting that 
protection from Federal law is not 
required ) ; that accident and health 
insurance is excluded, on grounds 
similar to that for aviation (plus the 
fact that there is no joint rate-mak- 
ing); and that reinsurance is also 
outside the scope of these laws (prin 
cipally on the theory that, since 
transactions in this field are among 
professional insurers capable of pro- 
tecting themselves, protection by the 
state is not required ). 


association, so 


All of these rating laws require 
licensing of rating bureaus by the 
state upon proof of competence, fil- 
ing with the state of the bureaus’ 
organization papers, and submission 
by the bureaus to state examination. 
To avoid abuse of privilege, it is 
required that bureau rates be 
“reasonable, adequate, and not un- 
fairly discriminatory.” It is further 
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required that the bureaus file with 
the state the rates they make, gener- 
ally in advance of the time when 
those rates are to become effective 
In some states rates may not be used 
until they have been approved by the 
supervisory official (although in 
many instances there is a presump- 
tion of approval after a prescribed 
period of official inaction ) ; while, in 
a lesser number of states, rates can 
become effective when filed, subject 
to possible later disapproval. The 


laws also provide authority for, and 
control of, “advisory organizations” 
(which assist others in rate making), 
for joint underwriting and joint re- 
insurance, and for assigned risk 


plans 


Two Principal Questions 
As experience has been had under 
these two principal 
questions have arisen concerning 


rating laws, 


(Continued on the next page) 
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them. One is: “Why was or is it 
necessary to require independent in 
surers, who can and wish to make 
their own rates, to comply with all 
the filing and approval requirements 
imposed on the members and sub- 
The 
excuse of necessity to avoid impact 
of Federal Anti-Trust Laws has no 
relevance in the case of independent 
and 
only 


scribers of rating bureaus?” 


actively competing insurers, In 
a very few states has this point 

appreciated, and the rating 
laws drawn accordingly 


been 


Expenses Will Vary 


A second, equally serious, ques- 
tion is: “Is it implicit in the require- 
ment of ‘reasonable, adequate and 
not unfairly discriminatory’ rates, 
that all insurers writing a given kind 
of insurance (whether independently 


or through a rating bureau) should 
charge the same rates?” There is 
no provision in the typical rating law 
directly supporting this implication, 
On the contrary, while all insurers 
may expect the same ratio of losses 
to premiums for a given risk, and 
while all can be held to a given per- 
centage of profit, it must be obvious 
that their expenses can and will vary 
with relative efficiency and differing 
methods of operation. Hence di- 
versity of rates is expectable and 
should be allowed. Yet, in spite of 
this, experience has shown that both 
supervisory officials and rating bu- 
reaus have shown extreme reluctance 
toward attempts of members or sub- 
scribers of rating bureaus to pass on 
to the insuring public the results of 
economies in operation. 

The validity of the “Model” rate 
regulatory law has been judicially 
sustained as sufficient regulation of 
concerted price-fixing to oust the 


Character, a wise man once noted, is what you 
are—reputation is what others say you are. We value 
our reputation—but never overestimate it. We prize 


our character—and constantly try to improve it. This, 


we believe, is our greatest guarantee of continuing 


service to our agents, to the industry 


and to our assureds. 
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application of Federal Anti-Trust 
Laws.'® The validity of the more 
liberal laws has not been tested. 

As to the precise meaning of the 
rating standard (“reasonable, ade- 
quate and not unfairly discrimina- 
tory”), litigation was begun in the 
District of Columbia '® which might 
have settled this problem, but was 
not concluded. After the case had 
reached the Federal Court of Ap- 
peals, and had been sent back to the 
District Court for further proceed- 
ings, the companies and the insurers 
acting in concert through a rating 
bureau agreed on a compromise rate 
revision. 

Rates for a given kind of insur 
ance having been made (as well as 
filed and approved, where required ) 
only these rates can be used. To 
make certain of this, every state has 
some form of penal law prohibiting 
rebates and discrimination. How- 
ever, these laws have been held not 
to prohibit the taking of interest 
bearing notes instead of cash (a prac- 
tice more prevalent in the field of life 
insurance than elsewhere),'* or the 
granting of discounts for policies 
longer than a year (as in the case of 
the term rule in fire insurance) nor 
the acceptance of installment pay- 
ments, subject to adequate additional 
charges, of discounted premiums (as 
in the case of the installment pre- 
mium endorsement for firm fire poli- 
cies ).'8 


Two Classes of Producers 


Subject to two outstanding ex- 
ceptions, the bulk of insurance writ- 
ten by American insurers is sold 
through the American Agency Sys- 
tem. Under that system there inter- 
venes between the underwriter and 
the policyholder two classes of so- 
called “producers”: agents who rep- 
resent the insurer (mainly in secur 
ing and presenting proposals for in- 
surance, and not infrequently for ac- 
cepting risks, preparing policies and 
settling claims); and brokers, rep- 


North Little Rock 

v. Casualty Reciprocal 
Supp. 961, 181 F, 
340 U.S. 823 

American Eagle Fire Ins. Co. v 
67 F. Supp. 76 (1946); 169 F. (2d) 281 (1948) 
For a discussion of these opinions, see Ely ‘State 
Control of Fire Insurance Rates,” 95 1 of 
Penna. Law Review 59 

™ Diehl v. American Life Ins. Co., 
706, 213 N.W. 753 (1927) is typical 

Ins. Co, of North America vy. Commissioner 
of Insurance (Mass.), 101 N.E. (2d) 335 (1951) 


Transportation Co., Inc 
Exchanges et al., 8&5 F 
(2d) 174, certiorari denied 


Jordan, 


204 lowa 
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resenting the insureds, who select 
the insurers with which the risks are 
to be placed. 

Since insurance is a complex field, 
requiring special knowledge and skill 
in those who are to appraise risks 
and select appropriate coverages, it 
is natural and proper that agents 
and brokers should be required to 
obtain licenses from the States, and 
should prove their qualifications in 
this respect. Such laws exist uni- 
versally. 

It is also expectable that there 
should be (and there are) laws 
which require agents and brokers 
to do a substantial portion of their 
business for others than themselves 
and their immediate connections. 
Without such provisions a license as 
agent or broker might be used as a 
method of obtaining indirectly 
(through commission payments) 
that which it is forbidden to obtain 
directly 
discount. 


a rebate or discriminatory 


Countersignature Laws 


In addition to these two sets of 
laws governing producers, there is a 
set which it is rather more difficult 
to justify on grounds of public neces- 
sity. These are the countersigna- 
ture laws, which require each con- 
tract covering risks within a given 
state to pass through the hands of 
an agent licensed by and resident in 
that state, and who is most often 
authorized, and frequently required, 
to receive a specified fraction of the 
commission paid by the insurer for 
procuring the business. Granting 
that the policy has been handled by 
agents and brokers licensed by and 
resident in other states with suffi- 
ciently stringent laws as to their 
qualifications, it is difficult to see 
what justification in terms of public 
protection there is for these counter- 
signature laws; but they are firmly 
imbedded in the system of state regu- 
lation, and do not seem likely to dis 
appear. 

Finally, there is a consistent na 
tionwide pattern of state legislation 
prohibiting improper (i.e. “fraudu 
lent,” “misleading,” “deceptive,” 
etc.) advertising. Particularly pro 
hibited in this respect is the practice 
of “switching,” which consists of 
persuading a policyholder to transfer 
his business from one to another 
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business. 
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one of the world’s great- 
est companies, ample as- 
surance of close support 
from fieldmen and uncer- 
writers, and fast, accu- 
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VICE. Get to know Pearl- 
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competing insurer, by misrepresenta 
tions with respect to the former. 
hese provisions are generally found 
as part of an omnibus Unfair Insur 
ance Practices Act, which has been 
adopted by a great number of the 
states in an attempt to outlaw the 
applicability of the Federal Fair 
Trade Practices Act. Whether this 
attempt will be successful remains 
It is certain that it has 
not, thus far, stopped the investiga 
tory actions of the Federal Trade 
Commission, 


to be seen. 


As has been indicated above, some 
insurance contracts are prohibited 
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This 
policy has varied from time to time, 
and can be justified in a number ot 


ways. If a policyholder will benefit 
through insurance payments when a 


on grounds ol public policy 


given risk occurs, even though he 
has suffered no harm to his 
person nor loss to his property, the 


real 


contract can be condemned as one 
Worse still, such a 
provision for benefits without loss 
may be a stimulus to unlawful con 
duct by the policyholder—as would 
he insurance payable to a prospective 


of gambling. 


murderer on the life of his proposed 


“? pege 
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victim, or fire 
an arsonist 
meant to 


in favor of 
building he 
Such possibilities 
have led to laws prohibiting policies 
where the policyholder 
insurable interest in the 
thing insured. 


insurance 
covering a 
burn 


has no 
person or 
Again, on analogous 
grounds, it is against public policy 
would 
against the 
penalties imposed for criminal acts 

since the holding of such coverage 
would nullify the deterrent effect of 
penal statutes 

Not only are 


those 


which 
insured 


insurance 
indemnify the 


to permit 


there laws defining 


who insurers; 
there ar 


as to those 


may not le 
in some fields 
who must hold contracts 


e requirements 


or polic ies, \mong the oldest forms 
of such regulations are those requir 
ing surety or performance 
he supplied by parties 
with governmental and 
fidelity bonds to be supplied by those 
holding offices of public or private 
trust (such as governmental officials, 
and the trustees, 
ministrators of 


bonds to 
contracting 
authorities, 


executors or ad 
private estates, re 
ceivers in bankruptcy and the like). 

\gain, univer 
sally require employers to carry pol- 
covering their liability under 
workmen’s compensation laws, 


state laws almost 
icies 
the 

and to a lesser extent under occupa 
tional laws. In 
there are laws requiring similar in 


disease tour states 
surance 
injuries 


Finally, in 


covering 
19 


non-occupational 


this 
made of the 


noe 
nationwide 


respect, 
should be 
pattern of laws requiring those in 
accidents to 
furnish proof of financial responsi 


volved in automobile 


bility (either by posting of security 
or by obtaming a prescribed form of 
liability 


automobile poli v) before 


New York 
Island 


New Jersey, California and Rhode 


being licensed to do further driving. 
In Massachusetts, the ‘one-bite” 
theory has been rejected; and, in- 
stead, every driver is required 
the outset to be insured (or post 
security) before being licensed at 
all.” 

It is almost universally true that 
in these lines of compulsory insur- 
ance, the form of contract or policy 
(or at least certain required provi 
sions ) is prescribed by law. In most 
instances the rates are made directly 
by a department or official of the 
state, rather than being merely sub- 
his 
number of 


ject approval. Again, in a 
instances the insurance 
is written by a state agency—some- 
with that having a 
monopoly, to the exclusion of private 
insurers, 


times agency 


It is obvious that where insurance 
is compulsory, underwriters as a 
that line of are 
deprived of their usual prerogative 
of choosing the risks they will accept. 
All risks, good or bad, must be writ- 
ten by insurer. To avoid the 
inequities which would result other- 
wise; there is a nationwide pattern 
of legislative authority for the 
formation of assigned risk plans 
whereby the bad risks may be equi 
tably distributed among the insurers 
engaged in the line in question. 


class in business, 


some 


Conclusion 


fore 
pattern of regulation, at the 
length which its complexity requires, 
would extend this paper beyond 
reasonable bounds. However, the 
reader may find the following per- 
the writer, even if 
unsupported by citation of authority, 
useful as points of departure in 
reaching independent conclusions : 


To analyze the worth of the 
going 


sonal views of 


*® Massachusetts General Laws 


Section TL2ZA, et seq 


Chapter 175, 


Since, as has been noted, insur- 
is universally conceded to be 
“affected with a public interest,” the 
validity of the regulatory pattern 
applying to the business is to be 
judged by the extent to which it 
protects and furthers that interest. 
Hence, in making such a test, one 
must first adopt a definition of the 
interest of the public in insurance. 

An acceptable definition would 
this: The principal 
terest of the insuring public lies in 
obtaining the fullest, surest, simplest 
and cheapest protection possible 
through indemnity against loss from 
adverse occurrences outside the 
scope of reasonable self-protection. 

The regulatory pattern which has 
heen sketchily described is good to- 
the extent that it furthers fullness 
of protection by authorizing all of 
the kinds of coverage consistent with 
financial capacity and underwriting 
skill. Those portions of the pattern 
are bad which impede fullness of 
coverage by failure to authorize 
proper coverages which fall outside 
of long established but necessarily 
arbitrary and narrow definitions of 
specific lines. 

As to sureness of pre tection, there 
is clearly merit in laws guaranteeing 
financial strength, through require- 
ments of prescribed funds, restric 
tions on investments, and the like. 
On the other hand, there is strong 
doubt in the writer’s mind as to the 
merit or need for the degree of 
rigidity which has been written and 
read into the rate regulatory laws. 
Concededly, it is well to have a 
legal requirement that rates shall be 
“adequate,” in order to be able to 
enjoin cutthroat competition which 
threatens insolvency and, hence, 
make protection illusory. However, 
it would seem that the existence or 
threat of such a condition could be 
detected a vigilant state 


ance 


seem to be 


easily by 
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official, without the cumbersome pro- 
cedure set up under existing laws 
for filing of nearly all rates proposed 
to be used, and for approval (actual 
or presumed after waiting periods ) 
before use. Again, as remarked be 
fore, the writer has observed what 
seems to be an undue tendency to 
which 
has no logical relation to sureness 
of protection and which, on the con 
trary, deprives the public of the 
henefits of fair and healthy compe 
tition. 

As to simplicity of protection, The 
present regulatory pattern is good 
to the extent that it 
proper package or combination cov 
It is bad to the extent that 
it still retains requirements of un 
necessary multiple paper work, sur 
viving from the earlier days of com 
partmented underwriting of separate 
lines by separate insurers. 

As to ¢ heapness of coverage, there 
is little to add to what has already 
been said with respect to the rating 


insist on uniformity of rates 


authorizes 


erages. 


laws. There is clear merit in a legal 
requirement that rates be “reason 
able” or “not excessive”; but there 
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is doubt whether for enforcement of 
this requirement there need be the 
existing cumbersome setup of filing 
and approval. 

Finally, far more praise than crit 
icism is to be given to the general 
reguiatory laws dealing with market 
ing practices—-i.e. those of the Un 
fair Trade Practice type in general, 
and the Anti-Rebate and Discrim- 
ination type, in particular. There is 
little doubt that these are conceived 
in the public interest. 


Unadmitted Insurers 


There is, however, one fundamen 
tal difficulty with this pattern of 
regulation of the business “by the 
several States.” The problem of the 
unadmitted insurer has not 
fully solved, and the solution is not 


heen 


each 
ends at its borders 
tain domestic 


easy —since Sstate’s authority 

There are cer 
“mail order” insurers, 
and certain foreign insurers operat 
ing similarly, who do a considerable 
volume of insurance and reinsurance 
business in complete disregard of the 
pattern of 


writing whatever forms of 


entire regulation dis 


cussed 


whatever 
rates they see fit, with complete im 
punity, by the simple procedure of 
avoiding “doing business” (in the 
technical sense) in the jurisdictions 
where the risks are located. The 
Unauthorized Insurance Service of 
Process Acts are a partial step to 
ward the solution of the problem; 
but much more must be done in this 
direction. If interstate co-operation 
does not supply the solution, Federal 
intervention may become necessary 


contracts or policies at 


If the pattern of regulation which 
we have discussed is necessary to 
protect the American insuring public 
with respect to American insurers 
generally; it is certainly necessary 
to enforce it in particular against 
those American insurers who seek 
to avoid it ; and it is ESPec ially neces 
sary to enforce it against aliens. If, 
on the other hand, there is unneces- 
sary rigidity in the existing pattern, 
it should be promptly removed; in 
order to permit American insurers 
to compete in the public interest, on 
as nearly equal terms 
with alien 
the entire pattern 


as possible 


insurers who disregard 
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HERE is no royal road or 

short-cut to the production 

of contract bond business. 
Persistence and resourcefulness are 
the outstanding requisites of success- 
ful contract bond producers, and, 
quite obviously, neither of these can 
be acquired by merely reading an 
article. 


A Creative Feeling 


There are however, few, if any, 
segments of the insurance business 
more capable of giving the feeling 
of creating something or of earning 
the respect of those served and bene- 
fited, than in the field of being the 
alert, aggressive contract-bond man 
community. One can feel the 
glow of satisfaction in having a vital 
part in helping create lasting, useful 
structures, such as schools, 
bridges, 


of a 


roads, 
sewer and water systems; 
and also that his services have made 
possible the program of a contractor 
to perform and in ultimately adding 
to his financial worth, sometimes 
substantially. And when he 
prospers, so does his insurance agent. 

While 
for becoming a successful 
bond producer, the 
others can suggest 
opportunity and the review of some 
of the challenges and problems. 


very 


formula 
contract 
experience of 


there is no magic 


the courses of 


Let's start out by recognizing that 
the primary interest of 
tractor is to obtain a continuous vol- 
ume of profitable work. Therefore, 
a good way to win the regard of 
prospective contractor clients is to 
make their interest yours, keep your- 
self posted on proposed new building 
projects and bring them to the con- 
tractors’ attention. You will want 
to call on them regularly to find out 
what jobs they are bidding. Assist 
them in getting “lined-up” with 
architects and owners on private 
work, from whom they might not 
otherwise receive invitations to bid. 


every con 
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Attend lettings where they are sub- 
mitting bids and in cases where they 
do not expect to attend person, 
offer to file their bids for them. In 
any event, give them an early call 
to let them know the results of the 
bidding. They appreciate that kind 
of service. 

Second, learn something about the 
type of work which your clients 
and prospects specialize; how it is 
performed, and the jobs organized. 
Go out on the contractor’s jobs oc 
casionally—meet his job superin 
tendents and talk with them. Learn 
something of the labor problems he 
worrying about at the 
Learn the difference 

1)-8 and a walking drag-line. You 
will and 
facts as to how excavations are han 
dled and dirt and 
how operations are generally carried 


may be mo 


ment. between 


soon absorb imformation 


how is moved, 
on. It won't be long before you get 

learn the unit-c 
parts of their work, such as rock and 
earth excavation, paving, 
water or sewer pipes, etc. 
get to know. the 
contractors and 
with whom your contractors are do 


ost of important 


laying of 
You will 
responsible sul 
materials people 
This evidence of your 
interest in what your contractors are 
doing will help you tremendously in 
gaining their confidence and 
will. 
Third, 
affairs in the hands of a good surety 
company having broad 
in that end of the business and one 
which can best serve the contractors’ 
interests over the long pull. 
contractor 


ing business. 


good 


place your contractors’ 


experience 


In many 
senses of the word, the 
and his surety are partners, 
and bound for all the 
obligations of contracts. 


Through education by good contract 


jointly 
severally 
spec ific 
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bond producers and underwriters, 
most contractors have come to re- 
gard the surety premium as being a 
recurring, reimbursable fee for ac 
quiring a partner of and 
experience, turned to 
for counsel as well as service. The 
agent should choose for his contrac 
tor a surety partner through the 
same judgment and foresight with 
which he or the would 
any business partner. He 
should consider the matter of the 
company's character, as evidenced 
by its public reputation ; the capacity 
of its facilities for prompt and ex- 
perienced service; its qualities of 
management policy as he sees them, 


substance 
who may be 


contractor 


choose 


as evidenced by its willingness to 
bond contractors on contracts of a 
size and a total work program which 
is reasonable and proper, with the 
expectancy of leading up to, in the 
final analysis, the sharing of a com 
mon, three-cornered viewpoint on 
what work is good for the contrac 
tors to take on. 


Standard Rates 


The basis of selection of a surety 
should be for such 
sons and not be 
for 
The disastrous history of 


purposeful rea 
‘“ause one surety sells 
its services less than another, 
corporate 
suretyship prior to the formation of 
the Surety America 
demonstrates why it is a practical 
that there be standard 
Standard rates are the result 


of the experience of the vast majority 


Association of 


necessity 


rates. 


of surety companies over a long span 
of time. Surety companies receiving 
a standard dollar for their suretyship 
for the contractors’ ultimate 
and benefit, the reinsurance 
other 


have, 
service 
facilities of many sureties 
work program 
heavy or a large job is bid upon 

The kind of 


agent will want for his contractor, 


Continued on the next page 


when a becomes 


surety partner an 
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Bond Production—Continued 


year in and year out, through periods 
of business recession or collapse, 
through wartime conditions, or 
through normal times, to join with 
his contractors in their construction 
programs, just aren’t found on bar- 
gain counters. Contractors have 
come to realize that their bond pre- 
miums—their entire surety relation- 
ship—should not be viewed in the 
same light as a commodity to be 
purchased in the open market as 
part of the makeup of an individual 
bid, such as concrete, brickwork, the 
excavation and other items of work. 
The agent and their surety repre- 
sents something broader and deeper 
than that. 


Semi-Annual Statement 


Fourth, in order that prompt serv- 
ice may be rendered, surety under- 
writers recommend that semi-annual, 
as well as annual statements be filed 
with the surety company and its 
agent by the contractor. The agent 


can properly ask for the annual fig- 
ures around the end of February, 
and for the semi-annual in August, 
if the contractor’s fiscal year is con- 
current with the calendar year. Un- 
derwriters share the preference of 
most contractors for having state- 
ments prepared and issued by their 
certified public accountants, since 
necessary tax advice and suggestions 
are also generally available. State- 
ments taken and detailed from the 
books and records of the contractor 
are also, of course, acceptable for 
underwriting purposes, providing 
that they show current tax reserves 
as well as all other proper-reserves. 
Preparation and analysis of periodic 
earnings statements, while not often 
required by sureties, are recom- 
mended by them so that the contrac- 
tor can see the financial course he 
has been pursuing, and guide his 
bidding and business practices ac- 
cordingly. In fact, I’ll go beyond the 
matter of these periodic earnings 
statements and laud the practices of 
those contractors who maintain job 
costs systems or field reports which 





DO YOU RECOGNIZE THIS INSURANCE BIRD? 


HAZARD-HATING HOMINGBIRD 


(genus clientus) 


Sometimes mistaken for the 


Mortgage-Burdened Squire. Lives in 


horror of possible loss or damage to his habitat. 


Worried expression disappears when you 


sell him American-Associated’s Comprehensive 


Extended Coverage, the broad-form, all risk 


protection pioneered by American-Associated. 


AMERICAN-ASSOCIATED INSURANCE COMPANIES 
SAINT LOUIS 2, MISSOURI 


enable them to tell, weekly, whether 
the cost of a contract is running 
behind or ahead of what has been 
estimated. It is then that the proper 
correctives can be applied in time to 
prevent or salvage a job from turn- 
ing completely sour, before the trend 
is too damaging. 

Fifth, the agent will do well to get 
to know the executive officers of the 
banks his contractors are using, and 
keep in close touch with them in re- 
spect to the contractors’ affairs. 
These officers can help him and he 
can help them, not only in verifying 
financial information, but also in 
the exchange of information con- 
cerning bids and contract provisions. 
This exchange of mutually-needed 
data will enable the agent and the 
bank officers to establish a common 
point of view in determining the 
limit and type of work that each con- 
tractor can assume with assurance 
that his surety will bond him and the 
bank will extend him the necessary 
credit. Generally speaking, the larg- 
est and most liquid commercial bank 
in a contractors’ community is the 
most desirable affiliation for him. 
These are the kind of banks that 
normally will make loans on open 
notes, without requiring the assign- 
ment of payments under contracts, 
and without taking other collateral 
security. These latter requirements 
can have a constricting effect on a 
contractor’s operations. 

Sixth, the agent should learn the 
bidding and final bond requirements 
and practices of the various award- 
ing bodies in his territory, such as 
state highway departments, munici- 
pal governments, school districts, 
counties, etc. If possible, he should 
obtain and keep on hand copies of 
their bonds and related forms. 


Prospective Clients 


Seventh, it will pay an agent to 
follow closely, as prospective clients, 
the progress of men of good reputa- 
tion and experience who have gone 
into the contracting business for 
themselves, after having been associ- 
ated, in key-posts, with others in that 
field. Make sure that they under- 
stand the underwriting requirements 
of surety companies. Advise them 
to follow a program of steady con- 
servative progress, rather than a 
speculative leap for quick profits. 
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Current claim results have seemed 
to indicate that in such instances they 
may be often speculating more with 
sizable surety company money than 
with their own limited working capi- 
tal. Don’t go overboard for the 
smaller, new contractors, but at the 
same time help them as much as you 
can to grow and prosper, for the 
right kind of “little guy” may some 
day become a sizable operator. The 
agent should, in his own judgment, 
however, always remember that 
surety companies and their repre- 
sentatives are vital factors in a 
business which is not theirs, the 
contracting business, and, hence, owe 
it to that business, and the estab- 
lished contractors in it, not to en- 
courage unfair competition from in- 
experienced contractors or those 
who may be insufficiently equipped 
in other respects. 


Larger Jobs 


In every contract producer’s life, 
there come times, especially during 
this inflationary period, when con- 
tractors want to bid a program of 
work or an individual job beyond 
which their financial statements en- 
title them, and these situations, and 
the way in which they are handled, 
seriously test the ties which bind an 
agent to his contractor clients. 

In the beginning, the agent’s re- 
lationship should rest on the proper 
basis of understanding with his con- 
tractor. Presumably, he will have 
his suretyship in the hands of a sea- 
soned surety company, one having 
the experience and foresight to eval- 
uate him fairly and reasonably. It 
is not the agent’s duty, nor the com- 
pany’s, to blindly “jump” when the 
contractor says “jump” or to “write” 
when he says “write.” It should be 
no clinching objective nor any feat 
of professional service to extend a 
larger line than any other agent or 
company for any contractor. It is 
the agent’s responsibility, however, 
to arrange as full a line as his finan- 
cial credit and experience qualifica- 
tions entitle him, and it is his pro- 
fessional responsibility to give him 
the right sort of advice in that con- 
nection. 

Perhaps his net current worth 
may, in stretching to the limit, entitle 
favorable consideration from the 
underwriters on a work program of 
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*Twas the night after Christmas 
And through every room 

The family was stirring 

With dustpan and broom. 





The presents were piled 
On the bookcase with care 
But the piece de résistance 
Was not resting there. 


This is a good time 
gifts 
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while you're insuring valuable Christmas 
to review all your jewelry insurance. You may be sur- 
prised at the way some pieces have increased in value in recent 
years. For example, a diamond ring, insured at its purchase 
price in 1930, might be appraised at twice that amount today. 


See a competent, independent insurance agent or broker, and 
ask him to review your jewelry insurance. He will advise you 
how to proceed in determining whether your present policy is 
adequate to meet your special needs. 
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The ear-rings that father 
By sweat of his brow 
Bought proudly for mother 
Had vanished somehow, 


Now tears fall a-plenty 
Now grief wis endured— 
The present for mother 
Had not been insured! 








« CENTENNIAL 


Oakland «+ Fhiladelphia 
+ San Francisco + Seattle + Syracuse 


Fire, Marine and ( vasualty Insurance 








say $2,500,000 or $3,000,000, but it 
should be recognized that current 
earnings are usually kept at work in 
his financial affairs, so that a prob- 
lem could arise when income tax 
payments, for instance, have to be 
met at a time when retainages are 
heavy and bank credit in required 
amount may be questionable. Per- 
haps it is better at such a time as 
this to advise the contractor it is 
preferable, in his interests, to have 
his work-limit spread out over a 


number of jobs, with retainages con- 
stantly coming in instead of being 
frozen up in one very large job. At 
such time, especially, each contractor 
is a study and a challenge in human 
nature as well as in native intelli 
gence. He may listen or he may look 
over the agent’s head to another 
agent and surety underwriter who 
loudly proclaim that they will write 
a larger line for the contractor than 
anyone else. That's no trick and, 
(Continued on page 130) 
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No servicing headaches. 
It’s that simple! 

No specialized 

technical knowledge 
needed. You devote your 
time to the productive, 
profitable steps of making 


“im We dr te es. MMi YOU CAN SELL 


We take all the follow-up 


publ geenialils. ae Whe 2 TRUCK-BUS INSURANCE 


To help you clinch 

the closings, we offer your 
prospects 24-hour engineering 
service, safety meetings, research 
programs, award systems, day and 
night claims service, mechanical 
inspections, highway driver-checks, 
and trafhe-hazard reports. 

What else? Lower accident rates 
than the national average. 


And lower premiums. 


Who otters you all this? Markel. 
Largest company of its kind 

in the world, and specialists in the 
business for over a quarter of a 
century, Markel offers you a 
proved plan to profits in a truck-bus 


insurance field. Get the facts. 


Mail the coupon for complete details. 


Do it today. 


Look for this 
symbol of safety 
on America’s 
trucks & buses 


MARKEL SERVICE, INC., 
Richmond, Va., Dept. B-2 


Gentlemen: Yes, | am interested in selling 
this kind of coverage. Without obligation, e 


send me at once all the details on Markel 


Service and the 10-Point Plan to Profits. e MARKEL SERVICE INC. 
HOME OFFICE: Richmond, Va. 


‘Eliminates The Cause To Eliminate The Accident” 
Address ........ oe Exclusive Underwriters for the 


Name 


° 
American Fidelity & Casualty Company, Ine. 
The largest stuck company in the world 

- é ‘ specializing in motor carrier coverages. 


City 
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BOOKLETS 


P153—Photocopy Information Kit 


This is a kit of factual information to help 
increase the paper handling efficiency of an 
office. With pictures, text and charts it tells 
just what photocopying is and how it can 
be used. Separate folders tell how such 
copies can be used to help prepare tax re- 
turns and how copies can be coded in red, 
blue, green, yellow or any other color. There 
is also information on the use of preprinted 
forms in connection with photocopying. 


P154—How to Cut Down Your Office 
Overhead 


Office salary expense now represents a 
larger-than-ever portion of a business’ over- 
head. Office workers’ time has become more 
valuable and should be used only for im- 
portant, productive work. This pamphlet 
shows how a postage meter will cut clerical 
time and postage costs, how its built-in 
bookkeeping gives complete postage ac- 
counting, how it will get the mail out faster 
and how it will produce savings both of 
money and through the goodwill of your 
customers. 


P155—Record Keeping Papers and 
Cards 


This is a new study on the efficient making 
and maintaining of business records of all 
kinds. It covers such matters as: (1) How 
to organize and maintain a program of ade- 
quate records, (2) What kinds of paper or 
card stock are necessary for various types 
of forms and (3) How long various types 
of business and professional records should 
be kept. 
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VERSATILE UNIT 
- | hoes typewritten copy, a tape 


which can be used in standard 
teletype communications systems, 
and a tape (the same) which can be 
used to actuate tape-controlled card 
punching machines for automatically 
punching tabulating cards are pro- 
duced by Models FPC-5 and FPC-8 
of Commercial Controls Corpora- 
tion’s Flexowriters. The tape 
punched by the Model FPC-5 is 
identical to that punched by printing 
telegraph equipment and, when re- 
quired, can be used for wire trans- 
mission or, when speed is not a factor, 
can be mailed. The Model FPC-8 has 
been expressly adapted to punch an 
8-hole tape as a by-product of typing 
an original document. This tape, 
which, because of its 8-hole code, is 
capable of giving all lower case let- 
ters and symbols as well as upper 
case letters, in contrast to the FPC- 
5, which gives only upper case, is 
used to actuate tape-controlled card 
punch for automatically punching 
tabulating cards. 

The Flexowriter’s features in- 
clude: (1) typing automatically at 
100 words a minute on any paper, 
form or duplication master; (2) 
punching tape; (3) transmitting im- 
pulses to a remote machine without 
punching tape; (4) reading tape; 
(5) receiving impulses from a re- 
mote machine without operating 
from a tape; (6) making a dupli- 
cate, corrected, or revised, tape from 
a previously punched tape; (7) 
stopping for fill-ins of figures, sen- 
tences or paragraphs; and (8) 
selecting manually or automatically 
from the copy typed only the infor- 
mation required in a punched tape 
or card. 


MERIT RATING 


NEW, SIMPLIFIED merit rating 
A system and forms, has been 
announced by Industrial Psychology, 
Inc., national psychological research 
organization. The system and forms 
are designed to help management 
measure employee progress, and to 
provide some objective yardstick 
for promotions, wage adjustments, 
job transfers and layoffs. 

The Merit Rating Series is based 
on six years of experimental work 
with approximately six hundred 
companies throughout the United 


States. It provides national per- 
formance norms against which the 
employees of a particular company 
can be rated. The Series is operated 
within a company, by its personnel 
department. Combined with the 
I.P.1. Job-Tests Program, on which 
ten thousand personnel a month are 
being tested by over two thousand 
companies, the merit rating series 
provides the basis for a manpower 
inventory, an objective audit of in- 
dividual employee and total company 
strengths and weaknesses. A speci- 
men packet (including manuals, 
forms and scoring keys for adminis- 
tration of the company’s program) 
of either series is available for $3 
plus postage, from Industrial Psy- 
chology, Inc., Chicago 24, Illinois. 
Materials are restricted to the man- 
agement or personnel staff of rec- 
ognized business-industrial organiza- 
tions, or professional consultants in 
these areas. 


SMALL PARTS CABINET 


ENERAL INDUSTRIAL Co. now 

has available a complete line 
of “See-Thru” drawer cabinets for 
small-parts filing and storage in 
offices and at home. The popular 
Model J-20 consists of twenty crys- 
tal-clear plastic spillproof drawers, 
57%” long x 23%” wide x 1% 4” high, 
in a welded all-steel cabinet. Overall 
size of the cabinet is 10%4” high x 
121%” wide x 6” deep. The cabinet 
has a silver-gray hammer finish and 
is equipped with rubber feet. Ad- 
justable drawer dividers and identi- 
fication labels are included. 

Other “See-Thru” drawer units 
include models ranging from eight 
to one hundred twenty-eigh drawers, 
include models ranging from eight to 
one hundred twenty-eight drawers, 
carrying handles. Over seven hun- 
dred fifty combinations, to suit user's 
exact requirements, can be supplied. 
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PAPER FOLDING MACHINE 


This new folding machine has been de- 
signed by A. B. Dick Company for easy 
use by clerical employees. A “quick set 
fold chart” reduces the most commonly 
used folds to simple alphabetical settings. 
Included are single folds, parallel letter 
folde, double parallel folds, accordion or 
statement folds, French folds and hori- 
zontal with two vertical folds. A simple 
angular adjustment compensates for paper 
that is not squarely cut. Paper stock in 
weights from 16 to 36 substance and in 
sizes from 2!” to 9” in width and 314” to 
14” in length may be used. The machine 
is 3644” long, 1742” high, 18” wide and 
weighs 791 pounds. 
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THERMO-FAX 


In the new “Thermo-Fax,” duplicator 
copy is produced by a controlled beam of 
infra-red light which sends rays through 
heat sensitive paper to the black and white 
original. The black type face converts the 
rays into heat which in turn acts on the 
sheet to reproduce the original. Less than 
the size of an office desk, the machine is 
operated in normal office light, uses stand- 
ard electric current with unskilled help, 
and requires no dark room, no processing, 
chemicals and negatives. The Minnesota 
Mining and Manufacturing Company, the 
manufacturer, estimates that the average 
user will be able to copy over 120 sheets of 
material per hour. 


BLACK BEAUTY 


Here is a novel “conversation piece” for 
your desk. The versatile little horse is 
made of black wire about the size and 
rigidity of the wire used in coat-hangers. 
The head is formed of a bright plastic 
clothespin which holds messages or re- 
minder notes. Pen, pencil or watch are 
easily slung over the saddle while rings 
or keys fit over the tail. A design of 
Country Cousins Company. 


WALL CLOCK 


Bright, contrasting colors dramatize this 
unusual new “kite” clock, designed by 
George Nelson for the Howard Miller 
Clock Company. One of four new addi- 
tions to the company’s series of modern 
electric timepieces, the gay harlequin wall 
clock is composed of two triangular panels 
of solid wood, each painted a different 
color. The modern color combinations 
include: black and white, orange and 
purple, yellow and olive, and black and 
gray. Raised “button” markers in black 
or white indicate the hours. 


DESK-TYPE SCALE 


The modern design and beautiful Lus- 
tron plastic body of this inexpensive desk- 
type postal scale gives it particular appeal 
for small offices or for individual use in a 
larger organization. For high accuracy the 
weighing mechanism is suspended on a 
steel channel independent of the case. 
The chart on the platform computes post- 
age up to 8 ounces for first class, air mail 
and merchandise. Manufactured by the 
Hanson Scale Company, the overall di- 
mensions are 444” wide by 144” deep by 
44%” high. The weight is only 4 ounces. 
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OFFICE EFFICIENCY 


Around the Office 


OB analysis is one of the first 
techniques used by personnel 
specialists in order to set up the 
definitions and scope of the vari- 
ous positions in industry. All subse- 
quent techniques depend on_ this 
basic analysis. Offices, large and 
small, should capture the details of 
each job and reduce the details to 
an organized written form. In 
small companies where the job con- 
tents frequently change due _ to 
changes in personnel and the shift- 
ing of work, the job analysis should 
be rechecked at frequent intervals. 
In large companies where speciali- 
zation of tasks is practiced, changes 
in job content are infrequent ; hence 
the job study, once made, needs re- 
checking only at long intervals. 


Definitize Assignments 


The duty analysis (or job study) 
is used to definitize the task assign- 
ments. When office tasks are “up 
for grabs” only a comparative few 
will volunteer for assignment. How- 
ever, assign the tasks to specific per- 
sons and put the responsibility on 
them to see that the work is done, 
and barring unfair work allocation, 
the work will be done. Thus are 
the wonders of adult psychology— 
fixed vs. indefinite responsibilities. 
In the former, credit for good per- 
formance can be tied down. In the 
latter, buck-passing and side-step- 
ping are the order of the day. 

Job studies may be used for sev- 
eral corollary procedures. For ex- 
ample, job specifications cannot be 
established without first analyzing 
the work in order to determine the 
qualification of an incumbent. Job 
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GUY FERGASON 


values cannot be established without 
first analyzing the work in order 
to determine its value in the total 
scheme of the organization. In the 
final analysis, job values are estab- 
lished by production, There are 
other values which influence produc- 
tion and which are individually 
valued in arriving at the total job 
value. 


The technique of job analysis 


Job studies are used for estab- 
lishing a promotional sequence. Cer- 
tain jobs lead more naturally to 
other higher level jobs—when this 
relationship has been established, in- 
ternal promotion is made more defi- 
nite. Job studies will indicate cer- 
tain dead-end jobs—i.e., those jobs 
that do not lead to any normal pro- 
motional sequence. These jobs must 
be staffed and in order to reduce 
turnover, ultimate salary rates may 


be raised proportionately higher in 
order to hold the personnel longer. 
Qualified personnel on chain-jobs 
can obtain rewards by upgrading 
and promotion, which higher level 
jobs carry higher salary rates. Job 
analysis permits a better analysis of 
the organizational structure. 

Job studies may be used for de 
termining and analyzing the work 
load distribution (the subject for 
next month’s article) in order to see 
that there is a fair distribution of 
work. Some employees have mas- 
tered the art of appearing busy and 
thereby fooling the boss, but not 
the other workers. This is very 
disquieting to the other employees. 
An analysis of the work load—task 
and volume—will develop some in- 
teresting facts. 


A Job Analysis Form 


The jobs must be analyzed be 
fore production can be measured, 
or before any standard can be es 
tablished. There are other more 
specialized and technical uses for 
the job studies. Let these more 
common every day uses suffice to 
prove the value of and necessity 
for the analysis of duties as the first 
step in the program for improve- 
ment of office operations. 

In analyzing office work, prepare 
a form which will be used in record- 
ing the job details. What are the 
details which should have our spe 
cial attention? They are: 


1. Name of incumbent. 


2. Name of (title) position and 
department. 


(Continued on the next page) 
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Around the Office—Continued 


3. Contacts with other employees, 
management, public, customers, 
other companies. 

4. Nature of contract and by what 
means, 

5. Whether there is supervision of 
others, 

6. Equipment ordinarily used in 
job performance; i.e., typewriter, 
calculating machine, etc. 

7. Levels of management; i.e., to 
whom does this person report. This 
is used in studying organization re- 
lationships and in establishing or- 
ganization charts. 

8. Working conditions such as 
amount of walking, standing, check- 
ing, etc, encountered in the work. 

9, Detailed description of duties 
from most repetitive to least repet- 
itive, including occasional and non- 
repetitive assignments. 
10. If possible, the percentage of 
time (based on weekly distribution) 
spent on each of these task assign- 
ments. This is helpful in determin- 
ing the work load distribution, 


Employee's Analysis 


One of the controversial aspects 
of job analysis deals with whether 
office employees can make their own 
analysis or whether the services of 
a specialized trained analyst are 
required, There are some experts 
who say that a trained analyst 
should make the study. The ma- 
jority of professional consultants 
agree that in the office the personnel 
can make their own analysis, sub- 
ject to management’s approval. The 
employees need guidance, however. 
Proper and adequate instructions 
are necessary. In large companies, 
the work is carried out through the 
supervisors. In smaller organiza- 
tions, contact is established directly 
with the employees. It is important 
that the employees know what data 
is wanted, how it is to be collected, 
and how it is to be used. In our 
opinion, office employees can make 
a very valuable contribution to the 
job analysis, They know the work. 
They know the weaknesses in the 
procedures and, if properly en- 
couraged, they can make suggestions 
for improvement. 

It is important, also that the em- 
ployees be encouraged to list and 
include all details of their task as- 


signment. It is not sufficient to 
write, “do filing work.” An ade- 
quate description would include the 
detail of what is filed; how often it 
is filed; by what method; in which 
kind of equipment; how long the 
material is retained; who is per- 
mitted to take material from the 
files; in general, this would be a 
complete and comprehensive ex- 
posure of the filing system. 


Analyze Duties As They Are 


One very important point which 
is not usually stressed in disserta- 
tions on job study techniques, is that 
the study starts off with the des- 
cription of the job as it is. The em- 
ployee (or the analyst) describes 
the duties presently assigned to him 
and the methods as well as conditions 
of performance. From this record 
of present conditions is evolved a 
finished study of how it should be, 
including changes and improvements. 
There is the tendency to combine 
the analysis and the improvements 
and perform both studies simul- 
taneously. It is obvious that during 
the analysis, certain weaknesses in 
procedure will be apparent. We still 
recommend that recording and im- 
provement be handled as separate 
studies. Get it down, completely and 
accurately, as it is. Then change it 
in order to reflect improvements. 
The supervisor should carefully read 
each study in order to see that only 
those duties that have been assigned 
are included in the analysis. Quite 
often employees will attempt to 
“blow their jobs up” by including 
tasks not ordinarily assigned to 
them. No effort should be made to 
reduce the employee’s natural tend- 
ency toward verboseness in writing 
his report. The penalty will be that 
considerable detail will have to be 
read, checked and approved. If the 
employee is stifled in any way in 
writing his report, he may be dis- 
couraged from making a full dis- 
closure so that essential details will 
be omitted. 

The question invariably arises— 
how much detail should we retain in 
writing up the formal job analysis? 
Our answer to that one is that all 
detail which can be used in explain- 
ing the job to a beginner and can be 
used in training should be retained. 
If several jobs are identical and the 

(Continued on page 62) 
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Mechanized Data Processing II 


F THE first installment of this 
discussion pointed up one moral, 
it is that the choice of a data 
processing machine for use by a 
particular organization must be 
based on careful and detailed study. 
Generalized and grandiose state- 
ments, impressive as they may 
sound, will be of little lasting bene- 
fit to the executive faced with a 
decision. At the risk of repetition, 
it should be pointed out that the 
answers to the following questions 
must be obtained: What is being 
done now? What would I like to 
have done above and beyond present 
limitations? How does the machine 
under study meet these require- 
ments? And finally, what is the 
economic picture ? 
i 


Various Classes 


It is clear, then, that little advice 
can be given here on the value of 
particular machines. However, it is 
instructive to have some general idea 
of the powers of the various classes 
of available machinery, and this will 
now be done by reference to several 
typical calculations. 

It is not the purpose here to com- 
pare the machines of different manu- 
facturers. Hence, in each case, the 
comparisons of different machines 
are based on the products of one 
company. It is to be understood that 
the machines marketed by the vari- 
ous manufacturers in a particular 
size class are, in many respects, simi- 
lar to each other. Hence, the results 
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quoted here are to be taken as typical 
of certain sizes of machines. Over 
four hundred firms are now engaged 
in commercial computer design and 
production; among these are Rem- 
ington-Kand, Inc., and its affiliates; 
the International Business Machines 
Corp.; Computer Research Corp. ; 
Logistics Research, Inc.; Monroe 
Calculating Machine Co. ; Electronic 
Computer Corp.; Consolidated En- 
gineering Corp.; Nuclear Develop- 
ment Association, Inc.; Jacobs In- 
strument Co. ; etc. 


Consider first the problem of 
calculating the amortization schedule 
for a mortgage loan, based on 
monthly payments over a twenty- 
year period. The calculation starts 
with a knowledge of the amount of 
the loan, the amount of each pay- 
ment by the mortgagee, the gross in- 
terest charged the mortgagee, and 
the net interest earned by the pur- 
chaser of the mortgage. (The dif- 
ference between the gross and net 
interests represents the service fee 
charged by the holding company.) 
For each payment, the following in- 
formation is required ;: The gross and 
net interest amounts, the service fee, 
the amount of principal repayment, 
and the new amount of 
after each payment. 

For an IBM 602A system, which 
is one of the simpler, accounting- 


the loan 


type punched-card machines, the cost 
and time schedule for the calculation 
is estimated (direct costs only are 
listed) as shown in Table A. (See 
next page.) 


Let us now compare these figures 
with the corresponding values for an 
IBM CPC system. The CPC is an 
“intermediate” size computer and 
has many of the characteristics of 
a “big” computer built into it. While 
operating with a punched-card input, 
the CPC can print-out directly. The 
time and cost estimates appear in 
Table B. (See next page.) 


The above estimate is based on 
for two months are made on each 
line. Note that the CPC can be in 
structed to correct the amount of the 
last payment automatically. 


The 650 System 


The IBM 650 system is a recently 
announced design which borders on 
being a “big” computer. While its 
computing speed and capacity are 
much larger than those of the CPC, 
its output is slower and printing-out 
is done through punched cards. For 
the mortgage loan calculation, the 
consequence of these features is 
shown in Table C. (See next page.) 


It is thus seen that the output 
characteristics of the 650 system 
makes the machine less efficient than 
the smaller CPC for this particular 
calculation. For a complicated 
numerical process in which comput- 
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Mechanized Processing—Continued 


ing speed and not output speed con- 
trols the processing cost, the larger 
machine would show up to advan- 
tage. 

Finally, consider the mortgage 
loan calculation on the IBM-701, a 
“big” computing machine. As for 
the 650 system, the controlling factor 
in the 701 processing is the output 
speed of the machine. The cost and 
time estimates for this machine are 


For the mortgage loan calculation, 
it thus appears that the CPC is the 
most inexpensive machine, while the 
701 affords slight speed superiority. 
Note once again that the poor show- 
ing of the big machines is a conse- 
quence of their output limitations. 

Two additional calculations are 
now described in which the numeri- 
cal procedures are more complex 
than in the mortgage loan case; for 
these calculations, the advantages 
of the bigger machines come to the 





shown in Table D below. fore. 





TABLE A 


1. Input cost 

2. Calculation cost 
Machine rental—11 min. at $320/mo. ................ 
Operator’s salary—11 min. at $300/mo. .............. 
Power cost 
Cost of punched cards 
Manual correction of last payment 


Total calculation cost 

3. Output (printing) costs 
Machine rental—3 min. at $155/mo. ................ 
Operator’s salary—3 min. at $300/mo. .............. 
Supplies (paper) 


Total output cost 


4. Total cost for a complete schedule 


TABLE B 


1. Input cost 

2. Calculation and output costs 
Machine rental—l min. at $1775/mo. ................ 
Operator’s salary—1 min. at $300/mo. ................ 
Supplies (paper, power costs, etc.) 


Total calculation and output costs 


3. Total cost for a complete schedule 


TABLE C 


1. Input cost 

2. Calculation and output costs . 
Machine rental—72 sec. at $3850/mo. ................ 
Operator’s salary—72 sec. at $300/mo. .............. 
Cost of paper, punched cards, etc. ..............20000: 


Total calculation and output costs 


3. Total cost for a complete schedule 


TABLE D 


1. Input cost 

2. Calculation and output costs 
Machine rental—35 sec. at $11,900/mo. .............. 
Operator’s salary—35 sec. at $300/mo. .............. 
Supplies (paper) 

Total calculation and output costs 


$0.73 


3. Total cost for a complete schedule $0.77 


TABLE E 


Machine type Assumed rental Time required 
\fanual ae 30 min. : 
[BM-CPC $1,775/mo. 3 min. 0.65 

1BM-650 3,850/mo. 2 sec. 0.054 
IBN-701 11,900/mo. 0.2 sec. 0.044 


Estimated cost 
$1.00 
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As the second typical calculation, 
consider the problem of evaluating 
the cash value of a policy. This cal- 
culation includes arithmetic proced- 
ures, as well as table look-ups. Since 
the 602A system is not well adapted 
to table look-up procedures, its use 
is not considered feasible for the 
problem at hand. A comparison is 
now given of the costs and times 
required for an average calculation 
by manual techniques, and through 
use of the IBM CPC, 650 and 701 
systems. 


To conserve space, only the over- 
all time and cost estimates are listed 
here. These figures were arrived at 
by detailed breakdowns of the re- 
quired operations, as in the mort- 
gage loan studies. Labor costs are 
based on salaries of $300/month. 

For each cash-value determina- 

tion, the various machine perform- 
ances are estimated in Table E. 
(See opposite page.) 
Where a relatively complex busi- 
ness calculation must be made, it is 
clear that the larger machines show 
up to substantial advantage. 


A Technical Calculation 


As the third and final illustration, 
consider a highly complex calcula- 


tion in one of the technical fields. | 


This example is presented in order 


to afford an understanding of why | 
the engineer and scientist is con- | 
tinually pushing toward “bigger” | 


and faster machines. For the usual 
scientific calculation, the input and 
output requirements are relatively 
small. The computing, memory and 
decision-making requirements, on 
the other hand, may be enormous. 


The calculation dealt with here is 
from the field of internal ballistics. 
The theoretical analysis of the prob- 
lem includes such factors as the 
combustion mechanism of the pro- 
pellent powder, the dynamics of the 
projectile, the resultant weapon 
weight and ballistic performance, 
and a host of other considerations. 
Following a lengthy study of the 
various engineering elements of the 
problem, a set of mathematical equa- 
tions was deduced which forms the 
basis for a numerical calculation of 
weapon performance. These equa- 
tions were next given intensive 
analysis to determine by what nu- 
merical techniques the calculations 
are best undertaken. Finally, the 
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Mechanized Processing—Continued 


problem arises of converting theory 
to numbers, and in this step the use 
of automatic computation is often 
indispensable. 

For the internal ballistics problem 
under consideration, the following is 
a comparison of time and cost re- 
quirements per weapon calculation, 
by the various machines : 

Machine type Time required Estimate cost 
IBM-602A 4 hrs. $23.53 
IBM-CPC 25 min 4.04 
IBM -650 1 min 0.42 
IBM-701 3 sec 0.063 


The advantage gained from using 
the bigger machines is clearly evi- 
dent. To perform this calculation by 
hand techniques would require time 
and cost expenditures many times 
as large as the 602A figures quoted 
above. 

These studies of typical data proc- 
essing schedules bring out the vari- 
ous factors to be considered when 
evaluating the usefulness of a par- 
ticular machine for an organization. 
The choice of 


machine should be 


based on a detailed analysis of (1) 
the types of problems to be handled 
on the machine, and (2) the volume 
of such problems to be processed. 

Because of the high costs of auto- 
matic data processing machinery, as 
a general rule the machine must be 
utilized with little “down” (i.e., non- 
active) time. If a machine is to be 
procured by an organization for its 
own use, the computational volume 
will thus be the primary factor in de- 
termining the most efficient class of 
machine. 


Computing Laboratory 


One means by which a company 
can take advantage of “big’’ machine 
performance, even though its own 
workload is insufficient to warrant 
installation of the machine within 
the company, is to make use of a 
central computing laboratory. By 
handling the data processing require- 
ments of a number of companies, a 
central laboratory can justify a large 
machine installation, and can offer 
its facilities at economically attrac- 
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tive rates. Midwest Research Insti- 
tute is but one of a number of insti- 
tutions and organizations who are 
making such a service available to 
business and industry, and a con- 
tinuing trend in this direction is to 
be expected. 


The tremendous gains in efficiency 
through the use of automatic data 
processing machinery as a replace- 
ment for routine manual clerical 
labor is now generally accepted by 
management as a truism. However, 
many executives are as yet unaware 
that the machines have other power- 
ful business applications when they 
are viewed as a tool for management 
information and education. In the 
following paragraphs, a brief out- 
line is given of such uses. 

In the field of statistics, where 
masses of data must inevitably be 
processed, the worth of the machines 
is well known. Many executives, 
however, are not sufficiently alert to 
the possibilities of gathering vital 
information through statistical stud- 
ies of their product, their produc- 
tion groups, their sales force, and 
the many other phases of their op- 
eration. Often, by the integration of 
machine thinking throughout the 
company, such studies can be con- 
ducted with little additional expense, 
particularly when the routine uses 
of the machines do not occupy all of 
the available machine time. 

Statistical studies are, however, 
but one phase of a recently developed 
management discipline of far-reach- 
ing importance and considerable fas- 
cination. Called operations research, 
this branch of study received im- 
petus during World War II, when 
operations research analyses were 
called on to aid in making logistical 
and tactical decisions. In essence, the 
objectives of operations research are 
to gain a cause-and-effect under- 
standing of the motivations behind 
business, industrial and social prob- 
lems, and to express these motiva- 
tions in numerical terms. so that the 
process can be subjected to mathe- 
matical and experimental study. 
Based on such an understanding. 
sound future planning can be under- 
taken. 

Typical of the business problems 
which have already been successfully 
handled by the scientific techniques 
of operations research are: Direct- 
ing the efforts of a sales force; es- 
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tablishing a sound inventory policy ; 
deciding on locations for production 
plants and warehouses; determina- 
tion of sound scheduling procedures 
in the transportation industry; co- 
ordination of sales and production to 
maximize profits; and a host of 
others. The potential areas for 
study are as broad as the problems 
facing today’s business and industry. 


There are undoubtedly many who 
will initially scoff at the idea of 
quantitatively studying business and 
industrial problems, stating as their 
general philosophy that such prob- 
lems usually involve “intangibles,” 
such as human behavior, which are 
incapable of strict, logical treatment. 
To the scientist, such an attitude is 
not tenable, for he is aware that 
through logic, and through strict ad- 
herence to facts, many confusing and 
seemingly paradoxical observations 
have been resolved within the frame- 
work of an adequate understanding 
of the underlying mechanisms. 


Operations research, in fact, is 
merely the attempt to use the ap- 
proach of the physical scientist to 
solve problems relating to market- 
ing, production, scheduling, sales, 
and so forth. While only the very 
young, or the very ambitious, will 
claim that most business problems 
can be solved in this manner, the fact 
remains that many questions can be 
answered with startling success by 
this technique. 


It is also curious to note that so- 
lutions achieved through operations 
research study often differ from 
those advanced by even experienced 
executives ; detailed examination in- 
variably shows the scientific answer 
to be the more correct. The reason 
for this is simple—the foundation of 
mathematics is logic; hence, mathe- 
matical methods permit the logical 
integration of many factors into the 
analysis of a problem. By com- 
parison, non-mathematical reasoning 
is weak indeed, since only a few fac- 
tors can be coordinated simultane- 
ously within the confines of the 
human mind. 


Rather than continue with a gen- 
eral discussion of operations re- 
search, it will perhaps be more en- 
lightening to see how the method 
works in a simple illustration. The 
following is an abridgement of a 
case history described in an excel- 
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lent and readable article by C. C. 
Herrmann and J. F. Magee, entitled 
“Operations Research for Manage- 
ment,” Harvard Business Review, 
Vol. 31, No. 4, July-August, 1953. 


Sales Expense 


A company selling industrial 
equipment receives orders through 
a number of branch offices, and uses 
missionary salesmen to visit accounts 
and promote the use of the com- 
pany’s products. An operations re- 
search investigation was undertaken 
to evaluate the policy of holding mis- 
sionary sales expense to a fixed per- 
centage of sales. 


The investigation was started by 
a comprehensive, statistical study of 
the past sales history of the com- 
pany, in order to relate total sales 
to the amount of missionary effort. 
To once again demonstrate the nu- 
merical emphasis in operations re- 
search, it should be mentioned that 
the activity of a customer in placing 
orders was characterized in terms of 


an “ordering characteristic” which 
could be used as a basis for statis- 
tical correlations. Also, a quantitative 
determination was made of the rela- 
tive ordering activity of a customer 
promoted through missionary effort 
and one not promoted within a giver 
time period. 

The result of this statistical study 
was to relate total business B(a) to 
the amount of missionary effort ex- 
pended through the equation 


l 
B (a) =— 
2 


NSV (1 + 2a—a?) 


where N is the total number of ac- 
counts, V is the average amount of 
an order, S is the average of the or- 
dering characteristics of the ac- 
counts, and a is the fraction of the 
accounts contacted by missionary 
effort. The cost of the missionary 
effort is pNa, where p is the average 
cost per customer contact. 

The second step in the analysis 
was to study the relationship be- 


tween manufacturing and distribu- 
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Mechanized Processing— Continued 


tion costs and the amount of total 
sales. It was found that these costs 
could be simply expressed as 


(a) A+b. B(a) 


where A and b are constants, i.e., 
the costs rose linearly with volume. 

Next, the mathematical equation 
for net profit was formulated. As a 
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function of the amount of mission- 
ary effort, the net profit is 


P(a) = B(a) —C(a) — pNa 


Combining the expressions for B(a) 
and C(a) in this expression, 
l 
P(a) =— NSV (1 —b) 
2 


(1 + 2a— a?) — pNa—A 


The objective of the analysis is 
obviously to maximize the profit 
P(a). According to a theorem from 
differential calculus, the profit P(a) 
will be a maximum when 


dP (a) 
—— = NSV (1—b) (l—a)— 
da 
pN =O 
or when 
p 
a=1— 


i.e., a definite missionary effort is 
specified for maximum profits, in 
terms of the various factors affect- 
ing sales, production, and distribu- 
tion. It is evident that the conclu- 
sions from operations research 
studies bear directly on manage- 
ment planning and decisions. 

This illustration clearly shows the 
guiding principles behind the op- 
erations research technique. First, 
the approach is based on the philoso- 
phy of cause-and-effect, i.e., for 
every cause there is only one effect, 
or at most a limited number of ef- 
fects. Secondly, confidence is placed 
only in facts which can be supported 
by figures. In a general sense, these 
are the principles which are respon- 
sible for the virile growth of science 
as we know it today. 

In this brief discussion of opera- 
tions research, we have seemingly 
departed from the principal topic of 
this paper, i.e., automatic data proc- 
essing machinery. It is now time 
to point out the relationship between 
the two. 

While it is not necessarily true 
that operations research must be as- 
sociated with large volumes of com- 
putation (in fact, the solutions to 
many problems by this approach are 
surprisingly simple), it is neverthe- 
less true that every operations re- 
search group employs relatively 
large-scale computation as an every- 
day tool. For example, when maxi- 
mizing one factor (such as profit 
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or production) which depends on 
many other factors entering the anal- 
ysis, the mathematical technique of 
linear programming is often used. 
While tremendously effective as a 
study tool, practical linear program- 
ming studies cannot be undertaken 
without the services of automatic 
computers. Morecver, since statis- 
tical studies often form an important 
part of operations research anal- 
yses, the need for automatic data 
processing machinery is further em- 
phasized. 

It is thus seen that today’s trend 
in business and industry is to look 
on automatic data processing ma- 
chinery as a tool above and beyond 
the mere accomplishment of routine 
clerical tasks. An awareness is 
growing to the fact that many man- 
agement problems can be subjected 
to numerical study, and that such 
studies are important for manage- 
ment information and education. 

In choosing automatic machinery, 
this trend should be kept in mind. 
It is only rarely that the work load 
on a computer section is reduced. 
The more usual situation is a steady 
growth in computer responsibility. 
Hence, it is both healthy and neces- 
sary to choose a computer which pro- 
vides some “spare time” above and 
beyond the routine requirements. 
Taking up the slack for productive 
purposes will be a simple process. 

Rather than being concerned 
about the problem of filling up this 
spare time, the executive will prob- 
ably find himself wrestling with 
another problem—how soon will the 
present machinery be outgrown, how 
much capacity should the ne.rt sys- 
tem have, and how soon can the new 
machinery be delivered ? 
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Five People Do the Work of Nine 
With This Simplified Accounting Plan 


Here’s a way to eliminate customer 
ledger sheets—do away with the ex- 
pense and transcription errors’ of 
machine or hand posting, and yet 
have at all times a clear, accurate 
picture of every account carried by 
your agency. It’s SUIAP—the Rem- 
ington Rand Simplified Unit Invoice 
Accounting Plan. 

The Club Insurance Agency of 
Charlotte, N. C., reports that since 
they have installed SUIAP, five per- 
sons do the work that formerly re- 
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quired nine when ledger sheets were 
used. To help achieve these savings, 
a carbon copy of the original invoice 
serves both as an accounts receivable 
record and a collection record. In- 
voices are placed in visibly indexed 
Kolect-A-Matic trays, where colored 
signals flash immediate attention to 
accounts needing follow-up. 

This system, says the Club Insur- 
ance Agency, has paid for itself 
many times over. For complete in- 
formation, circle SN788. 





For Faster Posting With 
Less Effort-Control 
Accounts With 
Robot-Kardex 


The S. A. Wagner Agency of Erie, 
Pa., finds Remington Rand Robot- 
Kardex a great time and trouble 
saver in handling ledger and expira- 
tion records. Robot-Kardex, the 
electrically-powered visible record 
unit, selects the slide the operator 
wants and places it before her at the 
touch of a button. All entries are 
made at one convenient, comfortable, 
posting level. Since there’s no need 
to move about from file to file, a 
greater volume of work is accom- 


plished with much less operator fa- 
tigue. And, one Robot-Kardex oper- 
ator can control as many as 4,000 
accounts. 

For further details about the 
push-button convenience of Robot- 
Kardex, circle KD505. 


New Booklet Offers Proof 
of Remington Electric 
Typing Dividends 


The primary dividends of electric 
typing can be realized for as little as 
11 cents a day per typing ‘station. 
Proof of this is given in a new book- 
let, “The Dividends You Get With 
Remington Electric Typewriters”, 
which is designed for management 
analysis of typing station cost. 

The book features many case his- 
tories showing typing production in- 
creases of 20 to 50 per cent achieved 
with the Remington Electric Type- 
writer. This book tells how you can 
participate in a new operating ratio 
study program which offers a free 
written report of benefits and pro- 
duction increases which can be 
achieved in your own office. For your 
booklet check RE8612, 


How Aetna Employees Use 
Mechanized Reference 
to the Assured Index 
Electricity is working for the Acci- 
dent and Health Department of the 
Aetna Life Affiliated Companies to 
provide effortless, speedy reference 
to the assured index. Operators are 
using Remington Rand electrically- 
powered Convé-Filers to locate index 
cards at the touch of a toe on a foot 
pedal. Trays of 5” x 3” index cards 
are mounted on endless belts so the 
operator of the Convé-Filer never 
has to move from her chair. No more 
stooping or bending, pulling or push- 
ing at stand-up files. And it’s fast 
cuts reference time to mere seconds! 

The operating ease of the Convé- 
Filer gives a powerful boost to em- 
ployee morale, helps to reduce per- 
sonnel turnover. Learn how Convé- 
Filers can help you to slash clerical 
overhead and utilize your office space 
more efficiently at the same time. 
Circle LBV160. 


| 
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employees’ studies verify that they 
are doing the same work, the studies 
can be combined into one standard 
study. If, on the other hand, the 
nature of the work is the same, 
but the job details are different, 
these details should be retained as 
being essential to training a begin- 
ner. 

For example, if three girls are 
writing policies, the only difference 
being in the distribution of volume 
between them, one standard study 
outlining in detail the duties of a 
policy writer with proper instruc- 
tions for job performance, will be 
made. On the other hand, if there 
are three file clerks—one working 
for the personnel director, one for 
the agency manager and another in 
the central files, the details of each 
of these jobs would be retained be- 
cause of the fact that each is filing 
different kinds of materials. A great 
part of the value of the job study 
would be lost if these jobs were 
combined in writing up a standard 
study, A great load is lifted from 


management when new employees 
can be introduced to their jobs by 
means of a well written job analy- 
sis. A great deal of time is saved 
by not having to explain each job 
detail to the beginner. 


Establish Specifications 


In our work we have considerable 
contact with management. We are 
impressed by the vagueness which 
pertains to the specifications appli- 
cable to certain jobs. We do apti- 
tude measuring for many of the in- 
surance companies—our hardest 
task is to convince management that 
there are basic qualifications appli- 
cable to salesmen, claim adjusters, 
personnel managers, agency man- 
agers, underwriters and so on. If 
the applicant possesses these basic re- 
quirements, the chances of his suc- 
cess on the job are increased. The 
possession of these qualifications is 
no guarantee of success. The quali- 
ties must be used in job applica- 
tion before performance is attained. 
Given intelligent supervision and 
proper tools, the chances are nine 
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to one that performance will be 
satisfactory. Conversely, the ab- 
sence of the basic qualifications is 
almost a positive indication that ac- 
tual performance will be handi- 
capped because the employee is 
handicapped. 

In aptitude measurement, we ex- 
plore for, find and evaluate such 
qualities as practical judgment, men- 
tal alertness, general intelligence 
(acquired knowledge), clerical abil- 
ity, and mathematical reasoning 
ability. We also explore occupa- 
tional interests to determine if the 
temperament and the occupational 
choice are compatible. We measure 
a person’s motivations—i.e., what 
makes him tick. This is important 
in anticipating job satisfaction. 
Some are motivated by desire for 
power, others want glory, and some 
are outright “money players”—noth- 
ing short of cold, hard cash will 
stimulate them. 

If, from the job study, the job 
specifications have been established, 
exact matching of qualifications to 
job requirements is made easier. 

The first and probably the most 
important step in the analysis of 
office activities, therefore, is the 
graphic (written) analysis of the 
various jobs. This analysis becomes 
the hub of the personnel wheel from 
which subsequent studies are made. 
It is our estimate that not more than 
35% of the companies have ade- 
quate, up to date job studies. This 
figure might be taken to indicate 
that job studies are not necessary or 
else more than 35% would have 
them. This interpretation is false 
when one considers the lack of 
knowledge concerning job require- 
ments personalized to the companies. 
This lack of knowledge and failure 
to use scientific selection aids, in 
our opinion, contributes to the rela- 
tively low level of office production 
per man-hour of employment. As 
we become more definite in our job 
definitions, fixing responsibility for 
performance at the proper levels, 
balancing rewards with merit, we 
will be surprised, and we imagine, 
pleased, with the improvement in 
performance which results from re- 
moving the cobwebs from our or- 
ganization wheels. We think the 
“gravy bowl” is almost empty—it’s 
going to be interesting to watch the 
new cooks. 
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UIZ os: MONTH 


The following questions and answers are from an examination given 
the students at the conclusion of the Casualty course conducted by 
the School of Insurance of the Insurance Society of New York. 


Question |. 


Name the five principal indemnity 
(benefit) clauses of a full coverage 
accident only policy. 


Answer: The five principal indem- 
nity clauses of a full coverage acci- 
dent policy are— 

1. Total disability 

2. Partial disability 

3. Principal sum 

4. Capital sum 

5. Blanket medical expense 


Question 2. 


What constitutes total disability in 
(a) Accident policies 
(b) Confining sickness policies 


Answer: (a) Under an accident pol- 
icy there is total disability if the in- 
sured is unable to perform any of the 
duties of his occupation because of 
injuries he sustained in an accident 
while the policy is in force. 

(b) Under a confining sickness 
policy there is total disability if the 
insured cannot perform any of the 
duties of his occupation by reason 
of his being confined to a hospital 
or his home because of an illness. 
The insured must be under the care 
of a physician in this case. 


Question 3. 


Define what an indemnity waiver 
rider does. 


Answer: An indemnity waiver rider 
rules out a specific condition or 
chronic disease the insured may have 
from coverage. In other words no 
benefit would be paid for any ex- 
pense arising from a pre-existing 
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condition mentioned by the applicant 
in the application if the company 
excluded such coverage by an ex- 
ception rider. This allows the com- 
pany to issue a policy that is stand- 
ard. If the rider could not be used 
the policy could not be written. 


Question 4. 


Name the five principal exclusions 
usually found in accident policies. 


Answer: 1. Sickness 
2. Hernia 
3. Act of war 


disease 


4. If insured is in miltary service 
5. Member of crew of non-scheduled 
aircraft 


Question 5. 


What is an incontestable clause as 
it applies to health insurance ? 


The incontestable clause 
states that the company will not, 
after two years, use any statement 
in the application to cancel the policy 
or to deny a claim for sickness unless 
it is a fraudulent 


Answer: 


statement. 
Question 6. 


In relation to the New York State 
Disability Benefits Law : 
(a) What is the maximum weekly 
benefit ? 
(b) How long are benefits payable ? 
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(c) What is the maximum permis 
sive employee contribution ? 

(d) What type of protection does 
the law provide ? 

(e) What state agency administers 
the law? 


Answer: (a) $30 per week 

(b) 13 weeks in each 52 

(c) 30 cents per week 

(d) Coverage while a person is off 
the job—non occupational 


(e) Workmen’s Compensation Board 
Question 7. 


What may be intended by a mis 
representation in an application ? 


Answer: By making a misstatement 
or misrepresenting an existing con 
dition in the application the person 
applying for insurance intends to 
deceive the company. The misstate 
ment might cause the company to 
issue a policy they otherwise would 
This involves the 
question of moral hazard and is one 
of the most difficult to 
evaluate. 


not have issued. 
detect or 


Question 8. 


Explain what is meant by occupa 
tional hazard. 


Answer: An occupational hazard is 
the exposure an applicant is subject 
to in the performance of his occu- 
pational duties. In accident insur 
ance, the more hazardous an occu 
pation, the higher the premium rate. 


Question 9. 
What are the responsibilities of 
the policyholder when a claim arises ¢ 


{Continued on the next page} 
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Answer: To notify the company of 
his desire to file a claim. In the 
case of an accident policy the notice 
must be filed within twenty days of 
the accident. In the case of a sick- 
ness policy the claim must be filed 
within ten days of the onset of the 
illness. After the preliminary notice 
is filed then the insured should com- 
ply promptly with any other requests 
of the company, as for example 
other forms to be completed. 


Question 10. 


What occurs when a claim arises 
after the assured has changed his 
occupation to a more hazardous one, 
and Standard Provision I is included 
in his classified type policy ? 


Answer: When a claim arises in a 
case in which the insured has 
changed his occupation to one more 
hazardous the benefits payable for 
the claim are pro-rated. The insured 
would only be paid the amount of 
indemnity that the premium he has 
paid would purchase at the higher 
occupation rate. 


The following questions are to be an- 
swered "True" or "False." 


1. Sickness insurance is less ex- 
pensive then accident insurance. 
2. Physical examinations are al- 
ways required when the appli- 
cant desires sickness insurance. 
3. Knowledge of other insurance 
carried is unimportant to the 
underwriter. 
. The application does not become 
a part of the policy. 
. Capital sum is accidental death 
indemnity. 
. Partial disability means the lack 
of permanent disability. 
. A deductible clause reduces the 
medical reimbursement feature. 
. The consideration clause liberal- 
izes the benefits payable. 
. Special risk policies are designed 
for impaired applicants. 
. Overinsurance occurs when an 
applicant insures up to 75% of 
income. 


Answers: 


6.—False 
7.—False 
8.—False 
9,—False 
10.—False 


1.—False 
2.—False 
3.—False 
4.—False 
5.—False 


On the following questions, one, and 
only one answer is correct. 


1. The policyholder is required to 
notify the company of sickness claim 
in 

(a) 10 days 

(b) 20 days 

(c) 30 days 

2. The usual renewal age limit for 
sickness policies is 

(a) 50 

(b) 55 

(c) 60 

(d) 65 

3. Group insurance policies usually 
cover for claims lasting 

(a) 26 weeks 

(b) 52 weeks 

(c) 104 weeks 

4. Medical reimbursement on sick- 
ness policies is usually 

(a) Allocated 

(b) Blanket 

(c) Unlimited 

5. The double indemnity clause cov- 
ers when death is due to 

(a) Lightning 

(b) Falling down stairs 

(c) Inan automobile 

6. A commercial type policy is is- 
sued on the basis of 

(a) Single premium 

(b) Monthly premium 

(c) Quarterly premium 

7. A non-cancellable policy may be 
discontinued by the company 

(a) On renewal date 

(b) Any time 

(c) Upon reaching age limit 

8. The policyholder may institute 
suit when his claim is disputed 
(a) Any time 

(b) Sixty days after filing proofs 
(c) When permitted by the com- 
pany 

9. The hospital type policy is pur- 
chased by 

(a) Family 

(b) Community 

(c) Hospital 

10. A policyholder may change his 
beneficiary 

(a) Any time 

(b) Only at renewal date 

(c) Never 


Answers: 
1.—(a) 
2.—(c) 
3.—(a) 
4.—(a) 
5.—(a) 


6.—(c) 
7.—(c) 
8.—(b) 
9.—(a) 
10.—(a) 
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YOU NEED THE RIGHT EQUIPMENT 
TO DO THE JOB... 


Most agents and brokers are passing up FIDELITY and SURETY business because they 
feel they lack the “know how.” Because of the tremendous opportunities that exist, 
we believe every producer should have easy access to the fundamentals of this business 
along with methods for successful selling. 


We have just made available to our producers, what we are told is the most potentially 
productive sales kit ever compiled on FIDELITY and SURETY. It will enable them to 
understand the business, to find and develop prospects, to become the “bondsman” of 
their community. 


This is the first of a series of sales kits we're calling “PRODUCTION FOR PROFIT,” and 
it’s typical of the “right equipment” that we are furnishing our producers. We'd like 
you to have one...just send the coupon. 
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HOME FIRE & MARINE INSURANCE COMPANY 
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FOREIGN INSURANCE 
IS A PROFITABLE 
FIELD... 


This AFIA advertisement is ap- 
pearing currently in national 
business and export publi- 

cations to let businessmen 
know that through AFIA 
you can soundly protect 


their foreign interests, 


equire™ on 9° 
al\ 
informe re yhan 
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provection 


FOR FULL INFORMATION 


| AFIA’s NEAREST OFFICE - 


161 WILLIAM STREET +« NEW YORK 38, NEW YORK 


CHICAGO OFFICE... INSURANCE EXCHANGE BUILDING, 175 WEST JACKSON BLVD., CHICAGO 4, ILLINOIS 
WOE AD GU TUEE 68 a nsccidducdsve MERCANTILE BANK BUILDING, 106 SO. ERVAY STREET, DALLAS 1, TEXAS 
LOS ANGELES OFFICE... PACIFIC MUTUAL BUILDING, 523 W. 6th STREET. LOS ANGELES 14, CALIFORNIA 
seoteiei lh Scag te Sant op na Bade’, ERE OR COT ee PP oe 98 POST STREET. SAN FRANCISCO 4. CALIFORNIA 
WASHINGTON OFFICE .......ccce000 WOODWARD BUILDING, 733 Lith STREET, N. W., WASHINGTON 5. D.C. 


TWENTY-FOUR AMERICAN CAPITAL STOCK FIRE, MARINE AND CASUALTY 
INSURANCE COMPANIES PROVIDING INSURANCE PROTECTION IN FOREIGN LANDS 
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Insurance for Fixed Assets 


HE basic foundation of all 

insurance is value. That must 

always be the starting point. 
And that value, in order to be in- 
surable can only be expressed in 
monetary terms. You cannot insure 
a feeling of sentiment for the oil 
painting of Aunt Hattie, or the baby 
buggy of your first born. The usual 
limit of recovery under most con 
tracts of insurance is “actual cash 
value.” 


Three Basic Statements 


Three important statements in the 
usual property insurance policies 
should be restated and understood: 


I—". . . this company does insure 
. to the extent of the actual cash 
value of the property at the time of 
loss but not exceeding the amount 
which it would cost to repair or re- 
place the property with material of 
like kind and quality. . 
I1—*The insured shall . . . furnish 
a complete inventory of the de- 
stroyed, damaged and undamaged 
property showing in detail quantities, 
costs, actual cash value and amount 
of loss claimed, and . . . if required, 
verified plans and specifications of 
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BAYLOR LANDRUM, C.P.C.U. 
Vaughan Insurance Agency 
Louisville, Kentucky 


any buildings, fixtures, or machinery 
destroyed or damaged.” 

I11—"The insurance company shall 
he held liable for no greater propor 
tion of any loss than the amount 
hereby insured bears to 80% (or 
90% ) of the actual cash value of the 
property described herein .. .”” (The 
coinsurance or average clause. ) 

The words “actual cash value” are 
the key to each of these clauses. And 
it is the definite responsibility of the 
owner of the property to determine 
the ‘actual cash value.” Let us see 
what those words mean. Definitions 
and legal decisions abound. However, 
the one salient feature is that value 
is necessarily and by definition estab- 
lished by the conduct of buyers and 
sellers. A simple jingle tells the 
story: 

“The value of a thing 
Is the price it will bring.” 

In connection with insurance val 
uations, we can normally start with 
new construction costs and deduct 
depreciation to arrive at the value 
for insurance purposes. Deprecia 
tion, in this case, means physical de- 


terioration and not the accounting 
charge-off on the general books of 
the company. The meaning of de 
preciation would also include obso 
lescence, deterioration of the neigh 
borhood, change in zoning laws, ete 
Thus value is a matter of opinion 
with a great many complex consid 
erations. 

Market value is not the sole yard 
stick in determining insurable value 
of real property. Such a 
market value takes into considera 
tion land value which is excluded in 
an insurance contract because it is 


sale or 


not destroyed with the building on tt 
Obviously, the destruction of the 
building or structures is the only 
value which is indemnifiable by the 
insurance contract. 


Appraisal of the Property 


One of two approaches to this 
problem of value will be taken: 


(1) An independent appraisal com 
pany may prepare an appraisal of 
the property. include a 
detailed description of all properties, 


This may 


itemized in large books; or it may 
he simply a sheet of paper certifying 


{Continued on the next page) 
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Buyers’ Round Table—Continued 


as to the appraised value. The ap- 
praisal may be a single presentation, 
or it may include an annual revision 
service in which acquisitions and de- 
ductions are reported to the appraisal 
company and taken into considera- 
tion at the time of the yearly revision. 
Where there is no revision contract 
the appraisal company usually agrees 
to prepare an up-to-date statement 
at the time of a loss and within a 
five-year period following the ap- 
praisal. 

(2) The company’s cost accounting 
department, with the help of its plant 
engineers may maintain a set of 
property records from which can be 
obtained at any time the location, 
quantity, identification and value of 
each unit of property. Such property 
records are entirely different from 
the property records for tax or cost 
accounting purposes, but they per- 
tain to the same property and are 
usually incorporated with them. 


Minimum Requirements 


What are the minimum require- 
ments of property records for insur- 
ance purposes ? 

A. What is insurable property ? 
B. What is its insurable value ? 
C. How should it be segregated ? 

A. Insurable property may be dif- 
ferent from the book asset figures 
for two apparent reasons: (a) As- 
set figures may include too much. 
Some examples are land values, 
grading, excavation costs, under- 
ground piping, concrete footings, or 
supports for machinery below the 
ground. (b) Asset figures may not 
include enough. Some examples are 
tools, wiring, machinery installation 
costs, and other assets of actual value 
never capitalized on the books. Or 
there may be assets of usefulness 
and value that have been written off 
the books entirely by depreciation 
charges. 

B. Insurable value has already 
been considered above. Property 
records convertible to an inventory 
to support a loss claim must show 
the proper value. In almost all in- 
stances this will involve a knowledge 
of present cost of reproduction new. 
How will that be obtained? There 
are various methods: (1) Figures 
may be obtained from appraisal com- 


panies on certain items, or (2) spe- 
cific items such as machinery can be 
priced by a dealer or manufacturer, 
or (3) price trend statistics can be 
applied to the original cost figures, 
either on a specific or broad basis. 

The latter method of arriving at 
current reproduction costs requires 
caution. Various component ele- 
ments of an asset may have felt 
widely different price trends, so the 
component parts must be analyzed 
individually to be sure of reasonable 
accuracy. 

Then the factor of depreciation, 
as mentioned above, must be consid- 
ered. The actual physical condition 
of the property, its remaining use- 
fulness, repairs and maintenance ex- 
pended on the property—these are 
items to be considered. For insur- 


_ance valuations the element of depre- 


ciation very rarely exceeds 50% of 
the new reproduction cost as long 
as the asset is being used. 

C. Segregation of insurable prop- 
erty will be required in case of a loss, 
it will also be required at least once 
a year during a “check-up” or when 
a “statement of values” is filed with 
the rating authorities to enable the 
latter to promulgate an average, 
blanket rate. This segregation will 
involve (1) the breaking down of 
values as between fire divisions, and 
(2) the segregation between build- 
ings and their contents. There may 
be several fire divisions in a single 
building due to -the cutting off of 
certain sections by brick fire walls 
ways of accomplishing that purpose 
or the installation of approved fire 
doors. The classifying of what is 
building and what is contents, as far 
as insurance is concerned, usually 
revolves around the answer to the 
question, ‘What property would you 
take from this building if you sold 
the building and moved away?” The 
property that would remain is usu- 
ally labelled “building” even though 
such items as venetian blinds or 
space heaters may not be charged 
on the general books to a building 
account. 


Kept Up-to-date 


All of the above requirements 
must be kept up-to-date, and the rec- 
ords for insurance purposes checked 
regularly by experts or by some en- 
gineer familiar with the actual prop- 
erty. 
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It becomes apparent from the 
above requirements that the average 
or small business does not usually 
have the necessary staff for main- 
taining records to substantiate in- 
surable values. Without the staff 
and the efficient system, the average 
to small business should turn to a 
recognized appraisal company for 
assistance. For the past ten years 
the insurance industry has been occa- 
sionally criticized for parading the 
attributes of appraisal companies be- 
fore the crowds of business men, 
for the appraisals usually resulted 
in the establishment of higher values. 
However, the reputable insurance 
agent will be just as sincere in rec- 
ommending reduced values when the 
appraisal indicates a decline in val- 
ues. The point is—we must know 
what those values are as of today— 
not last year, or ten years ago! 


Once having established those 
current values, let us turn now to 
the types of insurance protection 
available for fixed assets. That is 
to say, to what hazards are those 
assets exposed, and which risks 
should be transferred to reputable 
insurance companies ? 


Might be Ruinous 


The need for insurance varies as 
the financial seriousness of the pos- 
sible loss compares with the capital 
structure of the insured. A loss of 
$5,000 to a corner grocery store 
might be ruinous, while a large cor- 
poration could afford to be a self- 
insurer for that amount. The glass 
windows of a building could be com- 
pletely insured against loss through 
breakage, but the same premium 
spent for business interruption in- 
surance to protect future earnings 
has much greater importance ; a seri- 
ous uninsured loss of the latter kind 
might mean the death of the busi- 
ness. 

For all fixed assets the usual fire, 
extended coverage and vandalism in- 
surance offers protection against loss 
resulting from the specified perils of 
fire, lightning, windstorm, explosion 
(excluding explosion of steam boil- 
ers on the premises), hail, riot, civil 
commotion, aircraft and motor 
vehicle damage, vandalism and ma- 
licious damage. If there is steam 
under pressure on the premises, 
separate steam boiler insurance must 
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be carried to insure against loss from 
such explosions. 

If the premises are equipped with 
a sprinkler system, sprinkler leakage 
insurance will cover damage due to 
the accidental discharge of water 
from any part of the system. There 
is also available water damage in- 
surance, which offers limited cov- 
erage in case of discharge of water 
from the plumbing or heating sys- 
tem, or in case of rain damage; but 
does not cover flood or backing up 
of sewers. Earthquake insurance 
may be arranged. 


Replacement Cost 


As for insurance on buildings, 
there is a possibility for altering the 
usual coverage. “Replacement cost 
insurance” may be available to insure 
certain buildings for their full re- 
placement value new without any 
deduction for depreciation. Such a 
form is only available for larger 
risks on buildings that are relatively 
new and usually of multi-purpose, 
non-specialized design and construc- 
tion. Through replacement cost in- 
surance a damaged building is re- 
stored without any deduction for 
depreciation. However, the payment 
of a loss will only be made after 
repairs or rebuilding is completed, 
and a 100% coinsurance clause is 
mandatory. 

If a firm rents premises it should 
watch two particular problems: (1) 
Is the company relieved from all 
liability in the event that fire dam- 
ages the building? There are various 
ways of accomplishing that purpose 
but probably the simplest method 
is to have a clause inserted in the 
lease which relieves the tenant from 
such liability; (2) insurance on im- 
provements and betterments should 
be arranged. Normally, if the im- 
provements were installed during the 
current lease they can be insured by 
the tenant at full replacement cost; 
if insured under a prior lease the 
title has passed to the landlord and 
should be insured by him; here the 
provisions of each lease must be 
carefully studied. 

Concerning insurance on machin- 
ery and equipment, a company may 
want separate machinery insurance 
on expensive compressors or motors 
or refrigerating systems. That cov- 


(Continued on the next page) 
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Buyers’ Round Table—Continued 


erage will not only pay for any 
explosions, but will take care of the 
expenses of an accidental break- 
Here the valuable services 
of trained inspection engineers may 
prevent a loss before it occurs. 


down. 


Insurance on machinery, equip- 


ment and all other personal property 
(whether labelled fixed assets or 
not) must be arranged to take care 
of property not owned by the in- 
sured. Leased equipment, for in- 
stance, offers problems that can only 
be met by carefully studying the 
lease agreement and the legal impli- 
cations of the bailor-bailee relation- 
ship. 

The points discussed indicate how 
important it is to reach conclusions 
with an insurance counsellor before 
a_ loss The owner or his 
insurance manager can profitably set 
aside a certain time, once or twice 


occurs, 


a year, to go over his coverages and 
values. It said that ‘an 
insurance policy is pretty dull read- 
ing before a fire 
it is a thriller!” 


has been 


but afterwards, 


PENNSYLVANIA W. C. 
REVISION 


EVISED WORKMEN'S COMPENSA- 
rioN rates affecting the coal 
mining industry effective 


January 1, 1954 in Pennsylvania. 
The new 


became 
schedule reflects an over- 


all increase in rates of approximately 


HIGHER PRICE LEVELS MAY 


YOUR CLIENT'S PROPERTY 


ness institutions large and small. 
contact your assureds. 
insurance.” 


Write 
or Telephone 


REQUIRE 
MORE FIRE INSURANCE COVERAGE ON 


Ask for our special free book, "What 
the Business Man Should Know about Fire 


tHe [LOY D-IHOMAS co. 


AUTO RATE REVISIONS 


EVISED PRIVATE PASSENGER auto- 
Riva. classifications and rates 
filed by the National Bureau of 
Casualty Underwriters and_ the 
Mutual Insurance Rating Bureau be- 
came effective January 4, 1954 in 
Indiana. The new seven classifica- 
tions plan will apply in lieu of the 
previous 3 classifications plan. Rates 
are increased in some territories and 
reduced in others with the overall 
effect being an increase of approxi- 
mately 3% for private passenger 
bodily injury liability and 1% for 
private passenger property damage 
liability. With the addition of In- 
diana, 22 states and the District of 
Columbia have now approved the 
new classification plan involving 
seven classifications for private pas- 
senger cars. The new plan is still 
pending in other states. 

Revised automobile physical dam- 
age rates filed by the National Auto- 
mobile Underwriters Association 
become effective in Indiana on Janu- 
ary 18, 1954. The changes result in 
a statewide average reduction of ap- 
proximately 14% which, it is esti- 
mated, will save policyholders $465,- 
OOO a year. 

New public livery and taxicab lia- 
bility insurance rates for certain 
territories in New York State were 
announced by the National Bureau 
of Casualty Underwriters effective 
December 31. Outside of New York 
City, five territories are affected with 
rates for bodily injury and property 





ATTENTION AGENTS AND EXECUTIVES 


Why not suggest us for an independent 
accurate up to date appraisal as we have 
nearly a half a century of appraisal serv- 
ice covering America's conservative busi- 
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damage combined reduced in three of 
these territories and increased in the 
other two. In New York City, the 
rates remain unchanged except that 
the owner-driver taxicab rate is in- 
creased $12 a year per car for Man- 
hattan, Brooklyn, Bronx, Queens 
and Queens suburban territories. 


LIABILITY RATE CHANGES 


EVISED BODILY INJURY liability 
Sete rates for owners’, 
landlords’ and tenants’ area and 
frontage classifications and _ for 
manufacturers’ and contractors’ clas- 
sifications were filed by the National 
Bureau of Casualty Underwriters to 
become effective January 18, 1954 
in a number of states. The revisions 
resulted in statewide average per- 
centage changes as follows: 


O.L. & T. 
+28.9 
412.5 
+ 9.5 
+22.1 
ae i 
+ 7.3 
433.3 
433.0 


M. &C. 

24.4 

5.6 
25.2 

98 
-23.0 
-25.2 
-25.2 


9.7 


Alabama 
Maryland 

New Hampshire 
New Jersey ... 
North Carolina 
Vermont 
Virginia 
Washington 


SAFER AUTOMOBILE 
DESIGN 


NSURANCE SAFETY ENGINEERS, 
| Seen have been complaining for 
some time of the dangerous poten- 
tialities of the modern automobile, 
are scheduled to meet with manu- 
facturers this spring to develop 
ideas leading to the incorporation 
of safety devices in new automobiles. 
It is pretty generally agreed upon 
both by insurance and automobile 
engineers that it is not power per 
se but the misuse of power and 
speed which is dangerous in auto- 
mobiles. Power steering, for in- 
stance, has been variously character- 
ized as leading to one finger driving 
and as a safety device giving greater 
control over an automobile. The 
safety men will recommend a de- 
emphasis of the power theme in 
automobile advertising and greater 
stress on the various safety features 
of the different makes. They have 
estimated that safer car design could 
eliminate injury or death in as many 
as 60% of the accidents. 
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ther fields 


One Call Won’t Tell All 


F COURSE your boss gives 

you a lot of “cats” and 

“dogs” to call on—and most 
of them, take it from me, will turn 
out not to be worth the shoe-leather 
it takes to call on them. One good 
account from the lot could repay all 
of the time wasted on the others. 


| Wrote Off Most of Them 


When I was considerably younger 
than I am now, I had the same kind 
of dogs wished onto me. And most 
of them I wrote off, almost after the 
first call. 

Down the list I came to an equip- 
ment company which made instru- 
ments on contract for a large com- 
munications firm—no 
no large sales staff, “no nothing” 
needed, since all they had was one 
customer. Let’s call them the “Co- 
lumbus Electric Company.” 


advertising, 


| almost threw away the prospect 
card on these folks until I heard one 
day that they were developing a new 
product. So just before going home 
one night, I put in a long-distance 
phone call to the sales manager of 
Columbus Electric. 

Today I do $60,000 worth of 
business a year with these people. 
That sales manager, who had not 
bought from us for years, had a big 
promotion campaign brewing for 
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JOHN TRYTTEN 
Wetzel Bros., Inc., Milwaukee 


their new line and had heard of our 
company as being ideally suited for 
the type of thing they wanted. 

Sure, I fell into this one—got an 
order amounting to $5,000 on the 
first call. 

Sut just think, I was on the point 
of dropping them from the list com- 
pletely! Only by sheer luck did I 
get in on the ground floor at just the 
right time. 

How many potential accounts 
have been lost to salesmen who as- 
sumed without even a call that this 


"Relax, darling—you're home.” 


firm was too small, that one too spe- 
cialized or the 
servative ! 


other one too con 
Follow this three-step method for 

recognizing and getting at profitable 

business : 

1. Build your prospect file. 

2. Classify and evaluate 

pects. 


your pros- 


3. Get information as a foundation 
for your first call on each one. 


Complete and Accurate 


The idea of step one is to get a 
complete list of every your 
product in your area. Don’t try too 
hard at this stage to discriminate be- 
tween large and small, good and bad 
prospects. The size of the sign on 
the factory or the plush in the lobby 
has little bearing on the amount they 
may buy. 

Get the list complete, 
with correct firm names 
and the names of people to see. 
Then make a card file. 

At step two, you do your classify 
ing and evaluating. Add up what 
you know about the company and 
what people tell you about it. Check 
their advertising and other promo- 
tion. Check their credit 

On the more likely firms, keep a 
file folder. In it put everything you 
can find pertaining to the 


user of 


accurate, 
addresses 


account 
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help YOU? 


Everybody’s got problems—we have 
some, maybe you have some. One of 
ours is: How can we best help you? 


Well, we have a group of representa- 

tives who have spent years learning this 

business, You might like to meet the one in 

your “neck o’ the woods.” He travels everywhere 
—talks to the agent in little Middletown, agents 

in the Big Towns, too. He learns what they’ve done 
to improve their advertising, modernize accounting, 
simplify follow-ups, sell those procrastinating prospects. 
This Dubuque F & M man has one purpose: To talk 
over problems and exchange ideas with you. Perhaps 
you can apply some of his findings to your own 
activities. Write us— we'll introduce him to you. 
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Sales Slants—Continued 


samples of their advertising and 
their competitors’, notes of ideas of 
your own that might be of interest, 
clippings about promotions, new 
products, 

When this has been done, you 
come to step three. Here you plan 
your opening call on the prospect. 
Arrange your story to apply to your 
prospect’s situation; use the file 
folder to develop one idea sure to 
claim his attention ; and be prepared 
to adapt your presentation to his 
leads as the conversation progresses. 

Now, you’re ready to make an in- 
telligent opening call. 

Reprinted by permission from Printing Mag- 


azine, the monthly news and management jour- 
nal of the graphic arts. 


ADVERTISING COMPETITION 


STRONG APPEAL for agents, 

brokers and local boards to par- 
ticipate in the “best use of advertis- 
ing” competition of the Insurance 
Advertising Conference has been 
made by Dwight Ely, Ohio Farmers, 
chairman of the 1954 awards com- 
mittee. The deadline for entries is 
March | and the exhibits will be 
measured by how adequately the 
agent or broker put his advertising 
to work rather than for technical 
quality. Entries should be attrac- 
tively prepared and indicate what 
was to be accomplished—larger vol- 
ume, more customers, more insur- 
ance from present policyholders, 
greater production of preferred 
classes, publicity for the agency, 
prestige in the community, etc. 


UNEARNED PREMIUM RULE 


HE PENNSYLVANIA INSURANCE 
Department’s July 21, 1953 
notice to domestic mutual insurance 
companies to comply with the at- 
torney general’s formal opinion (No. 
638) beginning January 1, 1954, 
has been suspended. Twelve mutual 
carriers secured a preliminary in- 
junction which will restrain the De- 
partment from requiring domestic 
mutual fire insurance companies to 
maintain unearned premium reserves 
and file rates for approval in connec- 
tion with fire, theft and collision 
coverage on motor vehicles and on 
casualty business. 
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SHOW YOUR CLIENTS 


- - - how to reduce their premiums 
- - - and your potential losses .. . 
through the right fire prevention 
and safety equipment! 








what safety and main- 


tenance products to use 
when to use them 


who makes them 


am the é | P where to buy them 
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© COMPLETE + CONCISE 
@ ACCURATE « UNBIASED 


cod he war ant on BESTS SAFETY & MAIVPEVAVCE DIRECTOR) 


in existence! 


AN EXTRA SERVICE FOR YOUR TARGET ACCOUNTS 
--- @ genuine investment in service and good will... 


Provide copies of the DIRECTORY imprinted with your 
name to the key men in the plants you insure... 
PLANT FOREMEN 

SUPERVISORS Single Copy—$5.00 
PURCHASING AGENTS (Quantity prices on request) 
INDUSTRIAL MEDICAL PERSONNEL 
Simplify their problems . . . make it easy for them to 


select safety equipment which will decrease their accidents 
and your losses, 
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As never before... 


Today we are all aware of the disastrous and far- 
reaching effects of a major industrial fire. Owners .. . 


management... employees ... customers . . . almost 


every one suffers, in one way or another, when a serious 
fire strikes. 


Could it happen to your plant? Now is the time to take a 
long, close look at your plant’s fire protection measures. 
Remember, the local fire protection ordinances normally 
only set minimum standards. Compliance with these ordi- 
nances is no guarantee of fully adequate firesafety. 

One way to be absolutely sure of the efficiency of your 
plant’s fire protection facilities is to call in an expert C-O- 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Bullt-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Built-in Smoke and Heat Fire Detecting Systems 





TWO Fire Protection Engineer. He is ready and willing to 
help you with any or all industrial fire hazard problems. 

There is a personal sense of responsibility inherent with 
C-O-TWO Fire Protection Engineers that assures you of 
fully adequate firesafety ...a definite plus in your behalf. 
Whether it’s fire detecting or fire extinguishing . . . portables 
or built-in systems ...C-O-TWO means top quality backed 
by experienced engineering that results in operating su- 
periority for you at all times. 


WHEN BUSINESS STOPS...INCOME STOPS! 
Don’t take chances with your investment. Secure the bene- 
fits of highly efficient fire protection engineering today ... 
our extensive experience over the years is at your disposal 
without obligation. Get the facts now! 


C-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 


C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 
Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 





SAFETY IN INDUSTRY © IN TRANSPORTATION © IN THE HOME 


WHITE COLLAR CROOKS 


HAT check you cashed yes- 

terday was one of the more 

than sixty million cashed by 
Americans every banking day of the 
year. And if you are not careful, 
that check you write tomorrow may 
wind up in the hands of a fast grow- 
ing band of “check artists’’—the 
check raisers, forgers, and counter- 
feiters. 

Recruitment to the ranks of these 
skilled practitioners of ‘‘white collar 
larceny” has more than kept pace 
with the phenomenal growth in the 
use of checks throughout the United 
States. This fact is vouched for by 
the Todd Company which, since 
1899, has been manufacturing check 
writing equipment to combat the 
check crook menace. It was at this 
time that George W. and Libanus 
M. Todd, founders of the firm, de- 
veloped their first mechanical check 
writer 

In America $150 is handled in 
checks for every dollar in cash. 
Checking accounts for the man in the 
street have become commonplace 
only since World War II, but today 
the number of checks written and 
cashed is four times the 1939 total. 

Along with this tremendous up- 
surge in the use of checks has come 
an ever-increasing number of crooks 
seeking easy money through forgery 
and counterfeiting. Check fraud is 
now the fastest growing crime in 
the country. Latest estimates indi- 
cate that check artists take the Amer- 
ican public for more than $400,000,- 
000 a year, a sum greater than the 
annual loss through fire. 

It is a mistake—and it can be a 
costly one to assume that you have to 
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be “big business” to become a target 
for check swindlers. A high pro 
portion of check frauds are perpe- 
trated on comparatively small ac- 
counts. People of modest means are 
as likely to be victimized as the 
wealthy, partly because checks for 
small amounts seem to warrant less 
scrutiny than those for large sums. 


swindling. The check itself, and the 
signature (which most often comes 
in for the closest scrutiny when the 
check is cashed), are both genuine. 
furthermore, the problem of prov- 
ing that the check was raised rests 
with the person who drew the check. 

There is a classic example of a 
Chicago contractor, whose check was 


George W. Adlam, manager of the Todd Company's insurance department and veteran 
check detective. Here he examines a collection of checks on which payment was stopped. 


There are six principal types of 
check fraud: 
1. Altering the payee name 
2. Raising the amount 
3. Altering the date 
4. Counterfeiting existing checks 
5. Concocting fictitious checks 
6. Forging signatures, either of the 
drawer or endorser. 

Check raising is, for the victim, 
one of the most dangerous forms of 


raised from $27 to $27,000, who him 
self was suspected of the crime. It 
took him many years to prove his 
innocence, by which time both his 
health and his business were ruined. 

He became so distressed that, in 
the final act of the tragedy, he shot 
and killed his wife, his young son, 
and himself. 

Many check raisers obtain the raw 
material of their craft by stealing 


77 





Loss Control—Continued 


checks. Guard your mailbox—check 
crooks will not only steal your checks 
but your bank statements and can- 
celed checks so that they can learn 
how your bank account stands and 
how you draw your checks and sign 
your name, The Todd Company has 
cut down this fruitful avenue for 
crooks through the production of 
non-alterable checks which flash the 
word “Void” the instant an attempt 
at alteration is made using ink eradi- 
cator. 

Your check book, too, is valuable. 
A swindler can quickly turn it into 
cash. Only recently, a maid in St. 
Louis stole blank checks from her 
employers, forged their signatures, 








MEN of VIRGINIA | 


Vision 





VE 
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Woodeutilion, 


Twenty-seventh president, 
he led his nation to victory in 
a war to make the world 
“safe for democracy.” Bril- 
liant student of government, 
Wilson envisioned the ultimate 
peace of the world through 
the League of Nations. 


Likewise, because of vision 
the men of the Life of Vir- 
ginia see better things for 
themselves, their policyown- 
ers and their company in the 
broader ownership of life in- 
surance. 


And through this motivation 
they set last year a new rec- 
ord of life insurance sold by 
this 82-year-old company. 


THE LIFE ~~ 
i OF VIRGINIA 


RICHMOND + ESTABLISHED 1871 
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and used stolen charge account cards 
as identification in cashing the 
checks. Her employers were “too 
busy” to check their bank statements 
and were $3,000 poorer before the 
forger was unmasked. 


Altering the Name 


Altering the payee name was a 
ruse often used by one Jacob Sack- 
stein. Though so crippled by arth- 
ritis that he could barely write, he 
succeeded in clipping banks for close 
to $25,000. He would grab letters 
from the piles stacked on mail boxes 
in the lobbies of busy office buildings 
during the late afternoon rush and 
alter the names on checks secured in 
this way. Morgan Barber Co., for 
instance, became Morgan Barberes 
Cole. Theo. Browne Pharmacy be- 
came Theo. Browne Bhasmacgo. 
Some of the names he chose came 
right out of Dickens and W. C. 
Fields—Appleton R. Coxbetner (nee 
Apple and Company ) for example. 

The Sackstein case also demon- 
strates the necessity of demanding 
adequate identification before cash- 
ing checks for strangers. Sackstein 
took out fishing licenses in the name 
of the payee on his stolen checks and 
used these for identification. He 
even succeeded in pulling this stunt 
three times in the same bank on the 
same day, using three different li- 
censes ! 


Date Alterations 


Date alterations have been used to 
cash “stopped” checks. One check, 
originally drawn in 1946 and on 
which payment was stopped, was 
successfully cashed in 1949 after al- 
teration of a single figure. 

Counterfeiting calls for the skill- 
ful production of reasonably exact 
replicas of actual checks. It is one 
of the few types of check fraud call- 
ing for more than a minimum 
of equipment. So-called “safety” 
papers can be purchased on the open 
market to match actual checks and 
the counterfeiter then prints, or 
draws by hand, phonies which are 
often so perfect as to be indistin- 
guishable from the originals. 

Some counterfeiters create origi- 
nal checks of their own. They may 
use the name of a legitimate bank or 
business firm though the checks may 





TIPS ON CASHING CHECKS 


1. Don't be afraid to ask questions and 
don't let the check passer hurry you. 
2. Never cash a check for a stranger 
without positive identification. Auto 
licenses and Social Security cards are 
inadequate. 

3. Don't cash checks that show signs 
of alteration. 

4. Always demand that the check be 
endorsed in your presence. 

5. Investigate thoroughly if you are 
asked to cash a check ouside of busi- 
ness hours or on Sunday. 

6. Beware of out-of-town checks. 

7. Make sure the check is the check 
of an existing concern and is drawn 
on an actual bank. 

8. Be just as careful about cashing 
what appears to be a bank cashier's 
or certified check as you would about 
@ personal check. 

9. Beware the customer who offers 
a check for considerably more than 
the amount of the purchase. 

10. Do not endorse a check for a 
person unless he is well known to you 
and you know he is responsible. 

11. Don't cash checks for juveniles. 
12. If a bank book is offered as identi- 
fication—phone the bank. 











bear no resemblance to the real 
checks of those concerns. Some- 
times, however, the whole thing may 
be completely fictitious. Checks 
have been drawn—and cashed—on 
non-existent banks, signed with im- 
aginary names. An unsuspecting de- 
partment store in Memphis, Tenn., 
cashed a check drawn on “The East 
Bank of the Mississippi,” and one 
confident swindler signed her checks 
“E. Normous Wealth.” 


Some forgers are so adept that 
even the person whose signature has 
been forged is unable to pick out the 
forgery. One forger was so skillful 
that government experts could not 
identify the forgeries and refused to 
exhibit them in court least they con- 
fuse the jury. 


He Stole Bills 


A forger with an unusual angle 
was Solomon Bernard Heiman, who 
began his operation by stealing, of all 
things—bills! Then he forged 
checks to pay the bills. The checks 
were always in excess of the amount 
of the bills and for five years he 
lived off the change from his forged 
checks. Using large checks to cover 
small payments is a common practice 
among check swindlers. Beware the 
stranger who makes a small purchase 


(Continued on page 82) 
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MONTHLY FIRE 
LOSSES 


Fs LOSSES IN THE UNITED 
STATES during 1953 reached an 
all-time high for the third consecu- 
tive year, totaling an estimated 
$903,400,000, according to the Na- 
tional Board of Fire Underwriters. 
These losses were 15.1% more than 
for 1952 and 23.5% higher than in 
1951. Estimated fire losses in De- 
cember 1953 reached $83,440,000 
which was 22.6% higher than in 
November 1953, and 12.6% % greater 
than for December, 1952. 

These estimated losses include an 
allowance for uninsured and unre- 
ported losses. 


1952 1953 
$74,155,000 $76,659,000 
69,925,000 72,706,000 
72,254,000 83,471,000 
67,380,000 67,362,000 
62,354,000 64,239,000 
58,585,000 67,644,000 
61,675,000 74,938,000 
56,462,000 107,713,000 
58,949,000 68,613,000 
63,958,000 68,551,000 
65,129,000 68,064,000 
74,127,000 83,440,000 


$784,953,000 $903,400,000 


January 
February ... 


August 
September .. 
October 
November .. 
December ... 
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Losses by Years 


1944 $423,538,000 1948 $711,114,000 
1945 455,329,000 1949 667,536,000 
1946 561,487,000 1950 688,460,000 
1947 692,635,000 1951 731,405,000 


MOTOR VEHICLE 
DEATHS 


1952 1953 
2,660 2,900 
2,610 
2,700 
2,640 


ES 


S388 


September 
October 
November 


we tw a Co Co WIND 


ES 
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Eleven Months .. % 760 
December 3,540 


ACCIDENTAL 
DEATHS 


Eleven Months 
1953 1952 
85,200 86,600 
34,380 34,280 
15,500 15,600 
24,500 25,800 
13,500 13,700 


* The total for all types does not equal the sum 
of the four succeeding totals because deaths 
from occupational-motor-vehicle accidents are 
included in the figures under both headings. 


ALL TYPES*. 
Motor vehicle... 
Other public .. 
Home 

Occupational .. 





Jt doasnt happen. vow, off... 


...in fact, it’s quite unusual. 


Almost as unusual as finding an insured 


with the PROPER amount of insurance. 


Are you writing and renewing 
insurance-TO-VALUE? 


ROYAL: LIVERPOOL 
C y Guscednee Croup 3, 


CASUALTY FIRE® MARINE - SURETY 
150 witiam ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY, LTD. « IME (1 ROG & ONOON & GLOBE meu COMPANY LTD. © ROYAL INDEMNITY COMPANT 
GLOBE INDEMNITY COMPANY » QUEEN INSURANCE COMPANY OF GPEWARK INSURANCE COMPANY © STAR INSURANCE 
COMPANY OF AMERICA © AMERICAN AND F THE BRITISH & FOREIGN MARINE INSURANCE 
COMPANY LID. © THAMES & MERSEY MARINE 





"BACK HOME DRIVER" 
AWARDS 

RECOGNIZING THE IMPORTANCE 
of a driver’s home surroundings, 
Markel Service, Inc., has inaugu- 
rated a system of awards for wives 
of truck and bus drivers who go 
five years or more without having 
a chargeable accident. The ladies 
will receive bracelets and certificates 
of membership in a “Back Home 
Driver” group. Markel recommends 
to the wives: (1) Never argue with 
your husband before he goes to 
work ; settle all problems before re- 
tiring at night; (2) See that he gets 
plenty of rest, a good breakfast, and 
leaves the house in a good frame of 
mind. Following these rules, the 
company has discovered, results in 
fewer accidents on the road, 


LOST TWO DAYS' TIME 


WE WERE WRECKING a 3-story build- 
ing in Wausau, and me and Tony 
was cleaning up the stuff what the 
wreck-man tore out—plaster, laths, 
bricks and stuff. We had rigged up 
a working platform on the 3rd floor 
with a barrel hoist to take the stuff 
down. I would haul up an empty 
barrel to the working platform and 
tie the line with a kind of a slip 
knot. Then I would climb down 
again, untie the line and let the 
stuff down. It worked fine until 
this time, I guess I put too many 
bricks in. When I untied the line, 
I found the barrel was heavier than 
I was, and when the barrel started 
down I started up. 

I thought of letting go but by 
that time I was so far up I thought 
it would be safer to hang on. Half- 
way up the barrel she hit me on 
the shoulder pretty hard, but I still 
hang on. I was going pretty fast at 
the top, and bumped my head. My 
fingers she got pinched in the pulley 
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block. Just then the barrel she hit 
the ground and the bottom fall out. 
All the brick fall out too. I was 
then heavier than the barrel and 
started down again. I went down 
until I met the barrel, she go much 
faster than before. It take all the 
skin off my shins. I guess I land 
pretty hard on the pile of bricks 
because at that time I lost my, what 
you say, presence of mind, and let 
go the line, and the barrel she come 
down and hit me on the head. The 
doctor would not let me go back 
to work until September 16, which 
made me lose two days time, which 
I do not think was too much under 
the circumstances. 

Argonne 


National Laboratory Newsletter 


$14,000 SAVING 


A FIRE IN A FOOD LOCKER PLANT in 
Arizona caused structural damage 
to building and machinery. A_por- 
tion of roof structure was burned en- 
tirely away, down to the insulated 
ceiling of refrigerated rooms. Be- 
cause the fire smoldered for approxi- 
mately nine hours before burning 
through to air, the meat and poultry 
in custody for’ four-hundred 
seventy-one individual customers 
was exposed to heavy smoke as 
well as hose-water damage. 

Immediately following the fire 
Airkem’s Smoke Odor Service was 
called upon. For forty-eight hours, 
they worked with their special 
equipment, fogging the smoke-per- 
meated plant and foodstuffs. 

The adjuster, Lyle Adjustment 
Co., reports that loss to building and 
machinery was set at $12,211.09 and 
the claim paid. Inventory of food- 
stuffs was valued at $16,003. Four- 
teen claims were paid for partial or 
total loss from fire. And, for the 
remaining four-hundred fifty-seven 
lockers full of fresh meat and poultry 
exposed to heavy smoke, not one 
single claim was entered. 


PERIL OF , 
ONE-FINGER DRIVERS 


POWER STEERING is “another false 
step” in the trend toward mak- 
ing driving almost effortless, Paul 
H. Blaisdell, public safety director 
of the Association of Casualty and 
Surety Companies, told the Na- 
tional Safety Congress. ‘‘Pamper- 
ing” of drivers with mechanical 
marvels, he contended, has outdis- 
tanced the motorist’s mental adjust- 
ment to their reasonable and pru- 
dent use, with the result that driver 
responsibility has deteriorated and 
the accident situation has steadily 
worsened. “All we need to bring 
the accident record to an unsur- 
passed level is a few more drivers of 
huge horsepower cars on a seventy- 
mile-an-hour turnpike negotiating 
traffic with one finger on the wheel,” 
he warned. Mr. Blaisdell criticized 
automobile manufacturers, 
sory makers and oil companies alike 
for fostering “an atomic age driver 
psychology” of more speed and more 
gadgets. He termed “the maddest 
contest of the mid-century” the 
motor manufacturers’ “race for who 
can tuck the most power under the 
hood.’ 


acces- 


DOCTORS STUDY TRAFFIC 
PROBLEMS 


MEMBERS OF THE American Med- 
ical Association indicated their con- 
cern with the ever-increasing toll 
of traffic accidents by giving it a 
prominent spot on the program of 
their seventh annual Clinical Session 
held in St. Louis. A special exhibit 
symposium on traffic problems was 
presented with physicians, the Na- 
tional Safety Council and police de- 
partment representatives participat- 
ing. 
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HAVE YOU DISCOVERED THIS 
PROVEN PUBLIC RELATIONS AID? 


Airkem SOS Gets Rid 
of Smoke Odors Fast— And For Good! 


7 
or CORP’ sevice 
nn 3° ses & 
nem en BUFO gnome 


6 WEe OS eaty yy 
onsen 


Policyholders appreciate the fast, permanent removal of smoke 
odors ... as this typical letter shows. And here's what calling in 
Airkem does for you: 


Letting the Airkem specialists remove smoke 
odors immediately after the fire strengthens good 
relations between client and company. Expensive 
inventories are conserved, fast reoccupancy is 
facilitated, and your valued customers feel, with 
good reason, that they are receiving special con- 
sideration from you and your companies. 


Equally important, your policyholders spread the 
good word about the fine, extra service your 
companies provide. And this is the kind of public 
relations talk money can’t buy! 


Can you recommend Airkem’s Smoke Odor Serv- 
ice with confidence? Most leading fire insurance 


AIRKEM, INC. 
241 EAST 44TH STREET 


& 
Smoke Odor Service wr or 


companies endorse Airkem SOS. Yours are prob- 
ably among them. 


There’s a representative of Airkem’s nationwide 
organization in your area—ready to serve your 
policyholders at any hour of the day or night. Call 
him now for full details. Or mail this coupon today. 


| For more information about Airkem's Smoke Odor | 
| Service, fill in and mail to: 


| 
| Airkem, Inc., 241 E. 44th St., New York 17,N.Y. | 


C) Please send me the 1954 directory of Airkem SOS 
representatives. 


| 
| [] Please send Case History Reports of interesting 
| Airkem SOS Applications. 
1 


| Name tts 





| Company 
; Address___ — 
| City. Zone State 
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and offers a check for considerably 
more. 

Forgery, though on the increase 
today, is not new, according to the 
Todd Company. It was one of the 
greatest perils of early banking and 
in 19th century England hanging 
was the penalty on conviction of 
forging a single note. In 1817, the 
sank of England prosecuted no less 
than 142 forgers, but repeated hang- 
ings failed to stem the tide. 

The very earliest checks, on the 
other hand, were, if not the most 
convenient, perhaps the most for- 
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NEW YORK 


American Equitable Assurance Company of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company of 
New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds 


Inc. 
MANAGER 


92 William Street, New York 38, N. Y. 


osses paid exceed Three Hundred Fifty Million Dollarsau= 


gery-proof of all time. They were 
the tablets of ancient Egypt, fash- 
ioned from baked clay. 

The origin of checks as we know 
them today is uncertain, but they 
probably began with the Bills of 
Exchange used by Lombardy mer- 
chants of the 14th century to avoid 
the hazards of transporting gold. 
The word itself is said to derive from 
the serial numbers used as a “check” 
or means of verification. 

By 1880, checks were in wide 
enough use to offer an attractive tar- 
get to criminals seeking easy money 
without the physical risk involved in 
burglary or armed robbery. Gangs 






































of specially skilled artists achieved 
nationwide notoriety and their large- 
scale operations almost threatened 
the whole check system. Their in- 
genuity was limitless, the opportuni- 
ties ready-made and when the stakes 
were high enough, there was no 
limit to their painstaking and dar- 
ing. 


Assembly-line Methods 


Check raising gangs flourished on 
an assembly-line basis. There were 
“captains” who purchased small 
bank drafts and passed them along 
to the “scratchers,” the artists who 
raised the drafts, often to thousands 
of times their actual value. “Middle- 
men” acted as go-betweens so that 
in many cases the crooks never knew 
other members of their gang. The 
“presenters” were the brazen opera- 
tors who walked boldly into banks 
and presented the raised checks for 
payment. 


Among the leading check artists 
was Alonzo James Whiteman—“Jim 
the Penman’”—described by the 
Pinkerton Detective Agency as “be- 
yond all doubt the ablest criminal in 
the U. S.” He went through an 
inherited fortune, amassed—appar- 
ently legally—a fortune of his own, 
served as Minnesota state senator, 
received an honorary degree from 
Hamilton College, and was almost 
elected to its board of trustees. 


High Confidence 


Whiteman perpetrated many mag- 
nificent swindles which netted him 
more than a million dollars. His 
most outstanding case involved a 
haul of a mere $580 from a New 
York bank. Cunning enough to se- 
cure his acquittal, he then had the 
audacity to sue the bank for false 
arrest and they were obliged to set- 
tle for an additional $3,000. White- 
man’s confidence ran so high that on 
one occasion, having spoiled a bank 
draft while attempting to alter it, he 
deliberately burned part of the draft 
and returned it to the bank for re- 
demption. 


Arrested forty-three times, in- 
dicted twenty-seven, convicted and 
sentenced eleven, Whiteman spent 
only twelve months in jail at the 
time of his final arrest in St. Louis in 
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1904. At Auburn prison he taught in 
the prison school—until it was dis- 
covered that he was teaching for- 
gery! 


Early Protection 


Early attempts at protecting 
checks included perforating figures 
in tiny holes, but this was not too 
successful. What had been punched 
out, could be replaced. Charley 
Becker, “the prince of forgers,” for 
example, bought a draft for $12 
which the issuing clerk sought to 
make safe by punching “$12$” in the 
top corners of the draft. Becker 
chewed paper to make it soft, re- 
stuffed the holes, washed off the 
written “twelve dollars,” substituted 
his own figures and came up with a 
nice looking draft for $22,000. 

Libanus M. Todd and George W. 
Todd licked the problem with their 
Protectograph which macerated the 
amount into the paper with indelible 
ink. In this way, the figures became 
a part of the paper and could not 
be removed or altered. Modern vari- 
ations of this early machine now 
protect up to 1,500 checks an hour. 


Never Counterfeited 


Development of a genuine safety 
paper, known as Protod Greenbac, 
came later. The paper can not be 
bought except in final check form 
and it has never been successfully 
counterfeited. A rash of hidden 
“voids” appear as soon as chemical 
eradicator is applied. 

Although the check protection in- 
dustry has closed most of the loop- 
holes, opportunities for check fraud 
still exist. Perfect protection still 
depends on the care exercised by 
check users. Checks must be drawn 
carefully and cashed prudently. You 
can’t tell a check crook at sight—a 
respected mother of three children 
cashed $10,000 worth of stolen 
checks: a minister forged $40,000 
worth. 

Cashing bad checks is not a skilled 
job, nor is it as physically dangerous 
as some other forms of crime. A 
psychological knowledge of the in- 
nate carelessness of the average per- 
son, so far as checks is concerned 
is the main requisite of the check 
swindler, It’s your money and only 
you can foil the check crook. 
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FIRE SAFETY 


A DHERENCE TO FIVE FUNDAMEN- 


TAL principles would have 
avoided every major industrial fire 
in the United States according to 
W. K. Ousley, vice president of the 
Boston Manufacturers Mutual Fire 
Insurance Company. He listed the 
five rules for the Society of Auto- 
motive Engineers as follows: (1) 
Use safe construction, (2) install a 
complete automatic sprinkler sys- 
tem, (3) provide ample water sup- 
ply, (4) organize, educate and drill 
employees in fire prevention and (5) 
induce management to take an active 
part in making the entire organiza- 
tion fire-safety-conscious. 


ARE YOU COVERED? 


HIs is the title of a short feature 
We cetids in the January issue of 
The American Home magazine 
commenting on coverage available 
under fire and extended coverage 
policies. It may well raise questions 
and even claims from some policy- 
holders. Of particular interest to 
producers is the closing paragraph: 
“A talk with a reputable local agent 
or broker will help answer any ques- 
tions you have about your policy. 
It is important that you consult him 
whenever you have any loss or un- 
certain insurance problem of any 


kind.” 
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The auto in 


A tanker approached port in La Guaira. Suddenly, a 
seaman trained his binoculars on a strange object in 
the water. Then he cried: 


“‘Automobile off the starboard bow!” 


The crew doubted his sanity, until they reached the 
rail — just in time to see an American-made car sink 
to the bottom. 


The explanation came quickly as they docked. A flood 
had swept La Guaira, carrying the auto out to sea! 


But to the American owner of the car, the loss was 
only temporary. In short order, he collected enough 
money to arrange for delivery of a brand new car to 
Venezuela. He had insurance protection through Ameri- 
can International Underwriters, handled through a 
broker in Miami! 


AIU provides overseas protection for American people 
and businesses all over the world. And they provide 
new profits for brokers and agents from New York to 
California! 

Handling foreign risks is a complex business — but 
not for you. Simply bring the facts to AIU. Experts 
will prepare comprehensive insurance for any country 
in the world. Policies will be written in familiar contract 
terms, Claims will be handled on the spot. Payment will 
be prompt, and in the same currency as the premium. 


This foreign risk business exists in your own com- 
munity. Find it — profit from it! 
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Remember, you don’t have to be an expert to handle 
foreign risks. Take them to AIU—and AIU is your 
expert. For full information and literature, write to 
Dept. B of the AIU office nearest you. 


American 
International 


Sacy \% 
Z 
% 


Underwriters 


New York 5, N. Y. 
Boston 9, Mass. 
Washington 6, D. C. 
Atlanta 3, Ga. 
Detroit 26, Mich. 
Chicago 4, Illinois 
Dallas 1, Texas 
Houston 2, Texas 
San Francisco 4, Calif. 
Los Angeles 17, Calif. 
Seattle 1, Wash. 


102 Maiden Lane 

148 State Street 

312 Barr Building 

307 Candler Building 
Free Press Building 
208 So. La Salle Street 
801 Corrigan Tower 
1619 Melrose Building 
206 Sansome Street 
612 So. Flower Street 
811-814 White Building 
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TAX PROBLEMS OF AGENTS, II 


HANGE from a sole propri- 

etorship or partnership to the 

corporate form of agency in- 
volves many considerations. There 
may be many reasons why such a 
transformation is desirable, such as 
ease of management, insulation 
from personal liability, credit con- 
sideration, continuity under various 
contingencies, etc. Whether such 
change is advisable, tax-wise, must 
also be considered. Whether the cor-, 
porate form of operation is prefer- 
able from a purely tax-saving ap- 
proach can be ascertained only by 
careful comparison of the tax status 
of the corporate and unincorporated 
form of doing business, and explor- 
ing some of the problems which will 
be created by such a change. 


A Separate Entity 


Preliminarily it should be noted 
that a corporation is a taxable entity 
separate and distinct from the stock- 
holders, whereas a partnership is 
not considered a separate taxable 
entity apart from the individual 
partners. In other words, partners 
are taxed on all profits of the partner- 
ship whether or not distributed as 
contrasted with stockholders who are 
usually taxed only to the extent of 
corporate distributions in the form 
of dividends, salaries, bonuses, or 
Different tax rate 
schedules also apply to the two forms 
of doing business, and the excess 


commissions. 
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profits tax, when applicable, has 
traditionally been imposed only on 
corporations, not on individuals or 
a partnership. 

However, it would be a mistake to 
merely look at the arithmetic of the 
situation in deciding whether the 
corporate form is preferable. One 
must also consider the penalty pro- 


One must consider many things 


visions for unreasonable accumula- 
tion of surplus, state and local corpo- 
rate taxes, unemployment and Social 
Security taxes, the fact that some of 
the saving would be dissipated in 
the event of a complete liquidation, 
etc, 

Assume, however, that after con- 
sidering all these business and tax 
factors it is decided to incorporate. 


What are some of the collateral 
problems which must be considered 
prior to actual incorporation ? These 
should be considered: 

(1) Whether the transfer of assets 
is taxable or tax-free. 

(2) Whether the transfer should be 
made by the partners in their indi- 
vidual capacity. 

(3) Whether all assets should be 
transferred or only a part. 

(4) Whether the partnership should 
be continued, at least temporarily, 
for various reasons. 


To Avoid Taxation 


The transforming of the partner 
ship or sole proprietorship into a 
corporation, or the creation of a 
corporation in the first instance by 
two or more individuals, can ordi 
narily be accomplished tax-free by 
complying with Section 112(b) (5) 
of the Internal Revenue Code. To 
comply, it is necessary that the sole 
proprietorship or partnership or 
partners own at least 80% of the out- 
standing common stock and of all 
the other classes of stock of the new 
corporation ; and the stock of each or 
long term securities issued must rep 
resent substantially an equivalent in 
assets including cash. In other words, 
the securities received must be sub 
stantially in the same proportion as 
the assets and cash exchanged. Since 
capital is usually not too important in 


(Continued on the next page) 
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Tax Problems of Agents—Continued 


the operation of an insurance agency, 
care should be exercised in so ex- 
changing assets for corporate secu- 
rities so that there is no needless 
creation of tax liability at the time 
of incorporation. 

For example, assume A and B 
initially contributed $20,000 each to 
a partnership, but under the terms 
of the partnership agreement A re- 
ceives 75% of the profits and B 


25%. In this situation, in order to 
be assured of a tax-free incorpora- 
tion, stock would have to be distrib- 
uted equally to each partner, Each 
would, contrary to the intention, be 
sharing equally in the corporate 
profits in excess of salaries and other 
expenses. 

To offset this objection, suppose 
after the incorporation B transferred 
part of his stock to A so that A held 
75% of the stock and B only 25%. 
In one case it was decided that this 





‘We're making money the easy way 
writing Prudential LIFE...” 


says Milton Gaynor, President, Gaynor-Gordon, Inc., general 
insurance agency at 1224 Washington Avenue, Miami Beach, Florida. 


, i ; i ice- i d president, respec- 
Jack Gordon (left) and Milton Gaynor (right), vice president an 
tively, of Gaynor-Gordon Inc., discuss their recent Life sales with Prudential Division 
Manager J. Rodney Haney, CLU, (center). 


“Frankly,” continues Mr. Gaynor, “it’s 
the only time we've ever profited from 
another man’s labors—but that’s how 
it’s been working through Prudential’s 
Life Department Plan. A Prudential 
expert helps us follow up our Life leads, 
helps us sell... and we get full com- 
missions, Our clients really appreciate 
the complete insurance service we now 
offer. And we're mighty well pleased 


CLIP AND MAIL TODAY 


THE PRUDENTIAL, NEWARK 1, N. J. 


TO: BROKERAGE SERVICE ° 


with all the extra income this arrange- 
ment is bringing in.” 

Improve your service 
Increase your sales 

Earn more with... 
PRUDENTIAL LIFE 
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transfer did not destroy the tax- 
free nature of the incorporation. The 
case is probably a dangerous prece- 
dent, however, since the Commis- 
sioner argued it was tax-free, where- 
as the taxpayer wanted a taxable 
loss recognized, Perhaps the Com- 
missioner would argue the other way 
in a case involving gain. The better 
procedure would be to have the per- 
centage of profits differential ad- 
justed through a_ profit-sharing 
agreement rather than to adjust the 
stock as between the partners. 
3efore incorporation considera- 
tion should also be given to the 
method of accounting employed by 
the expiring business. If the part- 
nership is on the accrual basis of 
accounting, it is usually advisable 
to keep the partnership alive if 
there are any contingent liabilities 
outstanding. Incurred _ liabilities 
may be assumed and deducted by 
the corporation, but if the corpora- 
tion ultimately pays contingent ob- 
ligations they must be capitalized 
with the result that neither the part- 
nership nor the corporation has the 
benefit of a tax deduction. No doubt 
sufficient assets should be retained 
to discharge such obligations. Sim- 
ilarly if on the cash basis liabilities 
should be paid off first in order to 
preserve the deduction, rather than 
be forced to capitalize if paid by the 
corporation. In other words, a cur- 
rent deduction is usually more bene- 
ficial than a future capitalization. 
Also accrued corporate expenses 
not discharged by payment within 
two and one-half months after the 
corporation’s taxable year may not 
be deducted when the creditor-re- 
cipient is on the cash rather than 
the accrual method of accounting. 


Timing is Important 


The timing of the actual incor- 
poration is also important. This is 
especially true in recent years in 
view of the carryback system. For 
example, assume a profitable year 
followed by a loss during the first 
six months with anticipated profits 
during the balance of the year. It 
may be advantageous to incorporate 
as of June 30 which enables the 
partners to utilize the loss in re- 
couping taxes paid by them as in- 
dividual taxpayers. Or, even if 
continued profits are anticipated 


Best’s Fire and Casualty News 





with no current losses, it is often 
beneficial to incorporate during the 
year rather than at year end so as 
to divide income among more tax- 
payers. Such a change will also 
normally reduce the corporate in- 
come tax for its first fiscal year. 


Recouping the Investment 


Another problem that must be 
faced at the outset is the proposition 
that once having distributed money 
or property to a corporation in ex- 
change for stock, it is extremely 
difficult to get it back without pay- 
ing a tax. This problem is acute 
only in the larger agency opera- 
tions. It is not uncommon for a 
business man to try to recoup his 
investment before he considers that 
he has made a profit, but the tax 
laws specify that all corporate dis- 
tributions are considered taxable 
profits to the extent of earnings, 
and it is not possible to avoid this 
result by designating a distribution 
as being paid out of contributed 
surplus or capital. Nor is it possi- 
ble, with limited exception, to re- 
acquire capital funds through a 
partial redemption of stock since 
the tax law treats such a redemp- 
tion as essentially equivalent to a 
dividend to the extent of accumu- 
lated earnings. At the present time, 
the only sure way the capital in- 
vestment can be recouped without 
regular income tax liability is by a 
complete or bona fide partial liqui- 
dation of the corporation, in which 
event the transaction is treated as a 
sale or exchange on the part of the 
stockholder, who thus becomes en- 
titled to capital gain or loss treat- 
ment. 

We have now reached the step 
of actual incorporation, i.e., the 
transfer of funds or other assets to 
the corporation in exchange for 
stock. In the case of smaller agen- 
cies, this problem is secondary since 
capital is not a vital factor in the 
average insurance agency. How- 
ever, in the larger agencies, having 
numerous partners, consideration 
should be given to the method of 
advancing funds to the corporation, 
whether as capital or loans. Be- 
cause of the rather obvious tax ad- 
vantage of lending rather than in- 
vesting in a corporation, there has 
developed in recent years a tend- 
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ency to undercapitalize a new closely 
held corporation by issuing a mini- 
mum of stock and then lending ad- 
ditional sums to the corporation, or 
at the outset issuing both stock and 
bonds. This process is popularly 
known as a “thin” incorporation. 

The advantages of a “thin” in- 
corporation are, threefold: 

(1) Interest is payable on the 
obligations of the corporation, 
which, although taxable the same 
as cividends in the hands of the 


stockholder-creditor, is deductible 
by the corporation whereas under 
existing law dividends are not. 
Therefore, it is always more advan- 
tageous taxwise for the corpora- 
tion to pay interest rather than 
dividends. 

(2) Loans must be repaid by the 
corporation, so that the creditor 
gets back his money during the 
corporate existence, i.e., it is not 
necessary to liquidate to recoup the 


(Continued on the next paae) 


87 











or more than 100 
FS... the trade mark 
of the "Hanover Fire" 
has been emblematic of 
unquestioned security to 
policyholders and a 
pledge of service to pro- 
ducers. It is a guarantee 
of strength and depend- 
ability—it is indicative 
of a spirit of fair dealing 
and friendly 
tion. 
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Tax Problems of Agents—Continued 


capital funds advanced. Further, no 
income tax results upon repayment 
as would be the case upon liquida- 
tion of the corporation and surren- 
der of the outstanding stock for 
cancellation. Also, the mere exist- 
ence of these corporate obligations 
may constitute a legitimate buffer 
to the imposition of Section 102 of 
the Internal Revenue Code. (Ex- 
cessive accumulation of undistrib- 
uted profits.) 

(3) If loans cannot be repaid, 
then a bad debt deduction may re- 
sult—either non-business in which 
event the creditor sustains a short- 
term capital loss—if a business bad 
debt, a regular deduction is avail- 
able. 


Acceptable Ratio 


Although the “thin” incorpora- 
tion, if successful, will minimize the 
overall tax liability, just how far the 
idea could be pushed is problem- 
atical. The courts are still in the 
process of developing the law of in- 
adequate capitalization. It is clear, 
however, that the ratio of debt to 
investment may not too greatly pre- 
ponderate in favor of debt, al- 
though the Supreme Court has in- 
dicated that a ratio of four to one in 
favor of debt might be acceptable. 
The test is whether a true loan was 
in fact intended, and whether the 
nature of the business warranted a 
preponderance of loan over invest- 
ment. 

If it is decided to make loans, the 
instrument evidencing the loans 
should be a true bond or other writ- 
ten evidence of debt—not a hybrid 
instrument, half debt and half stock. 
There should be an obligation to 
pay a fixed amount of money to 
avoid the possibility of it being 
deemed stock, and the right to in- 
terest should not be contingent upon 
earnings and profits. Further, there 
should be no subordination to other 
creditors, and the instrument should 
not carry voting rights. The most 
significant indication, perhaps, of a 
debt is the presence of a fixed ma- 
turity date, the absence of which 
is characteristic of an investment 
rather than a creditor relationship. 

The Commissioner, of course, is 
aware of the distinct tax advantages 


of a “thin” incorporation, and re- 
cently has introduced with some 
success a new factor in his argu- 
ments before the courts. He argues 
that if loans are made by stock- 
holders at the inception of the cor- 
poration in amounts proportion- 
ately to the actual capital invest- 
ment of such stockholders (the 
amount invested in stock being 
nominal), then such loans should be 
treated as capital investments rather 
than true loans. This argument 
would seem to be especially perti- 
nent to insurance agencies since the 
capital needs are secondary. 

What happens if the loans are 
treated as investments? If this hap- 
pens, the interest payments are 
treated as dividends, and the amounts 
used to retire the debt are treated, 
to the extent of earnings, as divi- 
dends under Section 115(g) of 
the Internal Revenue Code, i.e., 
amounts distributed in redemption 
of stock (the obligations being 
treated as stock) under such cir- 
cumstances as to be essentially equi- 
valent to the distribution of a tax- 
able dividend. 


Shifting Income 


Once the corporation is in op- 
eration, there should be a close 
watch made on ‘the possibility of 
shifting income in order to take 
advantage of tax rate changes, in- 
come brackets and offsetting credits. 
This is especially important where 
subsequent rate reductions are an- 
ticipated. Similarly, deductions may 
be shifted from year to year. In 
fact, a taxpayer usually has much 
greater discretion in timing the in- 
curring of expenses than in deriv- 
ing income. 

It should not be assumed that 
because a corporation is formed that 
all expenses are necessarily allow- 
able tax deductions. The statutory 
test is that they must be “ordinary 
and necessary” corporate expendi- 
tures to be allowed; and the Treas- 
ury looks with suspicion on an ex- 
penditure program which closely 
parallels the success of the agency, 
i.e., earnings may not be drained off 
through the guise of corporate ex- 
penses, particularly where the re- 
cipients of the payments are also 
the stockholder-owners. Only the 
reasonable part is deductible by the 
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corporation, whereas all the dis- 
bursement is taxable to the recipi- 
ents. 

All profits and earnings over and 
above salaries and other proper 
business expenses are potentially 
available as dividends. If the cor- 
poration distributes, a double tax is 
incurred since under existing law 
no dividend-paid credit is permitted. 
However, there appears to be a fair 
possibility of the enactment of 
some form of legislation to relieve 
the impact on the double taxation of 
corporate dividends. To the extent 
the corporation does not distribute 
earnings, then Section 102 imposing 
penalties for unreasonable accumu- 
lations must be considered. 

The Treasury has used the 70% 
rule in these situations, as set forth 
in T.D. 4914 and 5398. This is a 
non-statutory rule-of-thumb for the 
tentative determination of reason- 
ableness of accumulation. How- 
ever, one may comply with the 70% 
rule and still be unable to establish 
a business need for accumulations 
of 30%. On the other hand, the re- 
tention of all earnings may be jus- 
tified in order to expand operations, 
replace facilities, or discharge true 
indebtedness. There will be sus- 
picion if the accumulated earnings 
are used to invest in unrelated ven- 
tures or to loan sums to stock- 
holders. Also, if there are minority 
stockholders involved, directors may 
personally have to replace the pen- 
alty tax imposed for failure to rea- 
sonably distribute the corporate 
earnings. 


Sale of the Agency 


Often the occasion arises requir- 
ing sale of a corporate agency. In 
the normal case, no tax problem 
exists to either the seller or the 
buyer unless there has been sub- 
stantial appreciation in value in the 
net worth of the corporation. Ac- 
cordingly, it is assumed that an ap- 
preciation in net worth exists. 

There are numerous ways this 
sale can be accomplished, as _fol- 
lows: 


(1) Sale of the stock. 

(2) Liquidation in kind of the cor- 

poration, followed by sale of the 

corporate assets by stockholders. 
(Continued on the next page) 
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Tax Problems of Agents—Continued 


(3) Sale of the assets by the cor 
poration, followed by liquidation in 
cash of the corporation. 

(4) Sale of the stock followed by 
merger with an existing corporation 
controlled by the purchaser of the 
stock. 

Generally, the safest course for 
the seller is to sell his stock. Such 
a sale is a capital transaction, and 
it is unlikely the Treasury will try 
to establish an implied agency rela- 
tionship between the corporation 
and the stockholders which would 
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tesult in adverse tax cotiséequetices 
to the corporation, i.e., imputing the 
gain to the corporation thereby cre- 
ating double tax liability. However, 
in cases where the buyer does not 
want to acquire the stock (thereby 
having a corporation on his hands), 
the seller is confronted with the 
problem of getting the corporate as- 
sets into the hands of the buyer 
without adverse tax consequences 
to himself or the corporation con- 
trolled by him. 

There has been a judicial trend 
to impute the gain on the sale of 
assets formerly owned by the cor- 
poration to the corporation, irre- 
spective of the fact the sale result- 
ing in gain was made by the stock- 
holders after liquidation. In effect, 
the Supreme Court has held that 
where a sale of assets is contem- 
plated and in fact made, taxable 
gain will be attributed to the cor- 
poration irrespective of the inter- 
vening fact of complete liquidation. 

The cases have held that if nego- 
tiations were conducted prior to the 
actual distribution of the assets 
thereafter sold by the stockholders, 
or if title is retained in the cor- 
poration pending negotiations, the 
resulting gain will be imputed to the 
corporation. Because of the unset- 
tled status of liquidation followed by 
a sale of the assets distributed, there 
has been a tendency to avoid this 
potential double tax through the de- 
vice of selling the stock rather than 
assets. Clearly, this will not involve 
the corporation in tax liability if the 
corporation is not dissolved. How- 
ever, if shortly after acquiring the 
stock, or simultaneously therewith, 
the corporation is dissolved or 
merged with a controlled corpora- 
tion of the purchaser there exists 
the real threat that the gain will be 
imputed to the corporation as if a 
sale of assets had taken place. How- 
ever, so far the Tax Court has re- 
fused to affirm the Treasury’s po- 
sition in this respect. 


Helpful Precautions 


These suggested 
should be helpful: 
(1) Keep the buyer away from the 
corporation, and make it clear by 
record that the stockholders are 
acting in their own interest and not 
on behalf of the corporation. 


precautions 


(2) If at all possible, liquidate the 
corporation before beginning any 
negotiations for the sale of its as- 
sets. 

(3) Make certain that on liquida- 
tion the corporate assets are dis- 
tributed to the stockholders individ- 
ually and not to trustees or agents 
of the stockholders. 

(4) Avoid ambiguity in the docu- 
ment relating to the sale. 

In the event of liquidation of the 
corporation, gain or loss results to 
the stockholders. This gain or loss 
is measured by the difference be- 
tween the cost basis of the stock 
surrendered for cancellation and 
the net worth in assets distributed. 


Death of a Stockholder 


Purchase-sale agreements are 
commonly used to cover the con- 
tingency of death of a stockholder. 
Where such an agreement is funded 
by life insurance, the surviving 
stockholders who will purchase the 
stock of the decedent should apply 
for the policy, pay the premiums, 
exercise all ownership rights and 
receive the insurance proceeds at 
death. Under this pattern, the in- 
surance proceeds will not be taxed 
to the decedent, and only his busi- 
ness interest becomes a part of his 
estate. The purchaser is not re- 
quired to pay income tax on the 
insurance proceeds, and the pur- 
chase price constitutes the cost basis 
of the acquired decedent’s interest. 

A variation of this method is 
used where a stock retirement plan 
exists. Under such a plan the cor- 
poration undertakes to purchase the 
deceased stockholder’s stock, and 
takes out insurance on his life to 
finance the purchase. This plan is 
feasible only if under the applicable 
state law a corporation is authorized 
to buy its own stock. One possible 
disadvantage is the fact that the in- 
surance proceeds lose their exempt 
status as insurance if distributed 
out to stockholders, and would be 
taxed as dividends. This could be 
avoided if the funds are paid to the 
estate in payment for the stock. 

The case of The Emeloid Co., 
Inc. v. Commissioner (189 F. (2d) 
230), should be studied by incorpo- 
rated agencies faced with this prob- 
lem. In reversing the Tax Court, 
the Circuit Court held that the pay- 
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ment by the corporation of life in- | 
surance premiums on the lives of 
the principal officers, the proceeds 
being payable to the corporation, 
was for a good business purpose 
because it was a means: (1) where- 
by the corporation could cushion 
the loss of its key men, (2) per- 
mitted continuity of harmonious 
management thus assuring business 
success, (3) enabled the corporation 
to hold the stock as treasury stock, 
then sell it to an individual or in- 
dividuals whose relationship with 
the other stockholders would be 
harmonious, and (4) use the funds 
obtained from the sale of treasury 
stock as working capital. 


Cash Values of Policies 


The potential imposition of Sec- 
tion 102 upon the use of sinking 
funds and the increase in cash val- 
ues of life policies under a_ stock 
retirement agreement should be 
considered. Whether such accumu- 
lations are within the ambit of the 
Section 102 penalty has not yet been 
litigated, but it would seem that 
reasonable sums accumulated to 
fund the purchase of a deceased 
stockholder’s interest are not viola- 
tive of Section 102. However, there 
should be a close relationship be- 
tween the cost of the purchase and 
the accumulation or Section 102 
might be invoked on the theory that 
the insurance purchased at relatively 
high cost from current earnings was 
an investment having no purpose 
other than the accumulation and 
retention of earnings. 

In recent years there has been 
added to the practical aspects of | 
such purchase agreements the prob- | 
lem of their effect upon the value | 
of the stock for estate tax purposes. 
At present tax rates this may be a 
matter of much concern. The tax 
effect will depend largely upon the 
terms and provisions of the restric- | 
tive agreement. Unfortunately, the 
effect is not provided for in the 
Internal Revenue Code, the tax be- | 
ing imposed simply upon the “fair 
market value” of the assets of the 
estate. As a result, the problem has | 
heen left to judicial decision. Two | 
Circuit Court decisions lead the | 
way. Wilson v. Bowers (57 F. (2d) | 
682) and Lomb v. Sugden (82 F. 
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Dad calls it INVISIBLE ARMOR — he 


says it’s the symbol of good insurance.” 
Many a word of wisdom comes from youth. 


You, too, can be proud to represent 


the company whose symbol is 
INVISIBLE ARMOR. 


Ask the agents who represent us. 


}+ YOUR INVISIBLE ARMOR IS A NATIONAL SURETY BOND OR POLICY 


~ NATIONAL SURETY 


National Surety Corporation, 4 Albany St., New York 
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Tax Problems of Agents—Continued 


(2d) 166). In both cases the 
courts sustained for estate tax pur- 
poses a limitation in value imposed 
by the stockholder’s _ restrictive 
agreement. These two cases are 
usually cited in other court decisions 
involving this issue, and evidence a 
general tendency by the courts of 
the restrictive agreement imposing 
a ceiling upon value at death. A 
more flexible approach is indicated 
in the more recent case of Worces- 
ter County Trust Co. v. Commis- 
sioner (134 F. (2d) 578), wherein 
the court was bound neither by the 
established fair market value nor 
the agreed restrictive value, but 
held that the agreement “necessarily 
has a depressing effect upon the 
value of the stock in the market.” 

The general conclusion to be 
drawn from these and related cases 
is that restrictive agreements do 
have a limiting effect upon estate 
tax valuation of stock, but that the 
extent of that effect is to be deter- 
mined not by any precise rule of 
law but by consideration of the 
practical effect of the restrictive 
agreement in the light of the sur- 
rounding circumstances. In other 
words, the effect on tax valuation 
appears to vary in direct propor- 
tion to the strictness of the agree- 
ment. 

For example, a restrictive agree- 
ment which permits the stockholder 
to transfer stock at death to mem- 
bers of his family without giving 
effect to a purchase option has less 
effect in limiting value than one 
which specifies death as an event 
giving rise to the option. Also, a 
provision permitting transfer only 


with the consent of the board of di- 
rectors may be ineffective because it 
leaves speculative the circumstances 
under which the board might con- 
sent to transfer. There are many 
other precautionary matters counsel 
should carefully consider if the pri- 
mary purpose of the agreement is 
to create a ceiling on value for es- 
tate tax purposes. Extreme care 
should be exercised in drafting this 
type of contract if it is expected to 
effectively restrict value. 


Real Estate 


There is another collateral cor- 
porate problem which should be 
mentioned when the business owns 
its operating real estate. Frequently, 
a corporation is formed to own the 
real estate used in the business 
which real estate is then rented to 
the partnership or the sole propri- 
etor. This procedure, of course, cre- 
ates a tax deduction to the unincor- 
porated business and lower cor- 
porate rates on the rental income. 
However, if paid out to the stock- 
holders in the form of dividends 
double taxation will result. There 
is also danger the corporation might 
be subject to the penalties of Sec- 
tion. 102 for unreasonable accumul- 
ations of surplus if distribution is 
not made. Further, there is a possi- 
bility of personal holding company 
tax liability in this situation where 
the income is limited to investment 
income and the stock is held by less 
than five stockholders. 

There is also another real danger 
of transferring real estate to a cor- 
poration during this inflationary 
period, namely, the realization of a 
substantial capital gain on liquida- 
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tion of the corporation. For ex- 
ample, if real estate with a cost 
basis of $20,000 is transferred to the 
corporation in exchange for stock, 
and at the time of liquidation this 
same real estate has a market value 
of $100,000, a gain of $80,000 
would result to get back the real 
estate from the corporation which 
is fully controlled. 


Indicative of the Treasury think- 
ing as respects the personal service 
type of business, such as an insurance 
agency, is the fact the Bureau in 
four recent cases attempted to find 
goodwill value, upon complete 
liquidation of the corporation, which 
would have materially increased the 
capital gain tax liability of the stock- 
holders. In three of these cases, one 
of which involved an insurance 
agency, the Tax Court found that 
the corporation possessed no good- 
will value since its success was due 
solely to the personal ability of the 
individual stockholders. It is, of 
course, axiomatic that personal 
ability is not goodwill. In all cases, 
the court held that the excess earn- 
ing power was not due to goodwill 
but solely to the skill and ability of 
the individual owners, In the fourth 
case, the Commissioner of Internal 
Revenue added to gross income 
goodwill of the corporation which, 
computed by the capitalization of 
earnings method, was found to be 
$109,384.60. The court held that 
although the personal ability of the 
corporation’s two principal officer- 
stockholders did not constitute 
goodwill, still the corporation pos- 
sessed goodwill apart from the abil- 
ity. However, the court found that 
the goodwill value distributed in 
liquidation was only $10,000. Should 
a corporate agency be faced with the 
contention that liquidating value is 
enhanced by goodwill value, it 
should be stressed that the success 
of the agency is due solely to the 
ability of the individual stockholder- 
owners. 


In conclusion, I believe the reader 
will agree that these matters are all 
highly technical. The pitfalls are 
many and varied. The planning in 
connection therewith should not be 
haphazard, and the use of competent 
counsel is a “must” if costly tax 
consequences and litigation is to be 
avoided. 
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Strong and 
Dependable! 


Over three decades ago, seven of 
America’s foremost capital stock 
insurance companies formed the 
Marine Office of America. 


Through the years as a leader in 
this specialized field, neither the 
member companies nor the extent 
of their percentage participation in 
the Marine Office of America has 
changed. 





For strong and dependable 
protection consult the Marine 
Office of America on all ocean 
and inland marine problems. 








MARINE OFFICE OF AMERICA 
Member Companies: 
* The American Insurance Company 
* American Eagle Fire insurance Company 
* The Continental Insurance Company 
* Fidelity-Phenix Fire Insurance Company 
* Firemen’'s Insurance Company 
* Glens Falls Insurance Company 
* The Hanover Fire Insurance Company 


MARINE OFFICE or AMERICA 


116 JOHN STREET, NEW YORK 38, NEW YORK 


oe “i WESTERN DEPARTMENT SOUTHERN DEPARTMENT PACIFIC DEPARTMENT NORTHWESTERN DEPARTMENT 
JS, % Insurance Exchange Building ® Nat'l Bank of Commerce Bidg. @ 140 Sansome Street ® Colman Building 
~ > Chicago 4, Illinois New Orleans 12, Lovisiana San Francisco 4, California Seattle 4, Washington 
SERVICE OFFICES: Atlanta + Baltimore + Boston + Cleveland «+ Dallas + Detroit * Houston * Jacksonville 
Los Angeles * Lovisville * Philadelphia « Pittsburgh « Portland + Richmond «+ St. Louis * Stockton + Syracuse 
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ALL CLASSES OF OCEAN AND INLAND MARINE INSURANCE 
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GLENS FALLS EXTRAS 


An agent never knows when he may need, and 
need badly, expert help and a ready market for a 
risk involving an unusual hazard, size, or loca- 


tion. GLENs Fats agents have available to them 


the services and capacities of the following 


underwriting associations whose names indicate 


the specialized fields in which they operate — 


ManrinE OFFICE OF AMERICA 

AMERICAN FOREIGN INSURANCE ASSOCIATION 
GENERAL Cover UNDERWRITERS ASSOCIATION 
Factory INSURANCE ASSOCIATION 
AssocIATED AVIATION UNDERWRITERS 
REGISTERED Mart CENTRAL BurREAU 
Corron Fire AND MARINE UNDERWRITERS 
On. INSURANCE ASSOCIATION 

UNDERWRITERS GRAIN ASSOCIATION 


It pays to be a GLENs FALts agent. 


“Old and Tried’ Organized 1849 


GLENS FALLS INSURANCE COMPANY 
GLENS FALLS INDEMNITY COMPANY 


COMMERCE INSURANCE COMPANY 
Glens Falls, New York 





SELLING TIPS 


om The HOME 


TWENTY READINGS 


NEXT TIME you pull a match book 
out of your pocket, think about the 
promotion possibilities in that little 
package. Match book advertising is 
one of the most effective means of 
impressing your name upon the 
minds of the people in your area. 
Apparently many business firms 
are of this same opinion, According 
to the Match Industry Information 
Bureau, some 250,000 firms use 
match book covers for advertising 
purposes, Americans use 12,500,- 
000,000 match books a year, and 
99.8 per cent of these books carry 
advertising. With an average of 20 
matches per book, there are 20 po- 
tential readings of the message. 
Thus, the potential readership is 
about 250,000,000,000 per year. 


—The Aetna M essenger 


FOLLOW THROUGH 


A FEW SIMPLE RULES in preparing 
advertising copy should be : 


Ist Be yourself and write just like 
you talk—when you talk the 
nicest. 

Don’t brag. Your prospect is 
more interested in what you can 
do for him. 

Always take time enough to 
make your ad short. Remember 
Abraham Lincoln’s famous post- 
script on a letter to a friend: 
“I’m sorry I didn’t have time 
to write you a short letter.’ 
Endeavor to capitalize on the 
idea our good national adver- 
tisers use by pointing up a bene- 
fit to the reader in the headline 
of each ad. 

Remember the result you desire 
will be achieved only if you ad- 
vertise consistently. Your pub- 
lic forgets fast. 


2nd 


3rd 


February, 1954 


Finally, every prospect—and every 
customer—who steps over the 
threshold of your office comes as an 
invited guest and should be treated 
as such. 

And why not? Isn't he the answer 
to your fondest hope—your hope 
that he might regard your advertis- 
ing as a personal invitation? Yes, 
and he is also the positive answer 
to the well established fact that your 
advertising follow through will raise 
your sales score exactly in the same 
manner that your follow through in 
golf reduces your golf score. 


John R. Hare in the Ohio Farmers Fence 





BUSINESS WOMEN 


THE personal property floater and 
the personal articles floater which 
cover loss and damage to possessions 
are among the policies which appeal 
to many business women. Travel in- 
surance is another line that many 
business women want and need since 
they are not tied down with families 
in most cases and find a great deal 
of time for week-end and vacation 
travel. 

The Employers’ P 


neer 











CONFIRM BY LETTER 


WHENEVER A PARTICULAR type of 
coverage has been solicited and ex- 
plained by an agent, it is important 
that, if refused by the prospect, the 
agent send him a confirmation letter 
as a record for possible future use 
in case of an uninsured loss. 

Too often after a loss the prospect 
cannot recall that the agent ever 
mentioned the coverage in question, 
which can, of course, result in ill- 
will and loss of other business. 

Especially in cases where insureds 
carry substantial accounts it is a 
wise precaution to confirm in writ- 
ing that the coverage had been de- 
clined. 


Everett P. Carberg in Fireman's Fund Record 


OFFICE 


A TREMENDOUS MARKET 


Few, IF ANY, LINES of casualty in- 
surance offer the agent a greater 
premium potential than the compara- 
tively new Comprehensive DDD and 
records destruction coverages. 

Only a small fraction of the mar- 
ket for these forms of protection has 
been sold. A nation-wide survey con- 
ducted late in 1950 showed that just 
about 5% of the more than 21,000 
business risks interviewed carried 
the DDD. Today this percentage no 
doubt is somewhat higher, but in- 
dications are that a_ tremendous 
market still exists for this policy. 
Ditto for the valuable papers and 
accounts receivable coverages, which 
comprise the destruction 
contract. 

Successful solicitation of any of 
these coverages is primarily a matter 
of hammering away at two central 
points 


rece yrds 


what the policy is and why 
it is needed. Because the DDD and 
records destruction policies are rela 
tively new, an agent can’t be too 
careful and thorough in explaining 
the function of the coverages in clear 
language that is meaningful to the 
prospect. Rare is the business man 
who is conversant with such special 
ized types of protection. 


Donald W. Lehrmitt in The Hartford Agent 


SALES ANALYSIS 


SOUND ANALYSIS IS THE BASIS of all 
good selling. A should 
from time to time set down on paper 
reasons why people bought his prod- 
uct in the past and why others have 
refused to buy. On such data irre- 
sistible sales techniques are worked 
out. Try setting down three reasons 
for and three reasons against buying 


salesman 


insurance based on your own experi- 
ence. It might give you ideas. 


General Review (General 
Fire & Assurance Corp.) 


Accident, 





Continuous Policies—from page 23 


statistically justified and which may 
also mean that the insured can only 
change his company by sustaining 
a rather serious financial disadvan- 
tage. This can become particularly 
important to an agent in the event 
either he or his company terminates 
the agency relationship. Inasmuch 
as the insured has in the final anal- 
ysis full control over where his busi 
ness will be placed, if he chooses to 
exercise it, it seems only natural, 
under these circumstances, that the 
insured would choose to stay with 
the company in which he is getting 
the advantage. If this happens, the 
agent loses an expiration because of 
his inability to write business in a 
company which he no longer repre- 
sents. 


Time for Taking Stock 


The argument that the agent, if 
he used continuous policies, would 
be required to do much less detail 
work, is specious indeed when one 
realizes that the logically dry con- 
clusion of eliminating work, if car- 
ried far enough, is to have no busi- 
ness at all. All good things come to 
an end and the term for which the 
insurance policy is written should 
be no exception. When a policy ex- 
pires and before further insurance 
is obtained, a stocktaking mora- 
torium is granted to all three parties 
concerned—the company, the agent, 
and the insured. 


The company has a chance to 
examine its underwriting on the 
particular risk which is expiring; 
the agent has an opportunity to de- 
termine if the insurance which is ex- 
piring is as broad or as adequate as 
it should be and he may further de- 
termine that he wishes to place it 
with another company in his office ; 
the insured finally, has an oppor- 
tunity to declare his satisfaction or 
dissatisfaction with the whole deal 
and make his plans accordingly. In 
anything as important as the insur- 
ance relationship and the economic 
structure which it supports, it does 
not seem that there is any real ob- 
jection to be raised to a complete 
examination of the insurance trans- 
action at regular intervals. 

One of the justifications for the 
American Agency System is the 
service which its agents provide. 
Any diminution of this service will 
necessarily diminish the importance 
of and the necessity for the system. 
The insurance agent cannot afford 
to operate under any system which 
has a tendency to allow him to take 
his clients for granted. This would 
be one of the natural results of the 
general use of continuous policies. 

Let us suppose for a moment that 
we have continuous policies gen- 
erally in use in the insurance busi- 
ness. As a result, we have elimi- 
nated all paper work involved in 
issuing new policies each time in- 
surance expires; we have saved 
money for the company and for the 
agent, and just think how much 





+z A MUTUAL COMPANY, incorporated 1902, operat- 


ing nationwide on the agency plan. Grain Dealers Mutual 


writes fire and allied lines, automobile, and inland marine 


insurance under participating policies. For information about 


the company’s Agency Plan, write the nearest office. 
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Building Owners Federation of Mutual Fire Insurance Companies 
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time we have saved. On the theory 
that one dose of medicine is only 
half as good as two, the American 
Agency System would almost in- 
evitably be faced with the situation 
that to really round out this ques- 
tion of continuous policies, it would 
be necessary to institute direct bill- 
ing. 

Why not have the company, on 
one of those marvellous new ma- 
chines which are being invented al- 
most daily, merely send out directly 
to the insured a notice of premium 
due and, if there is any objection 
from the agents to this proposition, 
we could even have the insured send 
his premium to the agent. After all, 
this seems a logical step in the in- 
terest of efficiency and would seem 
to be a further implementation of 
the suggestion that the success of 
the average insurance agent will be 
in direct proportion to the amount 
of work he doesn’t do. 


Detriment of the Insured 


One facet of the doctrine of own- 
ership of expirations is the fact that 
the company leaves the clients of the 
insurance agent severely alone and 
does business only through the 
agent. Direct billing by an insur- 
ance company (the red-headed half 
brother of a continuous policy) will 
destroy the unique position pres- 
ently enjoyed by the insurance 
agent. If the insurance agent be- 
lieves that he is performing a serv- 
ice for his client which the com- 
pany cannot perform, the insured 
should not be put in the position of 
confusion as to whom he should 
contact in reference to his insurance. 
The American Agency System will 
not, in my opinion, stand up under 
direct contact between the company 
and the insured. Even if such di- 
rect contact was only on small time 
and money saving details, the prac- 
tice would grow and finally the in- 
surance agent would be completely 
by-passed, to the everlasting detri- 
ment of the insured. 

There is one further point which 
has been saved until last because it 
should be persuasive to the agent 
in the event he takes lightly or does 
not believe some of the things which 
have been said before. A continuous 
policy means that the policy has no 
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expiration. This in turn must mean 
that the expirations which an agent 
owns and which in large part deter- 
mine the value of the agency which 
he has built in the expectation that 
it has some value, will be eliminated. 
I believe that ownership of expira- 
tions cannot be predicated on their 
non-existence and it is certain that 
the agents operating under the 
American Agency System do not 
want to become carbon copies of 
other types of agents in the insur- 
ance business who may do rather 
well on an annual basis or over a 
relatively short period of time, but 
who are building nothing for the 
future. 

All those concerned with the in 
surance business are and should be 
interested in economies of a con- 
structive nature and doubtless some- 
where along the road there are some 
which could profitably be made, but 
the extension of the concept of con- 
tinuous policies is not, in my opin- 
ion, one of them. 

We earlier listed some forms of 
insurance which are presently being 
written as continuous policies. Why 
is it that this deviation from oper- 
ating procedures has produced no 
ill effects, particularly in view of the 
dire predictions made for the future 
of the American Agency Systeim if 
the use of continuous policies is ex- 
tended or becomes general ? 

Most of the coverages which are 
now written on a continuous basis 
were originally so written for his- 
torical and urgent practical reasons. 
Similar reasons for extending this 
concept do not exist and have not 
been advanced in support of an ex- 
tension of continuous policies. 

Continuous policies are foreign to 
and not in the best interest of the 
American Agency System; their 
widespread adoption could well be 
pernicious to the system under 
which the property and casualty 
business in the United States has 
flourished. 

Today, insofar as continuous pol- 
icies are concerned, the dog is still 
wagging the tail. It is up to the 
agents to see that the reverse does 
not become true. 

In my opinion, the American 
Agency System has the strength, 
and the agents operating under it 
have the intelligence, to hold off and 
defeat any direct attack upon it. 
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He’s Protected — Naturally 


Nature certainly gives the porcupine plenty of protection 
against pickpockets. But your customers need an L&L 
Residence and Outside Theft Policy. 


tHe London & Lancashire 


LONDON S 
LANCASHIRE 
GROUP 

a COMPANY OF NEW YORK 
(Fire Department) ° 


GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. @ ORIENT INSURANCE COM. 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. @ SAFEGUARD INSURANCE 


STANDARD MARINE INSURANCE COMPANY, LTD. 


LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 





The system has proved itself times 
without number and can again do 
so if it is necessary. 

The danger to the system which is 
built upon certain procedures and 
philosophies, lies in the adoption, 
with full approval of all concerned, 
of changes in fundamental pro- 
cedures which, however enticing, in- 
troduce weaknesses which may be- 
come more pronounced as time 
moves on. The widespread use of 
continuous policies contains the 
germ which, if allowed to develop, 
may ultimately destroy the present 
method of distributing insurance. 


LEGISLATIVE ACTIVITY 


LTHOUGH 1954 wILt BE an “off” 
AS with only fourteen state 
legislatures holding regular session, 
there are an unusually large number 
of interim studies on insurance mat- 
ters being conducted and_ special 
sessions will no doubt be held in a 
number of other states. Consider- 
able activity is expected in the field 
of health insurance with four states, 
Arizona, Louisiana, Massachusetts 
and Michigan, slated to consider 
non-occupational temporary disabil- 
ity benefits laws. 
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Progressive Protection since 1799 


The passing years bring an aura of high 
adventure and romance to many a long forgotten 
tale of danger and death. However, swashbuck- 


ling pirates* who preyed upon the thriving trade oaeei DENCE 
between New England and the Barbadoes, were WASHINGTON 


a fearsome risk, when Providence Washington Gnsurance Company 
wrote its first policy at the Coffee House in 1799. 


Today’s cargoes and carriers, by land, sea and 
*Old records reveal that the directors of 


. in t t dependable protection from the Providence Washington voted to award 
ene ac ee mene $300.00 (x princely sum in those days) to 
e 2 . . ate wa: m or the rig raw- 
point of origin to final destination, when the Sand tee “the Gavide of tiie Hate ad Chae 


i - P , from the late scenes of Piracy And murders 
insurance is placed with Providence Washington. Committed on board that Vessel”, 


PROVIDENCE WASHINGTON INSURANCE COMPANY * 20 WASHINGTON PLACE, PROVIDENCE, RHODE ISLAND 
There are Providence Washington Bron-b Service Offices in principal cities and Agents from coast to coast. 
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MASS SELLING 


N OUTSTANDING trend 

of recent years has been the 

rapid development of “mass- 
selling” methods in the accident and 
health field. These developments 
fall into three general categories: 
(A) group insurance, (B) blanket 
insurance and (C) franchise or 
“wholesale” insurance. 


Group Insurance 


Group insurance provides a floor 
of insurance protection upon which 
the individual may build a more ade- 
quate program of insurance through 
the use of individual insurance. In 
this type of insurance the employer 
pays a part or all of the cost of the 
insurance. The types and size of the 
group which may be thus insured 
are defined by law in most of the 
states. Generally these groups are: 
1. Employees of a common em- 
ployer. 

2. Associations of employees of 
common or affiliate employers. 

3. Employees of governmental cor- 
porations, units, agencies, or depart- 
ments thereof. 

4. Members of a labor union. 

Aside from these statutory defini- 
tions, such groups for sound insur- 
ance reasons, must exist for pur- 
poses other than that of obtaining 
insurance, must cover all or sub- 
stantially all eligible persons, must 
be covered for amounts which pre- 
clude individual selection, must be 
written at reasonable costs in order 
to guarantee a high degree of partici- 
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J. F. FOLLMANN, JR. 
General Manager 
Cureau of Accident and Health 
Underwriters 


pation, and must be so constituted 
that the administrative details can 
be economically administered. 


Twenty years ago group accident 
and health insurance was in its in- 
fancy. Written almost entirely on 
employer-employee group it was de- 
signed to protect the wage-earner 
against loss of income resulting from 
non-occupational accidents and sick- 
ness. Today it has grown some 
1800%, due largely to the fact that 
in the interim its concept has been 
broadened so as to provide insurance 
against expenses resulting from hos 
pital, surgical, and other medical 
care. 

Another recent and prominent 
factor in the development of group 


The concept has been broadened 


insurance has been the inclusion of 
group insurance within the scope of 
collective bargaining agreements be 
tween labor unions and employers. 
\t least 30% of the labor contracts 
in force in 1949 were known to make 
provision for such insurance. Un 
questionably this is a conservative 
figure and unquestionably the trend 
in this direction will continue to 
accelerate in the foreseeable future. 


Other Prominent Factors 


There are other factors, too, which 
are contributing to this development. 
Among the more prominent are: 

1. The broadening of the laws de 
fining group insurance in several of 
the states so that more varied types 
of groups may be written on this 
basis. Most prominent is the exten- 
sion of the law permitting the writ- 
ing of so-called “trusteed” groups. 
This makes it possible to insure 
persons who are employed in small 
numbers in various places of em- 
ployment but where all constitute 
a single industry. In such cases it 
had been often impossible, because 
of the small numbers in any one 
place of employment, to write cov 
erage on a group basis. Today that 
is now possible so long as a central 
agency can be found to act as 
“trustee” for the group. This 
“trustee” may be a trade association 
representing the various employers 
in that industry or it may be the 
labor union representing the em 


{Continued on the next page) 





Mass Selling—Continuec 


ployees in that industry. It is at once 
apparent that this presents the pos- 
sibility of still further development 
in the field of group insurance. 

2. A similar broadening of the laws 
to permit the writing of smaller 
sized groups has also aided this de- 
velopment. Originally, following 
the pattern of group life insurance, 
some of the early laws limited the 
writing of group accident and health 
insurance to groups of fifty or more 


employees. This was rapidly de- 
creased to twenty-five however. 
More recently there has been a tend- 
ency to reduce this further to 
groups of ten or even five employees. 
Obviously this makes possible the 
writing of more employed persons 
on a group basis, particularly when 
it is considered that on the basis of 
current figures more than eight 
million persons in the United States 
are employed by firms having less 
than twenty employees. 

3. A further development in the 





WHAT’S DEVELOPING IN YOUR TOWN? 


A lot of business is developing . . . for agents recognizing the 
insurance needs of hobbyists and collectors. Camera enthusiasts, 
stamp collectors and other hobbyists often have tremendous 
amounts invested in their leisure interests—frequently are com- 
pletely unaware of any need for special protection against loss. 


Hobbyist, collector, camera enthusiast or not . . . you'll always 
find the coverages you're looking for to fit your clients’ needs 
through the Saint Paul Companies. 


THE AGENCY SYSTEM — AN AMERICAN TRADITION 


HOME OFFICE 
11] W. Fifth St, 
St. Paul 2, Minn, 


group insurance field has been 
brought about by the enactment in 
four states of Statutory Disability 
Benefit Laws. These laws, in es- 
sence, provide for compulsory tem- 
porary non-occupational disability 
benefits. The first to be enacted was 
in Rhode Island in 1942. This law 
provided for a monopolistic state 
fund and hence cannot properly be 
considered directly in any considera- 
tion of private insurance trends. In 
1946 California enacted a somewhat 
similar law but provided that the 
coverage might be written by insur- 
ance companies. In 1948 New 
Jersey and in 1949 New York en- 
acted what are essentially similar 
laws to that in California. There 
are, of course, marked differences in 
each of these laws but those differ- 
ences are not germane to this dis- 
cussion. The enactment of these 
laws in California, New Jersey, and 
New York presented a challenge to 
the insurance companies, a challenge 
which has been met. No discussion 
of recent trends in group insurance 
could be complete without mention 
of this development. 


4. Improved techniques and experi- 
ments have played a role, also, in 
this development of group insurance. 
Some companies today are making 
provision for conversion from the 
group coverage to individual cov- 
erage to fill the gap when the in- 
sured person leaves the insured 
group. Perfection of this would 
serve to enhance the value of group 
insurance. Several companies are 
presently experimenting in writing 
major (or catastrophe) medical ex- 
pense coverage designed to cover not 
the more usual forms of medical 
costs, which the insured might be 
in a position to pay himself or for 
which he might be insured under 
another plan, but to protect against 
the larger, less usual medical costs 
which present a serious financial 
problem to most persons. It is too 
early, yet, to determine the out- 
come of this experiment. One com- 
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pany is presently experimenting in 
writing all persons in an entire com- 
munity. There are also some early 
thoughts being expressed with re- 
spect to providing insurance through 
medical clinics. This is not by any 
means the limit to the experiments 
going on in the group insurance field. 
The examples given, however, serve 
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Insurance Association, 
offering world-wide insurance facilities. 
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to illustrate the fact that there are 
unexplored areas, the successful ex- 
ploration of which will bring about 
further development in this field. 


Blanket insurance is written today 
exclusively by casualty insurance 
companies since it appears to lend 
itself more readily to the type of op- 
erations and agency force commonly 
used by casualty companies. 


An Identifiable Group 


Provision is made for the writing 
of blanket insurance in the laws of 
the majority of the states. As the 
name implies, it is generally con- 
ceived of as a “blanket” of insur- 
ance over an identifiable group of 
persons. It differs from group in- 
surance in the main in that the spe- 
cific persons covered are not identi- 
fied since they are subject to constant 
change. The usual type of statute 
defining this form of coverage lists 
the following categories of persons: 


1. All passengers of a common car- 
rier. 

2. Employees of a common em- 
ployer for exceptional hazards in- 
cident to employment. 
3. Students of an 
learning. 

4. Members of a volunteer fire, po- 
lice, or first aid department. 

5. Any association of persons hav- 
ing a common interest. 

6. Members of an athletic team. 
7. Campers at a camp. 


institution of 


While blanket insurance has been 
written for many years to cover 
school students, campers, members 
of athletic teams, volunteer firemen 
and policemen, civilian defense 
workers, and emergency aid corps, 
its more recent expansion has been 
in the areas of aviation travel and 
peculiar or unusual hazards result- 
ing from employment. 

Such policies may be issued to 
cover selected personnel of a cor- 
poration or the entire personnel with 
the premium base so constructed as 
to reflect the flying exposure. Gen- 
eral travel insurance including avia- 
tion is being widely sold in connec- 
tion with cruises or conventions or 
special trips. Employers will buy 
blanket insurance for the purpose of 
covering their employees when they 
are exposed to hazards of such a 
nature as to persuade the employer 
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How to 
Sell 
Insurance 
Properly 


National 
Notes for 
Producers 


It is easier to sell insurance properly than 


it is to attempt to sell it haphazardly. 
To do the job right 


1, Determine the prospect's needs for protection, 
2. Make an analysis of his present policies, 
3. Recommend a planned protection program. 


Be sure your client is fully informed on his insurance: 


I 
* 
2 


. What it costs, 
. Exactly what it covers, 


3. What protection it affords. 
Our PERSONAL RISK PROTECTION PROGRAM 
kit makes this job easy for agents to sell insurance 
properly to householders. A sample kit is yours 
for the asking. Why not send for one today! 
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of his moral obligation to provide 
such insurance. For example, cor- 
porations provide accident insurance 
for research chemists; an instru- 
ment manufacturer insures its em- 
ployees while acting as observers in 
submarine trips. Newspapers and 
magazines insure their war corres- 
pondents and photographers ; a ship 
construction company insures em- 
ployees concerned with the trial run 
of new ships. An engineering com- 
pany buys coverage on its employees 
doing exploratory work in Europe or 
Africa. | 


Corporations are interested in 
buying protection in connection with 
special events where the public is 
involved. Thus, newspapers buy ac- 
cident insurance covering the par- 
ticipants in a soap box derby or 
women attending a cooking school. 

Examples such as these could be 
multiplied many times over. It can 
be said that there is sufficiently broad 
application of accident and sickness 
insurance to special situations as to 
present the possibility of seemingly 
unlimited potentialities in this area. 


(Continued on the next page) 





Mass Selling— Continued 


The third form of “mass-selling” 
method which has developed in the 
accident and health field in recent 
years is the franchise or wholesale 
method. It is unfortunate that while 
this method is now commonly known 
as franchise insurance, the name it- 
self is hardly either descriptive or 
indicative. 


In 1946 the National Association 
of Insurance Commissioners recom- 
mended a definition of franchise in- 
surance which provides that such in- 
surance to five or 
more employees of a common em- 
ployer or ten or more members of a 
trade, labor, or professional asso- 
ciation where such persons are is- 
sued the same form of individual 
policy, varying only as to amounts 
and kind of coverage, and where the 
premiums are paid to the company 
by the employer or association or 
some other designated person. 


may be issued 


It is apparent that this parallels 
and is similar to group insurance. 
The parallel only occurs, however, in 


those instances where the group is 
one which could be covered by group 
insurance. There are many other 
cases, however, due to the small size 
or composition of the group, where 
the group could not obtain group 
insurance. Furthermore until re- 
cently group insurance could not be 
written on associations of persons 
not commonly employed. Such asso- 
ciations include in the main associa- 
tions of persons engaged in pro- 
fessional pursuits such as doctors, 
dentists, lawyers, accountants and 
teachers. 


Franchise Insurance 


While not too many companies 
write franchise insurance, and those 
who do generally are casualty com- 
panies, yet there is an appreciable 
and increasing amount of this type 
of insurance in force in recent years. 


Essentially franchise insurance is 
the sale of individual policies on a 
mass-selling basis. There is no 
master or over-all contract as there 
is in group and blanket insurance. 
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Instead the contract is made between 
the insurance company and the indi- 
vidual insured. The difference be- 
tween this and an ordinary indi- 
vidual contract, other things being 
equal, is that in the case of franchise 
insurance the insured person is a 
member of a group which exists for 
purposes other than that of obtain- 
ing insurance and which can consti- 
tute a central agency which can 
supply the means by which the ad- 
ministrative costs of the insurance 
can be reduced. This saving is ac- 
countable for the reduced cost of 
this form of insurance to the policy- 
holder. In some instances the indi- 
vidual policy cannot be cancelled by 
the insurance company: the entire 
group can be cancelled, however. 


The development of franchise in- 
surance, being principally in the last 
ten years, furnished a means of mass 
selling for those groups of persons 
which in many instances are not 
eligible by law for group or blanket 
insurance. This development has 
been rapid, particularly among small 
groups and professional associations. 
Whether its growth will continue as 
an identity of its own remains to be 
seen. As the minimum number of 
persons eligible for group insurance 
is reduced and the types of groups 
eligible for group insurance ex- 
panded by changes in state laws, and 
as companies see fit to take advan- 
tage of these laws, it would seem 
probable that the growth of franchise 
insurance would be tempered. This 
would not mean, of course, a reduc- 
tion in the “mass-selling” approach 
but simply a shift from one method 
to another. 


SIX-MONTH POLICY FIGHT 


HE FIGHT FOR A SIX-MONTH 
b grotarns physical damage pol- 
icy is being waged in North Caro- 
lina. The Dixie Fire and Casualty 
Company has asked Commissioner 
Gold to require the North Carolina 
Fire Insurance Rating Bureau to 
make such a filing which it is un- 
willing to do. The company is joined 
in its appeal by the Kemper Group 
of companies. The carriers desire 
to be allowed to write both six- 
month and twelve-month policies. 
This is already permitted in the auto- 
mobile liability field. 
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Be A Going Concern 


THE SALESMAN SAID that his first 
boss had given him the idea that was 
responsible “for every dollar I have 
earned.” Knowing he has earned 
plenty of dollars, | of course must 
know what this idea was. 

“He called me in one morning 
early and said, “Tom, you want to 


» 
>2 
> 


’ 


make good as a salesman, don’t you ?’ 
‘Of course | do—more than any- 
thing else,’ I replied. “Then I'll tell 
you how to do it. Always remember 
one thing: be a going concern. 
That’s all. Now get out and get 
busy.’ 

“That ended our interview. Sev- 
eral times later I went to the old man 

he at that time was about thirty- 
five and a very successful sales ex- 
ecutive—and tried to re-open the 
matter. I was still wondering what 
you had to be to be a ‘going con- 
cern!’ 
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“One day I cornered him, asked 
him point blank what it meant. He 
said, ‘Look, Tom, if you aren’t smart 
enough to figure that one out you 
don’t deserve to be a top salesman.’ ’ 

“So you figured it out appar- 
ently?” I ventured. 

“As well as I could.” 

“And what does being a going 
concern entail?” I asked, 


Youll. ™ 
BECOME A 
GREAT MAN, 

HOWARD 
ee 


| 
| 


id 


“Tt entails everything you need to 
know and do in order to be a sales- 
man—everything,” said he. “Does 
that answer your question ?” 

“T think it does,” I said. “You 
mean in order to be a going concern 
a salesman has to keep going. Is 
that it?” 

“That's it.” 


He Remembered His Teacher 


IN A WORLD WHERE INGRATITUDE is 
common, gratitude rare, it does me 


good to tell this little story about a 
fine salesman friend of mine named 
Howard Troy. 

It isn’t often you run across long- 
lasting gratitude such as his, and I 
am glad to find it in a salesman. 

Troy started life with a handicap. 
He came from bitterly poor, which 
isn’t so bad, but also bitterly narrow 
and uneducated parents, which is. 
He was born in the backwoods of 
West Virginia. No one in his family 
for several generations had been 
more than “poor whites.” 

Against such a background, he 
had to struggle. He is today the 
head of a large and very wealthy 
concern in Cleveland, Ohio, a mil- 
lionaire in his own right and one of 
the nation’s greatest salesmen and 
a most charming and erudite man. 

Howard will tell you: “I owe it all 
to the first teacher I had when I 
started to school. I never went to 
school till I was ten. None of my 
relatives, mother, futher, uncles, 
aunts, brothers, sisters ever went to 
school. I don’t know why I did. But 
I did. 

“And there I met Miss Simpson. 
She took an interest in me, the first 
person who did. She encouraged 
me, the first person who did. She 
praised me, the first person who ever 
did. 

“She kept building me up. She 
insisted I go to high school. She lent 
me money to get started. When | 
was ready to quit then, she said, ‘I 
should say not, Howard. 
going to college!’ 
college ? 


You are 
‘I am going to 
It’s impossible!’ ‘Not at 
all. Where would you like to go?’ 
What college do you suppose she 
selected for me? Harvard. So | 
went to Harvard. After that I got 
into selling.” 

I said this was story of gratitude. 
My friend is now past fifty, and his 
teacher past eighty. But what do 
you suppose he does each year, has 
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done for the past twenty years? He 
brings her to his palatial winter 
home in Miami, treats her as if she 
were a queen. 

A man like that, I think, does the 
profession of salesmanship a credit. 


Just Be A Good Guest 


WHEREVER HE GOES a salesman | 
know is welcome. Isn’t this an un- 
usual situation? You know sales- 
men, don’t you, who aren’t. But my 
friend is. After working with him 
recently for a week, making maybe 
one hundred calls with him, finding 
him always receiving the same wel- 
come treatment, I asked him to tell 
me why. 

“T guess it must be that I recog- 
nize and try to fulfill my obligation 
as a good guest,” said he. 

“T don’t get it.” 

“Why, I figure I am a guest—an 
uninvited guest—wherever I call. 
I try to be as good a guest as | can, 
one who never takes advantage of 
his host or of the relationship. I am 
brief. I am respectful. I am pleas- 
ant. I am grateful. Now you get it, 
don’t you?” 

I said of course I did. I wish there 
were more good guests among sales- 
men I know. If there were, there 
would be more successful salesmen 
among the salesmen I know. 


How to Get Them Talking 


“ONCE YOU GET A CUSTOMER to talk- 
ing, you got him buying,” said my 
friend, top retail salesman in a large 
Denver store. 

“Tt isn’t too hard to get ’em talk- 
ing, is it?” I asked. 

“Not if you know the rules.” 

“What are they?” 

“First, find out their interests. 
Do this by asking questions, making 
favorable comments,” he said. 

“Second, be friendly. Do not be 
curious. Be genuinely interested in 
the other person. 

“Third, sell at the buyer’s pace. 
This usually means slow down. 
Then black out personal opinions. 
Your opinions aren’t what count. 
The customer’s are. Friendly ques- 
tioning, a note of sincerity in your 
voice and manner, and they will talk. 
And when you get them to talking, 
you got them buying.” 
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Look to Amico for the best facilities for accident and health lines, 
from individual accident and sickness policies, through family polio 
expense, to comprehensive group plans, including new Groupac— 
the group insurance plan for employers of from 10 to 24 persons. 


AmIco’s accident and health premiums rank third in the company’s 
total premium volume. 


If you would like to represent Amico for accident and health lines, 
write the Accident and Health department, Sheridan Road at Law- 
rence Avenue, Chicago 40. 
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BUSINESS 


BUILDERS 


M. H. Blackburn, C.P.C.U. “Protection” (The Travelers Insurance Companies) 


“TF YOU CALLED ON TEN businessmen 
and asked each one to act as per- 
sonal surety for you to the extent 
of $10,000,” says manager C. W. 
Russell of Minneapolis, “you would 
probably get ten polite declinations. 
They would point out that such 
bonds are available through insur- 
ance companies. Yet, if one of these 
men has employees uninsured for 
fidelity, he is acting as personal 
surety, not only for but for 
every employee he has. The limit 
of his bond is the limit of what any 
employee might take through a dis- 
honest impulse. No one likes to act 


one, 


as personal surety, but many em- 
ployers are, in effect, doing just that 
without realizing it.” 


. 


a, 
YURNgyrc 


says Russell W. Lent 
of Buffalo of a fire contents solicita- 


‘IT works,” 


tion letter he saw in these columns. 
He sent copies to thirty-eight fire 
policyholders two months before re- 
got The 
original coverage of the thirty-eight 
was $12,€00; it is now $84,500. The 
original premiums totaled $235.89; 
they are now $601.50. The letter: 
“Dear Mr. Doe: 

“The fire insurance covering your 
household furniture will expire June 

In view of today’s high replace- 

I recommend that 
increase your insurance 


newal He ten replies. 


ment costs, you 

“During the past three years, you 
have 
creased your possessions by the pur- 


probably substantially — in- 
chase of a new television set, wash- 
New 
personal clothing, rugs, drapes, gar- 
den the 
value of your possessions and all 
should be included in insur- 
ance. 


ing machine or refrigerator. 


tools—all have increased 


your 
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“If you desire additional insur- 
ance, please indicate below how 
much you would like, and return this 
letter to me in the enclosed stamped 
envelope. 

Cordially, Russell W. Lent 

“T want adequate insurance on 
my personal possessions. Please in- 
crease the fire insurance from $5,000 
Wi Binaries 








THERE’S MONEY It’s 
in the principal's office, the cafeteria, 
and the till used for receipts from 
sports events, amateur theatricals 
and concerts. The board of public in- 
struction may authorize payment of 
the premium on insurance to protect 
this money. Many county boards 
buy broad form money and securi- 
ties coverage. Don't overlook the 
possibility of writing a blanket policy 
to cover the entire school system in 
your county. 


IN SCHOOLS, 


“No NEWS IS NEws.” You 
read in your papers of seasonal lay- 
offs of unskilled production workers. 
But you don’t see the good news that 
aircraft plants are engaging engi- 
neers, that clothing firms are solicit- 
ing tailors, that electronic equipment 
manufacturers are seeking crafts- 
men, and that heavy gear and motor 
companies are bidding for machin- 
ists. In these industries, as in a host 
of others, a bright busy spring is 
expected. 


GOOD 


7) 


PAGING MR. BoTTs. In his palmiest 
days, Alexander Botts—visionary, 
diplomat, salesman and disciple of 
the “Earthworm’’—never anticipated 
the tremendous upsurge witnessed 
during the past two years in heavy 
construction equipment. 

Coincident with the advent of the 
first robin, a flock of mechanized 
mammoths will descend on your 
town. To name the noisiest, you will 
be able to identify these: Power 
shovels, cranes, buckets, track and 
pipe layers, mixers, scrapers, trench- 
ers, crushers, rollers, drillers, hop- 
pers, pumpers, hammers, _ pile- 
drivers, winches, off-highway trucks, 
and a highly delightful assortment 
of crawling and wheel-type tractors. 

The background for this spring 
thaw activity is billions of dollars of 
private non-housing construction, 
additional billions of local and state 
roads, streets, bridges, 
schools and other public buildings. 
The background for this is a bond 
financing boom which in 1953, de- 
spite relatively high interest cost, 
broke records. 

Your portfolio includes boiler and 
machinery, contractors equipment, 
public liability, surety bonds. You 
are ready. 


sewerwrs, 
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Short waves travel long distances 


London... Rome... Hongkong ...Sydney... 
the whole wide world is the back yard of the 
family with a short-wave radio receiver. 

Hallicrafters precision equipment, made in 
Chicago, is used in 89 countries and by 33 gov- 
ernments. A pioneer in the field of short-wave 
electronics, the company this year marks its 20th 
anniversary. The skills and experience that have 
made Hallicrafters a leading manufacturer in 


Over ten thousand agents . 


short-wave radio stand behind its “new-dimen- 
sion” television receivers as well. 

For many years U.S. F.&G. has had a part 
in Hallicrafters’ development by providing a 
variety of essential bonding and insurance 
coverages. Whether you produce precision equip- 
ment, sell goods or services, own your home or 
business; no matter what you do, there are 
U.S. F. & G. coverages to meet your needs. 


. . there’s one in your community. 


Consult him as you would your doctor or lawyer. 


U.S.F.&G. 


CASUALTY -FIRE 
INSURANCE 


FIDELITY -SURETY 
BONDS 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
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SLOW DOWN AND LIVE 


NCREASED CONVICTIONS for speed- 
lies are cited as the key to improv- 
ing the traffic accident record in tk 
formal the successfui 
“Slow Down 
and the North 
eastern Conference on Highway 
Safety and Motor Vehicle Problems. 

The report also reveals that the 
anti-speeding effort conducted this 
year will be repeated by the eleven 
northeastern states in 


report on 
eleven-state summer 


Live” program of 


1954 hecause 


the experimental highway ‘‘slow 


down” was “a definite success,” 


20°, More Convictions 


The unprecedented program, in 
effect during the period of peak va- 
travel Maryland to 
Maine, produced a 19.8 percent in 
crease in convictions for speed vio 
lations. A total of 55,248 speeding 
convictions reported by nine of the 


cation from 


eleven states cooperating in the pro 


gram represented an increase of 9, 
138 convictions over the 1952 sum 
mer period, 

The report notes these points : 


hs aR there 
pronounced increase in convictions 


states where was a 
for speed violations, there was either 
a decrease in traffic fatalities or the 
record held even. There were two 
one in each direction 

which provide interesting side-lights 


exceptions 


on the results. In one state, despite 
a fine increase in speeding convic 
tions, there was a sharp upswing in 
traffic deaths. In another state, de- 
spite a very small drop in speeding 
convictions, there was an exceptional 
reduction in traffic deaths 

“The trend definite. The 
better the speed conviction record, 
the better the fatality reduction. 
This was a speed control program. 
Public education doubtless helped 
hold highway speeds in check but 
the real test of the project was the 
stepping up of enforcement. 
“9 


was 


In every state showing an in 
crease in speed convictions there was 
some accompanying improvement of 
the traffic accident record. For ex 
ample, in one state a jump in speed 
convictions helped produce a drop in 
fatalities and property damage ac 
cidents; in another state more con 
victions for speeding led to fewer 
traffic deaths and fewer personal in 
juries.” 
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Analysis of the results of the pro- 
gram showed that six states cut traf- 
fic deaths below the corresponding 
period of 1952, one state held ex- 
actly even, and only four states 
showed increase in fatalities. In one 
state traffic deaths jumped 100 per- 
cent over June, July and August of 
1952, but the report noted that in 
this state only ten traffic deaths in 
a three-month period accounted for 
this record, 

States which decreased fatalities 
included Vermont, down 33.3 per- 
cent. Maryland 15.7 percent, 
Pennsylvania 11.8 percent, New Jer- 
sey 2.3 percent, Connecticut 1.7 per- 
cent and Massachusetts 0.9 percent. 
Fatalities remained the same as in 
1952 in Delaware. The states which 
showed increases in fatalities during 
the summer were New York, up 
12.4 percent, Maine 22 percent, New 
Hampshire 41 percent, and Rhode 
Island 100 percent. 

The report added that in the re- 
gion as a whole both personal in- 
juries and property damage acci- 
dents increased over the same 
months of 1952. It emphasized 
strongly, however, that increased 
speed convictions were the common 
denominator of favorable re- 
sults achieved. 

The report said the campaign 
eliminated the nine percent increase 
in traffic deaths shown in the first 
five months of the year, despite an 
increase of at least six percent in 
traffic volume. Traffic flow counts 
in various states of the area showed 
increases ranging from 9.3 percent to 
12 percent above 1952. 
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The 1953 program was announced 
last May 28 with simultaneous proc- 
lamations by the governors of the 
eleven northeastern states of the 
summer highway “slowdown” effort 
between June 1 and August 31. The 
report pointed out that the Presi- 
dent's Highway Safety Conference 
and other safety gatherings had 
“written off” the Northeast for years 
“as a somewhat hopeless case of 
antiquated and ordinances, 
stubborn in its clinging to estab- 
lished patterns and thoroughly hide 
hound in its reaction to progressive 
safety measures.” 


laws 


Despite such obstacles, nearly one 
hundred top officials of the eleven 
states mapped out their first unified 
highway safety program to cut down 


Tae sala adel 


excessive highway speeds, especially 
in rural areas, at two meetings held 
in Boston and Philadelphia last 
spring. Those attending included 
attorneys general, secretaries of 
state, heads of police, highway and 
motor vehicle departments, every 
representative group of local officials 
and a few private agencies. 


HOMEOWNERS’ POLICIES 


HODE ISLAND COMMISSIONER 

Bisson has authorized the use 
of homeowners’ policies A and B, 
devised by the Multiple Peril In 
surance Rating Organization and 
some individual companies. They 
provide coverage on a combination 
of real and personal properties and 
comprehensive personal _ liability, 
written in specific amounts applica- 
ble to the dwelling with 40% of said 
amounts covering household con- 
tents. As respects property, the A 
policy insures against the named 
perils of fire, lightning, extended 
coverage, theft and real and personal 
property associated with the princi- 
pal residence of the insured, com- 
prehensive personal liability and 
medical payments. The B_ policy 
covers in addition to the above addi- 
tional extended coverage perils sub- 
ject to a $50 deductible. Both poli- 
cies are written for an indivisible 
premium about 20% below similar 
broad coverages if taken in individ- 
ual policies. Policies are rated and 
written for three years only, except 
that provision has been made for 
annual installments. In addition to 
Rhode Island, these policies are be- 
ing written in the states of Pennsyl- 
vania, Delaware, California, Colo- 
rado, Vermont and Illinois. 


OPPOSES SUMMARY 
PROCEDURE 


HE INSURANCE BOARD of Cleve- 

land is opposing the Justice De- 
partment’s motion for a summary 
judgment in the anti-trust suit 
against the board. It argues that the 
legal issues are too complicated and 
the factual issues too involved for 
the summary procedure. The Board 
feels it is impossible for a court to 
comprehend the complexities of the 
insurance business by affidavit and 
deposition. 
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Company Changes 


frorr page 146 
Insurance Com- 

On July 7 this 
changed it name to Trans 
Pacific Insurance Company 

lsconomy Auto Insurance 
Freeport, Illinois: On 
company changed its 
Fire and Casualty Company 

kmmco Casualty Insurance 
South Bend, Indiana: On 
compan) 


Commercial Benefit 
pany, Phoenix, Arizona 
company 


Company, 
December 1 this 
name to Economy 


Company, 
August 17 this 
changed its name to | xcel In 
Company 

The Hamilton fire Insurance Company, 
New York Vew York On May 21 this 
company name to United 
Fire Insurance Company 

Interstate Casualty 
Illinois 
this company 
state Tire & 
( ity 


surance 


changed its 


Company, Bloom 
Around middle ot year 
changed it to Inter 
Casualty Company 

lire Insurance Company, 
Falls, South Dakota; During De 
this company deleted the word 
from its title 

Selective Auto and lire Insurance Com- 
pany of America, Seattle, Washington: 
On October 29, this company changed 
its name to SAFECO Insurance Company 
of America 

Southern Fire and Marine Insurance 
Company, Atlanta, Georgia: On Decem- 
ber 9 this company changed its name to 
American Southern Insurance Company. 

Yorkshire Indemnity Company of New 
York, NV eu York, Nex York W ith the 
consolidation and domestication of the 
U. S. branch of the Yorkshire Insurance 
Company, Limited on December 31, this 
company changed its name to The York 
shire Insurance Company of New York. 


ington, 


Ouec 
S10UR 
cember 
“Fire” 


Mutual and Assessment 


American Mutual Benefit Insurance 
Company, Philadelphia, Pennsylvania: On 
March 26 this company changed its name 
to Community Mutual 
pany 

Blackstone Mutual lire Insurance Com 
pany, Providence, Rhode Island: On May 


Insurance Com 


sylvania 


11 this company deleted the word “Fire” 
from its title. 

The Cattaraugus County Patron’s Fire 
Relief Association, Olean, New York: On 
May 4 this company changed its name to 
Cattaraugus and Allegany County Pa 
trons’ Fire Relief Association. 

Celina Mutual Casualty Company, 
Celina, Ohio: During May this company 
changed its name to Celina Mutual In- 
surance Company. 

Cokato Finnish Mutual lire Insurance 
Company, Annandale, Minnesota: During 
April this company deleted the word 
“Finnish” from its title. 

Com mercial 7 raz elers Mutual 4 1 cl 
dent Association of America, Utica, New 
York: On May 22 this company deleted 
the words “of America” from its title. 

The Farmers Mutual Fire Insurance 
Company of Tuscarora, Wyalusing, Penn 
On June | this company chinged 
its name to Farmers Mutual Insuranc 
Company of Tuscarora and moved to 
Spring Hill, Pa 

Federa! Casualty Comfany, Milwaukec, 
Wisconsin: At the beginning of the year 
this company changed its name to Federal 
Mutual Casualty Insurance Company 

Federal Mutual lire Insurance Com 
pany, Boston, Massachusetts: On June 
10, this company deleted the word “Fire” 
from its title. 

Home Mutual Casualty Company, Chi 
cago, Illinois: During September this 
company changed its name to Capitol 
Casualty Mutual Company. 

Kortright Mutual Fire Insurance Asso 
ciation, South Kortright, New York 
On March 2 this company changed its 
name to Kortright Co-Operative Fire In 
surance Company 

Lykens Valley Mutua' Fire Insurance 
Company, Elisabethville, Pennsylvania: 
On March 11 this company deleted the 
word “Fire” from its title. 

Mound Prairie Farmers Mutual Fire 
Insurance Company, Houston, Minnesota: 
Changed name to Mound Prairie Mutual 
Insurance Company Feb. 16 

Philadelphia 


lire Insrance 


Manufacturers Mutual 
Company, Philadelphia, 


Five and lleed Lines 
MILLERS NATIONAL 


Insurance Company 


Eastern Department... 


PHILADELPHIA 


Pacific Coast Department... 


SAN FRANCISCO 


HOME OFFICE 
CHICAGO 6 


f . sy 96 
hinte JSS 


ILLINOIS FIRE 


Insurance Compa 


BDrye and e VAL Lr hae LA 


Pennsylvania: On February 19 this com- 
pany deleted the word “Fire” from its 
title. 

Pine Township Mutual Fire 
Insurance Company of Pennsylvania, Pine 
Grove, Pennsylvania: On September 3 
this company changed its name to Pine 
Grove Mutual Insurance Company 

Protection Mutual Fire Insurance Com- 
pany, Chicago, Illinois: On July 24 this 
company deleted the word “Fire” from its 
title. 

Retail 


ance 


G rove 


Merchants Mutual Fire Insur 
Company, Paterson, New Jersey 
During April this company change: its 
name to Union Farmers Mutual Insur 
ance Company and moved to Trenton, 
N. J. 

The Rush Township Mutual Fire In- 
surance Company, Rushtown, Pennsyl 
vania: On June 16 this company changed 
its name to Rush Township Mutual In 
suran'e Company and moved to River 
side, Northumberland County, [a 

Susquehanna Mutual Insurance Com- 
pany, Philadelphia, Pennsylvania: On De 
cember 8 this company changed its name 
to Gibraltar Mutual Insurance Company. 

Union Mutual Dwelling House Fire 
Insurance Company, Minneapolis, Min 
nesota: On October 2 this company 
changed its name to Union Mutual In 
surance Company of America. 

Union Mutual Fire Insurance Company, 
Providence, Rhode Island: On May 11 
this company changed its name to Union 
Mutual Insurance Company of Provi- 
dence. 

The Windsor Mutual Assistance and 
lire Insurance Company of Berks County, 
Hamburg, Pennsylvania: On September 
15 this company changed its name to 
Windsor Mutual Insurance Company 


Lloyds and Reciprocals 


Mayflower Inter-Insurance Exchange, 
Svattle, Washington: On August 4 this 
organization changed its name to May 
flower Insurance Exchange. 

Preferred Security Llovds, San An 
tonio, Texas: On April 25 this Lloyds 
changed its name to Southland Lloyds 


RETIREMENTS 
Stock Fire and Casualty 


American Alliance Insurance Compan 
Vew York, New York: Merged into the 
Great American Insurance Company on 
December 31. 

American Income Assurance Company, 
Chicago, Illinois: Merged into the La 
Salle Casualty Company on July 17 

Concordia Fire Insurance Company of 
Milwaukee, Milwaukee, Wisconsin: Ab 
sorbed by the parent company, Firemen’s 
Insurance Company of Newark, New 
Jersey, on November 17. 

Dependable Accident Insurance Com- 
pany, Falls City, Nebraska: Merged into 
National Life Insurance Company, Lin 
coln, Neb., on January 31. 

Excess Insurance Company of America, 
New York, New York: Merged into the 
American Motorists Insurance Company 
on December 31. 

Lone Star Casualty Company, Ennis, 
Texas: Placed in receivership on April 
") 

Vorth American Assurance Corpora- 
tion, San Antonio, Texas: Placed in re- 
ceivership on May 14. 

Penn-Liberty Insurance Company, Phil- 
adelphia, Pennsylvania: Merged into 
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American Liberty lusurance Company, pa. ls 
Birmingham, Alabama on December 31 


Texas Fire Insurance Company, Ennis, 
Texas: Placed in receivership on April 
29 , 


Texas Western Assurance Company, 
Beaumont, Texas: Placed in receivership 


on May 5. 
United Firemen’s Insurance Company : 
of Philadelphia, Philadelphia, Pennsyl ' 


vania: Merged into United Firemen’s 
Insurance Company, New York, New 
York on August 31. 

United States Guarantee Company, 


New York, New York: Merged into the , d ~A ANIZER 

Federal ‘Tasurance Contest on Fsaee 30. +>) “ORGANIZER an = 
Washington Assurance Corporation, h PEERL . 

ad York, R. ew York: Merged into | { e ” \ ave nothi 

NMercne 5 le ity Corporatio ) 

ae a ee emnity orporation on ” SIMPLIFIER e 


Western National Insurance Company, le of 
San Francisco, California: Merged with . sa 
the Fireman’s Fund Insurance Company in the 
on December 31. t 
Yorkshire Indemnity Company of New and Surety P 
York, New York, New York: Consoli 
dated with the U. S. branch of the York 
shire Insurance Company, Limited on 
December 31 under the title Yorkshire 
Insurance Company of New York. 
Yorkshire Insurance Company, Limited, Peerless Agents are fully equipped to 
York, England: The U. S. branch of this produce greater sales volume by selling 
company was consolidated with its sub thoroughly complete insurance programs to 
sidiary, Yorkshire Indemnity Company all their customers and prospects. 
of New York, and domesticated under the The Peerless “Simplifier” (for th f 
title Yorkshire Insurance Company of eerless “Simplifier” (for the sale o 
New York on Dece mber 31. Fidelity and Surety Bonds) and the 
“Organizer” (for the sale of Fire, 
Mutual and Assessment Casualty and Bonding protection) leave 
Colonial Mutual Casualty Company, nothing — as — to p 
Upper Darby, Pennsylvania: During lat memory. se two sa es-producers 
ter part of year this company was ordered cover complete insurance program- 
- a business by the Pennsylvania ming so forcefully and logically ov 
nsurance ommiussioner, P ® 
Colonial Mutual Fire Insurance Com they are sure business builders 
pany, Upper Darby, Pennsylvania: Dur- whenever they are used. - 
ing latter part of year this company was 
ordered to suspend business by the Pern y | / 
sylvania Insurance Commissioner 3 ei ks 
Educators Mutual Automobile Insur BS 
ance Company, Fort Worth, Texas: On a 2 
July 1 this company was taken over by the fh 
July } : 4 
a uy 


2 . 
Educators Automobile Insurance Com- ‘| = 
pany. 


The Farmers Assessment Fire Insur 
ance Association of Saunders County, 
Cedar Bluffs, Nebraska: Merged with 


and into The Farmers Mutual Insurance 


F ee 
Company of Saunders County, Wahoo, L)1)) 
Nebraska, effective March 23. { | 
Farmers Mutual Fire Insurance Com AY{ OMYRM EY 
pany, Fort Edward, New York: Merged : wo, 


into the Easton Mutual Fire Insurance 
Company, Greenwich, N. Y. on November me AN Old New England Compan nf 
13 


“ 


ng to chance = z 
Casualty , 


complete Fire, . 
otection programs : 


si 
2 


“ 


Inland Empire Farmers’ Mutual Fir KEENE, NEW HAMPSHIRE 
Insurance Company, Spokane, Washing 
ton: Reinsured by Farmers Mutual In 
surance Company, Enumclaw, Washing 
ton on July 2. the Church Mutual Insurance Company 
Mimbres Valley Mutual Insuranci Merrill, Wisconsin, thi 
Company, Deming, New Mexico: Vo! voluntarily liquidated Great National Lloyds, Wa i 
untarily liquidated on March 1. Southern Standard County Mutual |) Reinsured by Great Natior 1 Fire & Cas 
Mississippi Mutual Livestock Insurance surance Company, Dallas, Texas: Vol ualty Company onl prmnirny 14 
Company, Jackson, Mississippi: Licensed — untarily dissolved on July 1 I sheets yr dz. } ~ Wah Tessas 
in June and placed In receivership itt Texas Mutual insurance Compan ; e 


Lloyds and Reciprocals 


organization was 


a Converted to a stock company basis on 
September Beaumont, Texas: Placed in receivership luly 1 under the title “Liberty Insurance 
y i mae, die : 
Vutual Fire Insurance Compan rf n February 13 Company of Texas.” 
Reading, Reading, Pennsylvania: Corpo What Cheer Mutual Fir 1s é Lloyds Fire and Casualty Assuras 
, ove ire « alty ance, 
rate powers and existence terminat:d May Company, Providence, Rhode I San Antonio. Texas: Placed in receives 
22 by court order. Merged into Blackstone Mutual Insurar ship on May ‘9 
Vutual Fire Insurance Society of the Company on October 3] Pi ye | Int I 
. . - . : + : . toneer Insurors, San Ap n l exas 
Vichigan Conference of the Evangelical IV yoming Valley Fire Insuran 
United Brethren Church, Ltd., Mount pany, Warsaw, New York: Me 
Pleasant, Michigan: Following the rein the Sterling Fire Insurance Ci 
surance of all outstanding business with June 15 


Reimsured by Pioneer Casualty Company, 
rg and San Antor 1, Texas on Oct l 

ymnar 

ed 


ed 
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CHANGES IN CAPITAL 
Stock Fire and Casualty 


Agricultural Insurance Company, 
Watertown, New York: On April 29 
capital was increased from $3,000,000 to 
$4,000,000 and $2,000,000 contributed to 
surplus through the sale of additional 
stock at $30 per share, par value $10. 

All-American Insurance Company, 
Washington, District of Columbia: Addi- 
tional surplus of $25,000 contributed on 
February 12. 

Allstate Fire Insurance Company, 
Skokie, Illinois: During year capital was 
increased from $300,000 to $1,000,000 
through the distribution of a stock divi 
dend. 

Al state Insurance Company, Skokie, 
Illinois: During year capital was increased 
from $1,500,000 to $3,000,000 through the 
distribution of a stock dividend. 

American Automobile Insurance Com- 
pany, St. Louis, Missouri: During middle 
of year capital was increased from $2,- 
000,000 to $2,500,000 and $4,500,000 con- 
tributed to surplus through the sale of 
additional stock at $40 per share, par 
value $4 

American Casualty Company, Reading, 
Pennsylvania: On March 10 capital was 
increased from $1,750,000 to $2,000,000 
through the distribution of a stock divi- 
dend, Additional surplus of $50,000 was 
contributed by subsidiary during begin- 
ning of year 

American Fidelity and Casualty Com- 
pany, Inc., Richmond, Virginia: During 
year capital was increased from $1,900, 
000 to $2,025,000 and $3,712,500 contrib- 
uted to surplus through the sale of prior 
cumulative preferred stock at par value, $5 
per share; sale of convertible preferred 
stock at $22.25 per share, par value $5; 
and the exchange of 200,000 shares of 
prior cumulative preferred and 100,000 
shares of cumulative preferred for 75,- 
000 shares of convertible cumulative pre- 
ferred 

American Fire and Casualty Comtany, 
Orlando, Florida: During year capital 


was increased from $555,700 to $644,700 
and $163,500 contributed to surplus, after 
underwriter’s fees and other refinancing 
expenses of $27,250, through the sale of 
additional stock at $27.50 per share, par 
value $10. 

American General Insurance Company, 
Minneapolis, Minnesota: During August 
capital was increased from $100,000 to 
$200,130 through the sale of Class B com- 
mon stock at par value or $85 per share. 

American Southern Insurance Company, 
Atlanta, Georgia: Additional surplus of 
$250,000 was contributed during year. 

American Universal Insurance Com- 
pany, Providence, Rhode Island: During 
December capital was increased from 
$500,000 to $625,000 and $131,250 con- 
tributed to surplus through the sale of 
additional stock at $20.50 per share, par 
value $10. 

Arex Indemnity Company, New York, 
New York: Around the middle of the 
year the capital structure of this company 
was revised as follows: The par value of 
the common stock was reduced from $10 
to $4 per share; 35,823 new shares of 
$4 par value common were issued in ex- 
change for 1,000 preferred shares ($1 
par value—$201 redemption priéé)—and 
31,500 new $4 par value common shares 
were sold to the Citizens Casualty at $6 
each. As a result, capital was reduced 
from $452,770 to $450,000 and $63,000 of 
new funds contributed to surplus. 

Automobile Club Insurance Company, 

Columbus, Ohio: During year capital was 
seo from $162,000 to $163,900 and 
$950 contributed to ‘surplus through the 
sale of additional stock at $150 per share, 
par value $100. 

Beneficial Fire and Casualty Insurance 
Company, Los Angeles, California: On 
July 9 capital was increased from $425,- 
000 to $450,000 through the sale of addi- 
tional common stock at par value, $1 per 
share, to its parent company, Beneficial 
Standard Life Insurance Company. 

Carolina Casualty Insurance Company, 
Burlington, North Carolira: During latter 
part of year capital was increased from 
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$517,494 to $683,027 and $105,095 con- 
tributed to surplus through the sale of 
additional Class B common stock, par 
value $1 per share and a stock dividend. 

Casualty Underwriters, Inc., St. Paul, 
Minnesota: During year capital was in- 
creased from $233,000 to $269,410 and 
$36,410 contributed to surplus through 
the sale of additional stock at twice par 
value or $20 per share. 

Central National Insurance Company, 
Omaha, Nebraska: On June 30 capital 
was increased from $850,000 to $1,000,- 
000 through the distribution of a stock 
dividend. 

Cincinnati Insurance Company, Cincin- 
nati, Ohio: During year capital was in- 
creased from $100,000 to $175,000 and 
$82,500 contributed to surplus through 
the sale of additional stock at $42 per 
share, par value $20. 

Citizens Casualty Company, New York, 
New York: During April capital was 
increased from $600,000 to $800,000 
through the distribution of a $100,000 
common stock dividend and by a change 
in par value of common stock from $1.50 
to $2. Around the middle of the year 
capital was increased from $800,000 to 
$1,000,000 by the sale of 8,000 shares of 
$1.50 preferred stock at par value, $25 
per share. 

Citizens United Insurance Company, 
Indianapolis, Indiana: During year capital 
was decreased from $216,430 to $111,217 
by transferring $108,215 from capital to 
surplus and the sale of additional stock 
at par value or $1 el share. 

Civil Service Employees Insurance 
Union, San Francisco, California: On 
March 31 capital was increased from 
$563,820 to $580,860 and $29,820 contrib- 
uted to surplus through the sale of addi- 
tional stock at $27.50 per share, par value 
$10. 

Constitution Insurance Corporation, 
New York, New York: Additional sur- 
plus of $119,000 contributed on March 31. 

Dixie Fire and Casualty Company, 
Greer, South Carolina: On October 31 
capitul was increased from $500,000 to 
$580,000 and $120,000 contributed to sur- 
plus through the sale of additional stock 
at $25 per share, par value $10. 

Employers Insurance Company, Bir- 
mingham, Alabama: During year capital 
was increased from $306,400 to $306,500 
and $100 contributed to surplus through 
the sale of additional stock at $20 per 
share, par value $10. 

Lxcelsior Insurance Company, Syra- 
cuse, New York: During latter part of 
year capital was increased from $720,000 
to $900,000 and $120,000 contributed to 
surplus through the sale of additional 
stock at $10 per share, par value $6. 

Fire and Casualty Insurance Company 
of Connecticut, Hartford, Connecticut: 
During latter part of year capital was 
increased from $300,000 to $550,000 
through the distribution of a stock divi- 
dend. 

Florida Home _ Insurance Company, 
Miami, Florida: During year capital was 
increased from $179,640 to $182,260 and 
$3,930 contributed to surplus through the 
sale of additional stock at $25 per share, 
par value $10. 

General Guaranty Insurance Company, 
Winter Park, Florida: During year capi- 
tal was incre ased from $104,130 to $120,- 
000 and $15,870 contributed to surplus 
through the sale of additional stock at 
twice par value or $20 per share. 

Georgia Casualty and Surety Company, 
{tlanta, Georgia: During year capital 
was increased from $203,680 to $260,000 
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and $77,440 contributed to — surplus 
through the distribution of a stock divi- 
dend and the sale of additional stock at 
$30 and $40 per share, par value $10. 

Government Employees Insurance Com- 
pany, Washington, District of Columbia: 
On March 18 capital was increased from 
$1,000,000 to $1,100,000 through the dis- 
tribution of a 10% stock dividend. 

Great American Insurance Company, 
New York, New York: On November 
26 capital was increased from $10,000,000 
to $12,800,000 in connection with liquida- 
tion of Great American Corporation. 
Acquisition of American Alliance Insur- 
ance Company on December 31, increased 
capital from $12,800,000 to $14,343,500. 

Gulf Insurance Company, Dallas, 
Texas: In March capital was increased 
from $1,750,000 to $1,800,000 and $200, 
000 contributed to surplus by the sale of 
additional stock at $50 per share, par 
value $10. In April capital was increased 
to $2,000,000 through the distribution of 
a stock dividend. 

Health Service Incorporated, Chicago, 
Illinois: Additional surplus of $12,800 
contributed during year. 

International Service Insurance Com- 
pany, Fort Worth, Texas: During latter 
part of year capital was increased from 
$450,000 to $600,000 and $100,000 con- 
tributed to surplus by transfer of $50,000 
from surplus to capital and the sale of 
additional stock at twice par or $40 per 
share. 

Interstate Fire & Casualty Company, 
Bloomington, Illinois: Around middle of 
year capital was increased from $220,000 
to $500,000 and $182,000 contributed to 
surplus through the sale of additional 
stock at $16.50 per share, par value $10 

Interstate Indemnity Company, Los 
Angeles, California: On May 11 capital 
was increased from $150,000 to $300,000 
and $150,000 contributed to surplus 
through the sale of additional stock at 
twice par value or $20 per share. 

Jefferson Insurance Company, New 
York, New York: During latter part of 
year capital was increased from $500,000 
to $700,000 and $280,000 contributed te 
surplus through the sale of additional 
stock at $240 per share, par value $100. 

Maine Bonding and Casualty Company, 
Portland, Maine: On November 10 capi- 
tal was increased from $400,000 to $500,- 
000 through the distribution of a 25% 
stock dividend. 

Manufacturers Fire Insurance Com- 
pany, Philadelphia, Pennsylvania: On 
May 31 this wholly owned subsidiary of 
the Manufacturers Casualty Insurance 
Company increased its capital from $250,- 
000 to $500,000 through the sale of addi 
tional stock at par value, $10 per share. 

Vanufacturers & Merchants Indemnity 
Company, Cincinnati, Ohio: On August 
13 capital was reduced from $1,200,000 
to $600,000 by reducing the par value of 
the preferred stock from $100 to $50 and 
the common stock from $5 to $2.50 per 
share 

Marathon Insurance Company, Dallas, 
Texas: On November 24 capital was in- 
creased from $200,000 to $500,000 and 
the par value of its shares changed from 
$100 each to no-par value. The increase 
in capital represented $200,000 of new 
funds paid-in and $100,000 transferred 
from surplus to capital. 

Varyland Casualty Company, Balti 
more, Maryland: In March capital was 
raised from $4,656,014 to $5,098,112 when 
442.098 shares of common stock were sold 
at $23 each, par value $1, to provide also 
$9,726,156 contributed surplus 
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Merchants Fire Insurance Company, 
Indianapolis, Indiana: On November 1 
capital was increased from $200,000 to 
$300,000 through the distribution of a 
100% stock dividend on the voting com- 
mon stock 

Mercury Insurance Company, St. Paul, 
Minnesota: On August 11 this wholly 
owned subsidiary of the St. Paul Fire 
and Marine Insurance Company increased 
its capital from $2,500,000 to $3,500,000 
through the distribution of a stock divi 
dend. 

Metropolitan Fire Assurance Company, 
New York, New York: Additional sur 
plus of $100,262 was contributed during 
year. 

Mission Indemnity Company, Pasadena, 
California: The sale of additional stock at 
$2 per share, par value $1, on June 3 in 
creased capital from $146,306 to $169,000 
and contributed $22,694 to surplus. On 
June 25 the par value of the stock was 
reduced from $1 per share to $0.65 per 
share, thereby reducing capital to $109,- 
850 and transferring $59,150 to surplus 
fund. 


Motor Vehicle ¢ asualty ¢ ompany, ¢ ht 
cago, Illinois: On April 30 capital was 
increased from $300,000 to $600,000 
through the distribution of a 100% stock 
dividend. At the same time the par value 
of the stock was reduced from $25 to $5 
by means of a five-for-one stock split. 


Vational Benefit Insurance Company, 
Des Moines, lowa: On December 14 capi 
tal was increased from $200,000 to $1,000 
000 through the distribution of a stock 
dividend 


National Indemnity Company, Omaha, 
Vebraska: On January 15 capital was 
increased from $450,000 to $500,000 and 
$60,000 contributed to surplus 
the sale of additional stock 
share, par value $100 


through 
at $220 per 


Vational Union Indemnity Company, 
Pittsburgh, Pennsylvania: On January 27 
capital was increased from $750,000 to 
$1,000,000 and $500,000 contributed to 
surplus through the sale of additional 
stock to the parent company, National 
Union Fire Insurance Company, at $75 
per share, par value $25 
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Company Changes—Continued 

Newfoundland American Insurance 
Company, Ltd., St. John’s, Newfound 
land: During 1953 capital was increased 
from $265,000 to $300,000 and $17,500 con 
tributed to surplus 

Vew Hampshire lire Insurance Com- 
pany, Manchester, New Hampshire: On 
April 15 capital was increased from $3,- 
750,000 to $4,000,000 through the distribu 
tion of a stock dividend 

Vew South Insurance Company, Wins 
ton-Salem, North Carolina: Additional 
surplus of $100,000 contributed on June 
>) 

Ohio Casualty Insurance Company, 
Hamilton, Ohio: During April capital 
was increased from $2,000,000 to $2,500,- 
000 through the distribution of a 25% 
stock dividend 

Olympic Insurance Company, Los An- 
geles, California: On December 9 capital 
was increased from $700,000 to $1,000,000 
through the distribution of a stock divi- 
dend 

Pan American Casualty Company, 
Houston, Texas: On October 28 capital 
was increased from $300,000 to $400,000 
through the distribution of a 334% 
stock dividend 

Preferred Insurance Company, Grand 
Rapids, Michigan: On December 15 capi 
tal was increased from $400,000 to $500,- 


000 through the 
stock dividend. 

Provident Life and Accident Insurance 
Company, Chattanooga, Tennessee: Dur- 
ing December capital was increased from 
$4,200,000 to $7,000,000 by transferring 
$2,800,000 from surplus to capital. 

Public National Insurance Company, 
Miami, Florida: On December 28 capital 
was increased from $300,000 to $350,000 
and $50,000 contributed to surplus through 
the sale of additional stock at twice par 
value or $20 per share. 

Queen City Insurance Company, Sioux 
Falls, South Dakota: On December 28 
capital was increased from $300,000 to 
$400,000 and $50,000 contributed to sur- 
plus through the sale of additional stock 
at $150 per share, par value $100. 

Republic Insurance Company, Dallas, 
Texas: During the early part of 1953 
capital was increased from $4,100,000 to 
$4,300,000 througl: the distribution of a 
stock dividend. Redemption of preferred 
stock at par value, $100 per share, dur- 
ing year reduced capital to $4,200,000. 

Seaboard Surety Company, New York, 
New York: On May 22 capital was in- 
creased from $1,000,000 to $2,000,000 
through the distribution of a 100% stock 


dividend. ; : é 
Selected Risks Indemnity Company, 
New Jersey: During latter 


distribution of a 25% 
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$650,000 to $800,000 and $147,500 contrib- 
uted to surplus through the distribution 
of a 10% stock dividend and the sale of 
additional stock at $35 per share, par 
value $10. 

Southern Fire & Casualty Company, 
Knoxville, Tennessee: On April 1 capital 
was incréased from $300,000 to $344,000 
by assigning.a $2 par value per share to 
the 172,000 shares of no par value stock 
outstanding and transferring $44,000 from 
surplus to capital. 

Southern Home Insurance Company, 
Greer, South Carolina: On June 30 capi- 
tal was increased from $100,000 to $150,- 
000 and $75,000 contributed to surplus 
through the sale of additional stock at 
$25 per share, par value $10. 

Southwest Casualty Insurance Com- 
pany, Fayetteville, Arkansas: On April 15 
capital was increased from $250,000 to 
$400,000 through the distribution of a 
stock dividend. 

Southwest General Insurance Company, 
Dallas, Texas: Additional surplus of 
$300,000 was contributed during year. 

Standard Insurance Company, Tulsa, 
Oklahoma: Additional surplus of $250,- 
000 was contributed during latter part of 
year. 

State Farm Fire and Casualty Com- 
pany, Bloomington, Illinois: During latter 
part of year capital was increased from 
$1,000,000 to $1,500,000 and $1,000,000 
contributed to surplus through the sale 
of additional stock to the parent company, 
State Farm Mutual Automobile Insurance 
Company, at $30 per share, par value $10. 

State Fire and Casualty Company, 
Miami, Florida: During latter part of 
year capital was increased from $120,000 
to $180,000 and $219,000 contributed to 
surplus through the sale of 80,000 shares 
of Class B common stock at $3.75 per 
share, par value $1.00, and the redemption 
of 200 shares of outstanding preferred 
stock at $105 per share, par value $100. 

Trinity Universal Insurance Company, 
Dallas, Texas: During February capital 
was increased from $1,000,000 to $1,250,- 
000 through the distribution of a 25% 
stock dividend. 

Underwriters Insurance Company, Chi- 
cago, Illinois: On February 5 capital was 
increased from $350,000 to $400,000 
through the sale of additional stock at 
par value, $100 per share. 

United States Fidelity and Guaranty 
Company, Baltimore, Maryland: On 
April 15 capital was increased from $14,- 
105,880 to $15,516,468 through the dis- 
tribution of a stock dividend. 

Universal Security Insurance Company, 
Memphis, Tennessee: During year capité al 
was increased from $100,080 to $100,210 
and $65 contributed to surplus through 
the sale of additional stock at $15 per 
share, par value $10. 

Universal Surety Company, Lincoln, 
Vebraska: On January 15 capital was in- 
creased from $300,000 to $400,000 through 
the distribution of a stock dividend 

Western Pacific Insurance Company, 
Seattle, Washington: Additional surplus 
of $240,000 contributed during latter part 
of year through sale of 6% convertible 
bonds in denominations of $100, $500 and 
$1,000 

Wolverine Insurance Company, Battle 
Creek, Michigan: During the early part 
of 1953 capital was increased from $500,- 
000 to $1,000,000 through the distribution 
of a 100% stock dividend. 

Yorkshire Insurance Company of New 
York, New York, New York: During 
1953 capital was increased from $750,000 
to $1, 150,000 a the distribution of a 
< dividend 
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CONDENSED STATEMENT AS OF DECEMBER 31, 1953 
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ASSETS 


CasH IN BANKS AND ON HaAnb ......... $ 3,196,633.82 
BoNDs: 

UNITED STATES GOVERNMENT $21,945,908.61 

UNITED STATES GOVERNMENT AGENCIES 3,019,709.04 

CANADIAN GOVERNMENT 1,022,842.35 

STATE, COUNTY AND MUNICIPAL 18,086,132.03 





Tota. Bonps 44,074,592.03 
STOCKS: 
Pusiic UTILITY 2,180,326.00 
BANK AND INSURANCE 938,310.00 
INDUSTRIAL AND MISCELLANEOUS 1,570,745.60 





TorTaL Stocks 4,689,381.60 
MortTGaGE Loans 75,092.45 
UNCOLLECTED PremMiuMs (Not Over 90 Days) 407,992.63 
INTEREST ACCRUED AND OTHER ADMITTED ASSETS 591,887.97 





ToTaL ADMITTED ASSETS __ $53,035,580.50 


LIABILITIES 


RESERVE FOR CLAIMS AND CLAIM EXPENSE $28,653,258.33 
RESERVE FOR UNEARNED PREMIUMS 9,114,652.09 
Funps He_tp UNDER REINSURANCE TREATIES 2,718,586.46 
TAXES AND OTHER LIABILITIES 1,045 077.48 
CAPITAL $ 2,000,000.00 
SURPLUS 9,504,006.14 





SURPLUS TO POLICYHOLDERS $11,504,006.14 





TOTAL $53,035,580.50 


Bonds are valued on an amortized basis and stocks at prices prescribed by the National Association of 
Insurance Commissioners. On the basis of December 31, 1953, actual market values for all bonds and stock 
owned: Total Admitted Assets would be $53,393,149.65. Surplus to Policyholders would be $11,861,575.29 
Securities carried at $4,160,691.75 in the above statement are deposited as required by law. 
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Making Friends . . . with the S f Fieldmen 








“A GOOD RIGHT 
AND LEFT HAND...” 


Fred C. Hall (left), Fire Association- 
Reliance Fieldman for Western Missouri, 
is Shown here discussing valuation figures 
with Mr. Speed Warner, head of the well- 
known Speed Warner, Inc. agency in Kan- 
sas City, Mo. Says Mr. Warner: “Property 
valuations are one of the most important 
customer-services our agency renders. Fred 
Hall certainly fills the bill in this depart- 
ment, augmenting our own staff with his 
specialized knowledge in this field. He’s 
a good right and left hand to the smooth 
operation of our agency.” 


From Mr. Warner’s remarks, it could be assumed that 
Fred Hall is a specialist in valuating property. He isn’t. 
But like all Fire Association-Reliance Fieldmen, Fred 
Hall is carefully trained in all phases of insurance, so 
thoroughly so that he may seem a specialist in any one 
of the phases. For example, Mr. A. T. Quisenberry (left) 
of the A. T. Quisenberry Agency in Springfield, Mo. 
states: ““Mr. Hall is extremely valuable to us in every 
facet of our business. He knows insurance. Equally 
important is his ability to work with us and our clients, 
regardless of the type of insurance involved.” 


Fire Association-Reliance Fieldmen know your local 
markets thoroughly, and understand your problems. 
They have the authority to make time-saving, on-the- 
spot decisions, and they represent companies which will 
never grow too large for family feeling, nor lose their 
high regard for personal relationships. Mr. Herbert 
Powell (left), head of the H. H. Powell, Inc. agency in 
St. Joseph, Mo., puts it this way: “Fred Hall is a man 
we like to see. We have confidence in his abilities, and 
he is continually surprising us with the new ways in 
which he can be of help. His is a combination of sincere 
friendliness and valuable assistance—and that’s rare 
in any business.” 
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The Economic Alamanac for 1953- 
1954 of the National Industrial Con- 
ference Board 

This 


from all 


new edition includes data 
among other 
things, population, resources, agri 
culture, mining, labor, prices, bank 
ing and finance, trade, service, public 
finance and international economic 
It includes 812 tables, and 


a glossary, a government organiza- 


sources on, 


statistics. 


tion chart, a dictionary of abbrevia- 
tions, and a forty page index 

The National Industrial Confer 
ence Board is one of the great non 
profit fact finding laboratories of the 
world. It was organized in 1916 and 
since then has continuously served 
institution for 
search in the fields of business, eco 
and 
It is not a government agency, an 
employer's association nor an ab 


as an scientific re- 


nomics business management. 


stract statistical bureau but is a sci- 
entific research institution, a whoily 
independent and non-profit organiza: 
tion, 

752 pages, $3.95; available frow 
the National Industrial Conference 
Board, Inc., 247 Park Avenue, New 


York 17, New York. 


How to Attain Financial Security and 
Self-Confidence by Marvin Small. 

This is a compilation of 200 in- 
spiring stories of people who made 
fortunes and how they did it. It 
includes such fascinating items as 
the six little words that are the key 
to financial success, how to put posi- 
tive thinking to work, what five rules 
prevent failure, how can you develop 
your hidden power to make money 
and how where can you find “acres 
of diamonds.” 

An idea of the type of inspiration 

received from this 

given by the chapter titles. Chapter 
3 is “The Basic Lesson of Success,” 


to be book is 


Chapter 7 is “Ten Basic Rules to 
Turn Ideas into Income,” Chapter 
10 is entitled “How to Lure Lady 
Luck,” Chapter 13, “How and 


For February, 1954 


a 


= on, 
oo 


TCATIONS 


Where People Like You Got Their 
Money Making Ideas” and Chapter 
16 is ‘What is the Best Time of Life 
to Seek a Fortune.” 

298 pages, $2.95; published by 
Simon and Schuster, Incorporated, 
630 Fifth Avenue, New York 20, 
New York. 


Coverage and Forms 

This publication lists which com 
pany writes what property insurance 
coverages and forms, how they are 
written, what they provide and what 
they exclude and the approximate 
Also included are the insur 
ance requirements by type of 


rates. 
risks 
for many special industries such as 
financial institutions, hotels, politi 
cal subdivisions, schools and many 
others. 

This is truly a work book and in 
cludes with each coverage and form 
a commentary on how to sell that 
particular coverage and form and 
how it is applicable to a particular 
client or business. Indexed by type 
of insurance, it is designed to assist 
experienced personnel as well as be 
valuable to students and newcomers 
in the field. 

544 pages, $10 per copy; pub- 
lished by The Spectator, Chestnut 
and 56th Streets, Philadelphia 39, 
Pennsylvania. 


Auto Insurance Underwriters Manual 

This loose leaf manual comprises 
a detailed description of the system 
of one man for selling the independ 
ent agency idea to automobile owners 
who are presently buying their in 
surance direct The 
author claims that it is a sales and 


from writers. 
business management system which 
the tradi 
tional agency and will result in star 
tling sales results 

225 pages, $32.50 per copy; dis 
tributed by the Northwest Insurance 
Vews, Henry Building, Portland 4, 
Oregon. 


discards the methods of 


Fire Resistance Ratings 

This pamphlet is a revision of 
\ppendix A of the National Build 
ing Code by the National Board of 
lire Underwriters. It 
number of tables on fire resistance 


contams a 


ratings of beam, girder and truss 


protections; ceiling constructions: 
column protections, floor and ceiling 
roof 


and walls and partitions 


constructions, constructions, 
The Cassy 
reference tables are set up in terms 
of minimum requirements for speci 
hed fire resistance and in such form 
as to fit the requirements for hours 
fire resistance 


given in building 


codes. 

Single copies available free from 
the National Board of Fire Unde 
writers, 85 John Street, New Yorl 
78. New York: 222 West Adams 
Street, Chicago 6, Illinois, 105 
California Street, San Francisco 4, 
California. 


Workmen's Compensation Law Pam- 
phlets 


edition of the Tennessee 


Workmen's 


A new 
Law 
pamphlet and a supplement to the 
last edition of the Workmen's Com 
pensation pamphlet of Pennsylvania 
have been published 


Compensation 


The new pamphlet contains a di 
gest and a complete text of the 
Workmen's Compensation law It 
also includes pertinent supplemen 
tary laws, amendments enacted by 
the 1953 legislative session, and ad 
ditional annotations of cases decided 
since publication of the 1948 edition 

The new supplement contains a 
effect of the 1953 
amendments, the text of the amend 
ments and annotations of recent de 


digest of the 


cisions construing the law 

Pamphlet, $1 per cof 
ment $.30 per copy; 
the I:ditor, Law Publications, As 
sociation of Casualt 
Companies, 60 John 


York 38, New Y ork. 


upf li 
available from 
and Surety 


Street 


Vew 





N. Y. COMPULSORY FIGHT 


ATTLE LINES ARE AGAIN being 
Bin in New York State on the 
question of compulsory automobile 
insurance. As an alternative to 
for a 
compulsory law, insurance interests 
are presenting a front in 
sponsoring the plan of voluntary ad 


Governor Dewey’s demand 
united 


ditional coverage drafted by the In- 
surance Industry Committee on 
Motor Vehicle Accidents. This plan 
would provide indemnity for an in 
sured motorist and members of his 
for valid 
claims resulting from a motor vehicle 


household uncollectible 


accident. Coverage could be written 
separately or as an endorsement to 
an automobile liability and property 
damage policy for an estimated 2% 
of the basic premium, subject to a 
deductible. 


Reinsurance Corporation 


To avoid a conflict of interest be- 
tween an insurance company and its 
insured in the investigation, defense 
and payment of such claims, legisla- 


tion has been sought to create a non- 
profit defense and reinsurance or- 
ganization under the proposed title 
of Motor Vehicle Responsibility 
Corporation in which all carriers 
would be required to place the new 
coverage. An impoundment law is 
also being sought as a companion 
measure. 

New York Superintendent Bohl- 
inger, a strong advocate of compul- 
sory automobile insurance, took a 
dim view of the new proposal which 
he characterized as “just another 
scheme to saddle the insured motor- 
ist with the cost of the damages in- 
flicted by uninsured motorists.” 

State Senator William S. Hults 
Jr. and Assemblyman Angelo Graci 
have introduced an administration- 
backed compulsory measure ‘“‘de- 
signed to provide a permanent solu- 
tion to the problem of the financially 
irresponsible motorist.” It does not, 
however, make any provision for 
damage caused by hit-and-run 
drivers, uninsured drivers from out 
side of the state or operators of 
stolen cars. Last year the Dewey 
administration proposed a contro- 
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versial measure called an assigned 
case bill to indemnify persons in- 
jured in such accidents but no such 
bill has been introduced this year. 


Bohlinger's Letter 


Senator Hults, in his capacity as 
chairman of the Joint Legislative 
Committee on Unsatisfied Judg- 
ment Funds and Compulsory Insur- 
ance, scheduled hearings on compul- 
sory insurance legislation for Jan- 
uary and February. The January 
meetings were held in Albany and 
the February ones in New York 
City. In the meanwhile the state ad- 
ministration worked to bring its 
heavy Republican majorities in both 
houses into line on the issue. Super- 
intendent of Insurance Bohlinger 
wrote all members of the Legislature 
reviewing the arguments in favor of 
compulsory insurance. In the letter, 
which was the first of a series, he 
attacked the industry’s voluntary 
automobile coverage plan. 

Meanwhile, a bill was introduced 
in the State Senate calling for com- 
pulsory semi-annual inspection of 
motor vehicles. This particular bill 
S. Int. 139, calls for state-owned and 
operated inspection stations. It does 
not have administrative backing. 
Inspection bills failed of passage last 
vear primarily due to the contro- 
versy between advocates of state 
owned inspection stations and those 
who wanted inspections handled by 
designated private garages. 


COMMISSION REPORTS 


HE COMMISSION ON FINANCING 
‘Le Hospital Care has completed 
what is said to be the most compre- 
hensive study of that subject made 
in this country. Gordon Gray, chair- 
man of the Commission and presi- 
dent of the University of North 
Carolina, states, “The Commission, 
an independent non-governmental 
group, has studied the problems of 
families as well as hospitals.” The 
Commission formulated its recom- 
mendations, according to Mr. Gray, 
“to point the way for effective volun- 
tary action, with minimal participa- 
tion by government, to bring hospital 
care within financial reach of all 
people.” 

The Commission found that vol- 
untary prepayment is an “effective 
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method of financing community hos- 
pital services” which “greatly eases 
the burden of financing hospital care 
by making it possible to meet the 
cost through advance periodic pay- 
ments of known amounts.” “Its 
effect,” according to the Commis- 
sion, “is to reduce significantly the 
number of persons unable to pay 
for their care at the time of illness 
and the number for whom the com- 
munity, through private or tax 
funds, must assume financial respon- 
sibility.” The Commission also 
found that “the financial stability of 
the voluntary hospital system is de- 
pendent upon the degree to which 
voluntary prepayment enables both 
the general public and the hospitals 
to meet their common problem of 
financing hospital care.”’ 


Unnecessary Use 


Stress is given in the Commis- 
sion’s recommendations to develop- 
ment of measures for keeping pre- 
payment costs as low as possible by 
eliminating unnecessary admissions 
to hospitals and by reducing un- 
necessary use of hospital beds prior 
to active treatment. The Commis- 
sion suggested prompt discharge of 
patients after medical need no longer 
exists and the curtailment of un- 
necessary use of hospital beds for 
diagnostic and other services which 
can be given on an ambulatory basis 
as effective ways to reduce the cost 
to the public of prepaid hospital care. 

The Commission found that “‘pro- 
visions for financing hospital care for 
persons receiving public aid are, in 
most communities, insufficient to 
meet the costs of necessary hospital 
care; and, in many communities, 
provisions for financing hospital care 
for other marginal income groups 
are non-existent.” 


Unemployment 


The Commission emphasized that, 
“If such groups as the aged, the un- 
employed, the disabled and low in- 
come, as well as public aid recipients, 
are to have access to needed hospital 
care, not only must additional funds 
be made available, but creative and 
imaginative approaches to financing 
and administration must be de- 
veloped.” 

Pointing out that a substantial in- 
crease in unemployment would cre- 
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Springfield Group Special Agent Joshua 


Trees demonstrates advertising tech- 
niques near Fargo in 1860. 
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ate serious financial problems for 
the patient and the hospital, the 
Commission recommended several 
methods for extending voluntary 
prepaid protection into periods of 
unemployment. It felt that this could 
be done by voluntary action with 
prepayment plan and employer co- 
operation. The pro- 
posed as one approach, however, the 
inclusion of voluntary prepayment 
costs in the unemployment compen- 
sation program. 


Commission 


Funds for the Commission's study 
program ($556,000 over a two-year 
period) were made available by 
grants from the Blue Cross Com- 
mission, Health Information Foun- 
dation, John Hancock Mutual Life 
Insurance Company, W. K. Kellogg 
Foundation, Michigan Medical 
Service, Milbank Memorial Fund, 
National Foundation for Infantile 
Paralysis and the Rockefeller Foun- 
dation. The Commission studies are 
being prepared for publication this 
spring and early summer. The re- 
ports will be in three volumes. Offi- 
ces of the Commission are located 
at 50 East Oak Street, Chicago, 
Illinois. 


TO SURVEY OREGON LAWS 


OM MISSIONER ROBERT TAYLOR Ol 
€* )regon has initiated a thorough 
analysis of that state’s insurance 
laws to develop recommendations 
for the 1955 Legislature to bring 
them up to date. The last study of 
such nature was conducted in 1917. 
To implement the program, the com 
missioner has appointed over fifty 
insurance men to eight committees, 
each of which will survey a specific 
line of insurance. The eight chair 
men of the committees will consti 
tute a committee of the whole to cor 
relate the findings. 


N. Y. ASSIGNED RISK POOL 


the New 


York automobile assigned risk 


OSSIBLE REVISION of 
plan may be discussed by insurance 
executives at a meeting with Super 
intendent Bohlinger. The superin 
tendent has indicated he would like 
to have excess limits made available 
to accident-free risks which are in 
sured through the pool. The govern 
ing committee of the pool are not in 
agreement with Mr. Bohlinger. 
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Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
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Canadian Departments. 800 Bay Street, Toronto 2, Ontario 


535 Homer Street, Vancouver 3, B C 


Foreign Departments: 102 Maiden Lane, New York 5, New York 
206 Sansome St , San Francisco 4, Calif 
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Aetna (Fire) Group: Jrthur M. lves, 
formerly agency supervisor, has been 
appointed superintendent in the southern 
department; and Lawrence R. Thompson 
named ocean marine superintendent for 
the Pacific department, succeeding George 
EF. Hamilton, resigned 

Nelson Campbell has been advanced 
from special agent to associate state agent 
at Tampa, Fla.; and special agent James 
( McKinley transferred from Denver, 
Colo. to Lansing, Mich 


Agricultural Cos.: Robert H. Scofield has 
been appointed special agent at Rich 
mond, Va., assisting agent E. B. 
Fraley 


state 


America Fore Group: Milton W. Mays, 
formerly with the Insurance Executives 
Association, has joined this group = as 
director of research. 

For the fire agent 
Henry K. Sullivan has been assigned ad 
ditional responsibilities at Long Island 
N. Y. where he now supervises both the 
Nassau and Queens counties. This devel 
opment followed the transfer of special 
agent Bernard J, O'Donnell to Boston 
Mass. as state agent for Middlesex and 
eastern Worcester counties 


companies, state 


American-Associated Cos.: HWilliam G 
Burch, formerly assistant claims manager 
at St. Louis, has been appointed workmen's 
compensation division superintendent at 
the head office claims department, succeed 
ing resigned James H. Donaldson. 

Richard E. Hawkins, formerly San Fran 
cisco bond manager for the Continental 
Casualty, has joined this company as as 
sistant bond manager at Los Angeles 
American Insurance Group: /dward P 
Bickel Jr. has been appointed marine sup 
erintendent at Atlanta (Ivy Street Build 
ing), serving Alabama, Florida, Georgia 
and Tennessee 


American Surety Co.: //erbert 1. Minks 
has been appointed assistant manager of 
the home office claim department; and 
Francis D. Manley advanced from special 
agent to assistant manager at Scranton, Pa 


Anchor Casualty: For this company and 
its running mate, the Queen City Fire 
Insurance Co., Richard C. Schultis has 
been appointed special agent for Nebraska 
with headquarters in Omaha's Keeline 
Building 


Armstrong, Gause, Hudson & Kight- 
linger: Aribert L. Young has become as 
sociated with this Indianapolis law firm 
which specializes in representing 
ance companies. 


iisur 
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Atlantic Cos.: Robert F. Goode has been 
appointed manager of the New York 
suburban department, succeeding Wallace 
M. Roehrig, recently 


appointed 
politan manager. 


metro 


Atlas Group: Joseph F. Bechtel has been 
appointed home office executive assistant 
He is succeeded as Mineola, Long Island 
(N. Y.) special agent by Harry C. Leth 
bridge, who in turn is replaced at Colum 
bia, S. C. by special agent Clarence 7 
Sherron 


Balboa Insurance: Appointed home office 
supervisors Of respective departments 
Joseph A. Donnelly (underwriting), He 
bert J. Dawson (loss) and Paul L.. Hughes 
(accounting) 


Black, Jr. Corporation, C. R.: Executive 
appointments for this New York firm 
of general insurance brokers and average 
adjusters: executive vice president-—kd 
mund T. Sinnott; vice presidents—John 
1 {therton (marine department), kd 
ward J. Nolan (fire) and Fred Michel Jr 
(casualty) 


Central National: Assistant secretary Jay 
R. Vaught has been named assistant vice 
president in charge of the 
agency 


newly created 
service department He is suc 
ceeded as underwriting 


Gerald J. Riddle 


manager by 


Employers’ Group: Appointed: Foster ¢ 
C,reene, assistant underwriting manager 
John A. Geary, assistant superintendent 
home oflce engineering department; Earl 
( Trefry, assistant resident manager 
southern department, Atlanta, Ga. John 
|. Pearce, branch manager, Kansas City 
Mo. and Paul W. Foster, assistant branch 
manager, Providence, R. I 


Insurance 
heen 


Farm Bureau Cos.: James 
Doherty has named to head the 
newly planned White Plains office, serving 
Sl eastern New York 
cities of New York and 
unit, Known as the metropolitan New 
York regional office, is scheduled for 
completion sometime in August 


counties and the 
Albany. This new 


Fidelity & Deposit Group: At the Hous 
ton, Texas othce: Edward Thron Jr. has 
been promoted to manager and is suc 
ceeded as associate John H 
Trueheart; Roland advanced 
from special agent to 


manager by 
Bonewit 
assistant manager 
Fire Ass'n of Philadelphia: Secretary 
Frederick IL... Michel, currently division 
production officer in charge of New York 
New Jersey and New England 
transferred (about March 1) 


will be 
to Chicago's 


Illinois department as assistant manager 
replacang WH G VcAnight 
move April 1) to the 
department I he 
department is 
Visions under secretaries Gilbert B 
son and Harry A. Miller 

Resident managers promoted to regional 
managers and respective responsi 
bilities: George L.. Coates, all Ohio fields 
Wallace D. Williams Ji the six New 
bngland states John 8. All Mich 
and Indiana 

John H. Beck, formerly state went, has 
been appointed resident manager at Bal 
timore, Md 

State agent Warren A 
named to head the 
Wichita office in the 
e's Life Building, supervising the south 
ern half of Kansas. State agent Donald 1 
Christenson is in charge of northern 
sas with headquarters at Topeka 
James ti 
territory has been di 
vided into two separate fields, with 
went Duane bk. Warrick to head the 
ern section, and 


who 
head 
production 
operated in 


will 
about othe 
automobile 


now two cai 


Mati 


then 


and 
ivan 


Gibbs has been 


newly established 


Farmer's and Bank 


Kan 


Following the 
Bunten, the 


retirement ol 
lowa 
Stale 
cust 
Thomas ] 


Both are 


State agent 


Vierling, the western 


headquartered at Des 


seCLION 
Moines 

Special agents advanced to state agent 
for all lines: at Grand Rapids, Myron R 
Clark tor west central Michigan and the 
eastern half of Upper Peninsula: at is 
trout, David £. Beardsley tor the 
of Macomb, Oakland 
tenaw, Lenawee 


courte 
Livin Wash 


Monroc 


rston 
and 


Fireman's Fund Group: Ai the San bran 


cisco Pacifu 


department: Krank J. Brad 
has been appointed assistant manager of 
the fire department and is succeeded a 
agency superintendent for the Rocky 
Mountain territory by O. D. Oliphant 
who in turn is replaced as superintendent 
of the fire department's production and 
engineering division by David 1 
Richard P. Wilkins and Harold M 


have named 


(lass 
Steele 


been managers ol 


assistant 


the automobile and casualty department 


Calit., Frank A. Whit 
man has been appointed special agent to 
succeed retired Fred A. B 
William H. Basham 
to Assist 
Lion 


\t Sacramento 
irness; and 
named special agent 
casualty special agent Edgar H 


Special agents 
mento-—John L. Ghelfi Jr 
and Clifford A. Swanson 
to Chico—George I 


transferred to Sacra 
from San Jose 
from 
Inderson 
For the Fund Insurance Co 
Kenneth D. Goddard has been 
special agent for 
succeeding 


Fresno 


Fireman's 
appointed 
Massachusett 
Charles bk. Len 
{Continued on the next page 


western 
resigned 





Field Appointments—Continued 
Gay & Taylor: This Winston-Salem firm 
of general adjusters has purchased the 
business of Murlin Adcock & Co., inde 
pendent fire adjusting firm of Asheville, 
N.C. 


Glens Falls Group: In anticipation of the 
pending retirement of B. O. Evans, Paul 
L. Hite has been appointed manager of 
the Ohio department, with John L, Pat 
ton as special agent. Mr. Evans was 
formerly assistant manager at Pittsburgh. 

Special agents appointed: John E. Mc- 
and Francis J. McGurk for the 
Chicago metropolitan Paul R. 
Rouillard at Max L. 
Myrick for portion of 
western headquarters in 
Kansas City, Mo. 
Byron R. Ward, 
late Arthur J. 
and northern 


Sween 
area 

Pittsburgh; and 
Kansas and a 
Missouri, with 
the Dwight Building 

Mr. Myrick replaces 

transferred to succeed the 
Lehwaldt in Wyoming 
Colorado 


Godchaux & Mayer, Ltd.: This New 
Orleans firm has appointed Ala- 
bama and Louisiana general agent for the 
Netherlands Insurance Co., Hague, Hol 
land 


Halifax Insurance: [his company’s super- 
visory office has been relocated at 1255 
Yonge St Toronto, Canada 


Hartford Accident: For the Hartford 
Fire, M. M. McGrew has been appointed 
associate manager of the Chicago live 
stock transit department, with H. L. 
Hinesley as assistant manager 

William L. Reid Jr. has been appointed 
manager of Hartford Accident’s Roches 
ter, N. Y. claim service office, succeeding 
the late Mial V. B. Smith 


Hawkeye-Security: Charles Goodwin has 
been named home office casualty claim 
examiner, supervising claim operations in 
-Missouri, Kansas, Colorado and Wyoming, 
and workmen's claims for 
lowa 


compensation 


Home Insurance (New York): Edward 
v. Monahan, formerly marine sUpervispr 
ut Minneapolis, has been appointed pro- 
duction manager of the Chicago marine 
department and jf. ¢ Crabtree. and 
Thomas B. Grasberger named special 


REINSURANCE 
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incorporated 


Complete Facilities in the 
Domestic and London Markets 
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1.122 Wilshire Blvd 
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Los Angeles 17 


agents at Dallas, 
Va., respectively 
For the Home Indemnity, Carl Typer- 
mass has been elected secretary and assist- 
ant controller, Mr. Typermass holds a 
similar position with the Home Insurance. 


Texas and Richmond, 


Kemper & Co., James S.: F. J. Brink Jr., 
formerly state agent and production man- 
ager for Conkling, Price & Webb, has 
joined this organization as office manager. 


Liberty Mutual Fire: Robert A. Jakes, 
formerly district manager at Los Angeles, 
has been appointed Pacific division man- 
ager of fire operations at San Francisco. 


London & Lancashire Indemnity: Ferrer 
U. Lodola and Richard T. Wivagg have 
been advanced from chief underwriters to 
superintendents of the accident & health 
and compensation & liability departments, 
respectively. 


London Assurance: For this company and 
the affiliated Manhattan Fire & Marine, 
the supervision of Minnesota, North Da- 
kota, Wisconsin and the western part of 
Michigan’s Upper Peninsula has been 
transferred to the Chicago mid-west de- 
partment, formerly known as the Illinois 
department. 

The R. F. Moore Co. has been ap 
pointed to represent the Manhattan Fire 
& Marine in New York City and its 
suburbs. 


Louisville Fire & Marine: Harry D. Craw 
ford, formerly with the United States 
Fidelity & Guaranty, has joined this com 
pany as Missouri state agent; and W. Ed 
ward Bradley, until now a special agent 
for the Virginia Rating Bureau, has been 
assigned to this company’s Virginia terri 
tory. 

Ihe W. J. Perry Corporation, managing 
general agents of Staunton, Va., has been 
named to manage the state of West Vir- 
ginia, with Clark Mayberry as special 
agent. 


Manufacturers Cassalty: Vice president 
Benjamin F. Ferrier has been appointed 
eastern manager, succeeding the late 
George McCagg; and J. B. String advanced 
from superintendent of the underwriting 
department to assistant manager of the 
Philadelphia metropolitan department. 


Messorole Group: Special agent Bernard 
A. Rassman has moved his office to $28 
East Main St., Rochester, N. Y. 


National of Hartford: In the western 
department, W. Russell Owen has been 
appointed general adjuster and is suc- 
ceeded as superintendent of the loss de- 
partment by John MacLean; Bernard J. 
Shaf replaces Mr. MacLean as office 
manager. 

William K. Carpenter, formerly with 
the Michigan Inspection Bureau has 
joined this company as special agent for 
eastern Michigan with headquarters at 
Detroit. 


Northern Insurance: Excavation is under- 
way for the new two-story East Orange 
office building at 37 Evergreen Place. 
Scheduled for completion this Spring, the 
new building will house this company’s 
northern New Jersey branch office, now 
located at Newark. 


Pearl-American Group: Walter J. 
Sweeney has been appointed assistant 
underwriting secretary at New York City, 
supervising the middle department and 
the southeast. He is succeeded as manager 
at Washington, D. C. by Lawrence J 
Esten; Gerard R. Kells, formerly an 
underwriter at New York, has been named 
assistant to Mr. Esten. 


Peerless Casualty: Kenneth W. Rogers 
has been appointed home office represent- 
ative at Providence, R. I. 


Phoenix-London Group: Merrill A. Olson 
and Leon L. Denson have been appointed 
assistant managers of the Pacific coast 
department and the Philadelphia office, 
respectively. 

Wayne S. Hanes has been appointed 
Arkansas state agent with headquarters in 
Little Rock's Boyle Building. 

Special agents promoted to state agents: 
Jimmie R. Wilson (Oklahoma City, Okla.), 
Charles M. Canavan (Abilene, Texas) and 
irthur G. Schulze (Dallas, Texas). 

Charles R. Schinkel has been appointed 
special agent for northern New Jersey 
with headquarters at Newark. 


Providence Washington: Frank S. Bur- 
rows has been advanced from assistant 
general manager to general manager at 
New York, succeeding Roy E. Carr, trans- 
ferred to the home office. 
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In 1854 the Northern Assurance first 
and began writing insurance in the United States. Not many 
years later the Company's writings were extended to all 48 States. 


In 1954 after 100 years of operation in the United States the 


entered California 
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confidence and faith of our Agents and Policyholders represent 
our most jealously guarded assets and will always remain so. 
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114 Sansome Street 
San Francisco 4, Calif. 
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Royal-Liverpool Group: In the Pacific 
department, agency secretaries Raymond 
E. Alderman and Richard D. Brumbaugh 
have been named secretaries of this group; 
and George H. Bunyan advanced from 
assistant agency secretary to agency secre 
tary. 

Appointed: Philip B. Cadman, under 
writing manager; Joseph Messina and 
John K. Roberts, assistant underwriting 
managers; William T. Spiegelberg, man 
ager of the brokerage, general cover and 
special service departments; Kenneth D. 
Biersack and Edward T. Grant, assistant 
managers, special risk and payroll audit 
departments, respectively; John J. Cun 
ningham and Gay E. Miller, regional 
managers, Philadelphia and Omaha, re 
spectively; Fred Miller, associate regional 
manager, Chicago; and William J. Greene, 
manager, Brooklyn office. 

Assistant manager E. F. Henn has as 
sumed administrative supervision of the 
metropolitan and suburhan fire under 
writing department and the metropolitan 
production department. 


St. Paul Cos.: D. A. Swansick, formerly 
assistant superintendent of agencies, has 
been promoted to manager for the state 
of Minnesota; and Donald J. Jones ap 
pointed special agent for western Mis 
sourt. 


Elected: Herbert P 
vice president, and 
and Bernhard E. 
secretaries. 


Springfield Group: 
ilmgren as assistant 
Richard R. Rathbun 
Marsian, assistant 
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wees ore roo err oo 


For the New England Insurance Co 
George T. O’Donnell has been appointed 
superintendent of the casualty and bond 
division's New England service office 
which now includes the recently expanded 
Springfield (Mass.) service office. 


Standard Accident: For this company 
and the affiliated Planet Insurance Co 
James B. Carter and Robert L. Jackson 
have been named co-managers of the home 
office production department; and Wil 
liam J. Tribbey appointed claim represent 
ative at Duluth, Minn 


State Farm Cos.: A new branch ollie 
has been established in Marshall, Mich 
Ihe core of its staff of twenty-seven per- 
sons consists of personnel transferred from 
the home office. 


Stewart, Smith (Illinois) 
Hinton, formerly with the Atlantic Com 
panies’ midwest division, has joined this 
Chicago firm as production manages 


limes: F. K 


Stonewall Insurance: In order to enter 
the insurance agency business, Frank M 
Backes Jr. has resigned as secretary. Si 
multaneously, he was appointed agent 
(Frank M. Backes, Insurance) to represent 


this company in the Mobile, Ala. area 


Towers, Perrin, Forster & Crosby, Inc.: 
R. Webster Hilles Jr. and Warren FI 
Seubel have been elected to the board 


of directors of this Philadelphia firm of 
employee benefit plan consultants and 


NEW YORK 
bon William Street 
New York 38, N. Y. 


ASSURANCE 
COMPANY/4 


ee ee 


actuaries and reinsurance consultants and 


brokers. 


Trinity Universal: /. B. Yates, formerly 
a home office supervising underwriter, 
has been appointed branch manager at 
Columbus, Ohio. 


United Pacific: Jhomas H. McGregor, 
until now a National Surety Corp 
eral attorney in charge 
phis, Tenn., has 
Kansas City office 


gen 
of claims at Mem 
joined this company’s 
as claims manager 
accident & 
Chemidlin 
manager; 
claims 


In the 
John B 
assistant 
named 
Stanley and 
vanced from 
agents to 
Seattle, 


health department 
has been appointed 
Thomas B Dipper) 
manager; and Donald I 
William B. Lovegreen ad 
accident & health special 
supervisors at Portland and 
respectively 

Weghorn Agency, John C.: Lane 
has been appointed vice 
charge of inland marine 
House named assistant vice 
the production department 


John I 
president in 
and Julian 
president in 


Woodward and Fondiller, Inc.: Michael 
TI. Wermel, onetime chief actuary for the 
U.S. Bureau of Employment Security 
joined this New York City firm of 
sulting actuaries as vice president 
Also announced: the establishment of 
offices in Washington, D. ¢ Los 
Angeles, Calif and the expansion of 
services Offered in the field of unemploy 
ment and temporary disability insurance 


, has 


and 


123 








ASSOCIATION NOTES 


American International Underwriters: Casualty Reinsurance Ass'n of America: = been appointed to this Board’s three-mem 
Vice president Kenneth J. Brown has Klected to membership Iravelers In ber Medical Practice Committee. 
heen elected secretary of 1 organization, demnity, Phoenix Insurance, National Among other things, this committee 
succeeding Ernest bk. Stempel, elected a Union Indemnity and Inter-Ocean Rein reviews applications for authorization and 
vice president of Alt jermuda counter surance Total membership: 23 com re-rating of physicians residing in coun 
part, the American International Under panies ties within its jurisdiction (those having a 
writers Overseas, Ine pecialists in’ the population of one million or more; e.g. 
insuring of risks outside the United States General Adjustment Bureau: james H New York, Bronx, Kings and Queens) 
Donaldson, formerly St. Louis claims and desiring to render medical care, un 
American Mutual Allicnce: 1. 1. Grujin attorney for the American-Associated Com der the provisions of the State’s Work 
has been appointed vice-chairman of the — panies, has been appointed casualty claims men’s Compensation Law, to injured 
board of directors and is succeeded as counsel; and M. E£. Peterson advanced — workmen. 
general manager by Newell R. Johnson, from superintendent to assistant general 


formerly associate general manager. John manager of the Rocky Mountain depart Railroad Insurance Ass'n: The following 
§. Hamilton Jr., assistant general manager ment. companies and their affiliates have been 
and secretary, has been named general Ihe New York City branch office has elected to membership: Hartford Fire 
counsel; and Henry F. Swanson advanced been re-located at 111 William St. Simul North British and Mercantile, and 
from assistant secretary to secretary taneously, general adjuster Harry I United States Fidelity & Guaranty. 
Wainwright transterred his headquarters 
Arkansas Adjusters Association: lected — from New York City to White Plains, N.Y. Sen Francisco Actuarial Club: Elected 
offices president. J R. Light (Light officers: president—Myles L. Grover (John 
Adjustment Co., Litthe Rock); first vice Net'l Ass'n of Mutual Insurance Agents: = son & Higgins); vice president—Angus I 
presidemt—J. R. Tankers Commercial Frank FE. Wilhoit Jr. of Chevy Chase, Md., Crawford (Coates, Herfurth & England) 
Standard) econd ice president— John recently returned from military duty and — and secretary—-William K. Steiner (Marsh 
br. White American Associated) and sec previously engaged in’ the automobile & McLennan). 
retary-treasurer—W. 7/1. B n (Fidelity finance business, has joined this organi 


& Casualty vation as assistant to the executive secre Society of Chartered Property & Ca-. 
tary, Philip Baldwin Underwriters: Fiected officers: president 

Ass'n of Local Agents (City of N. Y.): Philip J. Dubey (Travelers Insurance, 

Hlected officers: president. dlbert Mezey;  WNetional Automobile Theft Bureau: vice president—Waller Hilgren (Boston 

vice president—Slephen Amann and see Companies elected to membership: Mei and Old Colony) and secretary-treasuret 

retary treasurer — Rol ©. Mehorter chants Mutual Casualty, Merrimac In Kugene P. Dougherty (Fidelity & Cas 
surance, Dixie Fire & Casualty, Conti ualty) 

Buffalo Insurance Fie’ Clob: Flected nental Union and Southwest General 


otheers: president—-Roly Donald (Don Fotal membership: 338 companies Surety Managers’ Ass'n of the City of 
ild & Stone, Adjuster ice president New York: Elected officers: president 

iH. G. Stichler (Royal Liverpool Group); New York State Workmen's Compensa-  /dward J. Gorman (Fidelity %& Deposit) 
secretary-—T. Male n Hinkley Ji rr. M tion Board: Dr. Emanuel Schwartz, an vice president—-Harry D. Schmedes (Amei 
Hinkley, Adjuster mul treasurer Henry attending physician (medical) at Brook ican =6 Surety) and 


secretary-treasuret 
O'Loughlin (Phoenix-Connecticut Group Ivn’s Long Island College Hospital, has Robert I 


Crossly (Loyalty Group) 
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ACCIDENT AND HEALTH 


OHN F. MCALEVEY, counsel of the 

Bureau of Accident and Health 

Underwriters told the members 
recently that the uniform individual 
accident and sickness policy provi 
law became effective in 42 
jurisdictions at the first of the year. 
Reporting to the Bureau’s annual 
meeting, he said that only Arizona, 
Georgia, Kentucky, Massachusetts, 
South Carolina and West Virginia 
Minnesota, Missouri, Oklahoma, 
have not adopted the law. 

Cash _ benefits 


sions 


from voluntary 
health protection aggregated more 
than $2 billion in 1952, the Health 
Insurance Council reports in its an 
nual survey of accident and health 
coverage in the United States. By 
the end of the year nearly 92 million 
persons were covered against hos 
pital expense (51% million or 7% 
more than in 1951); 73 million had 
surgical expense coverage (712 mil 
lion or 12% more than in 1951); 
36 million had medical expense cov 


f 


erage (8 million or 29% more than 
in 1951) and 38 million were pro- 
tected against loss of income due to 
disability, a new high mark. Major 
medical expense coverage also be 
came more widely accepted during 
1952 with some 700,000 persons COV 
ered by such protection. The above 
figures include individuals covered 
hy insurance companies, Blue Cross, 
Blue Shield and various other inde 
pendent plans sponsored by business, 
industry and employee benefit asso 
ciations. 

Convincing evidence of the ability 
of insurance companies to furnish 
satisfactory health insurance protec 
tion to practically all of the Ameri- 


For February, 1954 


can people was given by a parade 
of witnesses before a special subeom 
mittee of the 
Interstate 


House Committee on 
and 
headed by Representative Charles 
A. Wolverton of New The 
committee, which is making an over 
all study of the nation’s health prob 
lems, learned that such insurance is 
expanding throughout the country 
with striking rapidity each year 
Henry S. Beers, vice president oi 
Aetna Life Company, 
stressed that hospital surgical ex 


loreign Commerce 


pcrsey, 


Insurance 


pense insurance has been by far the 
most rapidly growing line of vol 
untarily purchased social insurance 
the world has ever and that 
there is no evidence of signs of any 
slackening of growth. Edmund B. 
Whittaker, vice president of the 
Prudential Company of 
\merica, pointed out that major 
medical expense insurance is rapidly 
being sought and accepted by the 
public and is “the most important 


seen 


Insurance 


development in group insurance in 
the last twenty years. Charles S 
Hill, group secretary of Massachu- 
setts Mutual Life Insurance Com 
pany, described for the committee 
the employee and great 
Hexibility of group coverage. A. M. 
Wilson of the health and accident 
department of the Liberty Mutual 
Insurance Company explained that 
it must be made clear to the public 
that a certain amount of yearly med 
ical expense is practically unavoida 
ble and foreseeable, but that through 
insurance companies they can protect 


benefits 


themselves against those exceptional 
expenses which no one can foresee 
and few can support unaided. Ap 
proximately 800 insurance compa 
nies presently offer accident and 


health declared KE. J 
Faulkner, president of the Woodmen 
Central Life Insurance 


insurance 


Company 
Insurance buyers joined the com 

pany officials in outlining the great 

health 


Krazier S 


strides made by voluntary 
and sickness 
\Vilson, insurance 
United Ai 


nual cost of his company’s employee 


insurance 
Manager bor 
Lines said that the an 
henefit program now equals the value 
fleet a 
ago. “Tt as practical to believe that 
our employees are better 


and citizens because an enlightened 


ol its entire aircratt decade 


workers 


management has volunteered to as 
sist them in insuring a secure fu 
ture,” he stated. Explaining hi 
company’s program, James C. Cristy, 
insurance the Upjohn 
Company, emphasized that, “It is 
most significant to us that if the 
voluntary plan of one choice prove 


manager ol 


to be unsuitedsto our needs, we have 
the freedom to change 1.” 


OOY, 


()ver 
of the eligible employees have 
voluntarily subscribed to the pro 


gram, he noted. 


TO FIGHT PREMIUM TAX 
INCREASE 


f sewsbags rO INCREASE the pre 
mium tax collected by the Dis 
trict of Columbia is being fought 
by a special committee of insurance 
interests. A bill raising the tax 
from the present 2% to 244% is 
scheduled 
next 

feared 


for consideration by the 
session of 
that 
cause retaliatory 


Congress It 1 
such 
measures by 


any increase will 
other 
states resulting in a disservice to 


policyholders. 





Branch Office 

casualty, inland marine, and fidelity 
It supervises Con 
Rhode Island with a 
volume approximating 
It is directed by a resi 


and surety lines 
necticut and 
premium 

$2,600,000, 
dent secretary of the company who 
has full authority. There is a policy 
writing and claims adjusting serv 
Rhode 
Island because of competitive neces- 
and 


ice office in’ Providence, 
volume. 
claims ad- 
Stamford, New 
Haven, and New London, Connecti- 


sity concentration of 


In addition, there are 


justers’ offices in 


cut. These offices, of course, are 
controlled by and report to the 
Hartford office. 

sriefly, operations are conducted 
as follows: 
Production—Controlled directly by 
the resident secretary. A multiple- 
line state agent is located in Provi- 
dence and supervises the partial 
service office there. There are two 
multiple-line special agents in Hart- 
ford handling east and west Con- 
necticut. In addition, there are two 
specialist-fieldmen (one inland ma- 
rine, and one casualty and fidelity 
and surety man) traveling the area. 








ACCENT ON PROFITS FOR YOU. . . 


Perhaps you, too, can enjoy bigger profits by letting us 
help you solve your casualty problems. We write general 
casualty lines exclusively. Cooperation with agents is the 
keynote of our success. Evidence: We insure butane gas 
dealers (a lesser part of our total volume) as a specialty 
item for our agents, for whom we pioneered 
this lucrative business. Inquiries invited 
from responsible agents in the southwest. 


Pan Aweniecan Casuanry Coxvrpany 


T. E. GAMMAGE, SR. President * HOME OFFICE 2905 LOUISIANA ST. « HOUSTON, TEX. 
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Nation-Wide Service 
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Sales letters, bulletins, and informa- 
tion are published periodically for 
distribution to agents. 
Underwriting—Underwriters are 
given complete authority within 
limits set by the home office. The 
assistant manager supervises un- 
derwriting and coding. Dailies are 
filed at the branch office, and none 
are sent to the home office. 

Underwriters are trained to han- 
dle fidelity and surety along with 
casualty. There is complete casualty 
authority except for specified catas- 
trophe lines, inter-state risks, and 
large premium risks which are han- 
dled by the home office special risk 
department. Fidelity and surety un- 
derwriting is handled within pro- 
visions of the general letter of au- 
thority. 


Inland Marine Risks 


Fire underwriters handle inland 
marine risks as well. These under- 
writers consider risks within the 
territory, all others being referred 
to the home office. 

3ranch underwriters are to be- 
come familiar with all classes of 
business written in the branch office, 
thus enabling smooth transition to, 
and competent handling of, multiple- 
line writings. 

Policy writing—Casualty, _ fidelity 
and surety, and inland marine poli- 
cies are written at the branch office 
for all survey agents. Complicated 
bonds are written at the home office. 
Automobile, comprehensive personal 
liability, and residence theft policies 
are written at the Providence office 
for Providence area agents. Fire 
lines for survey agents, and brok- 
erage lines located within branch 
office area are written at the Hart- 
ford office. 

Claims—-Under direct supervision 
of branch office claims manager who 
sets up files, establishes reserves, 
reviews and adjusts reserves peri- 
odically, handles and reports clos- 
ings with necessary statistical data 
to the home office. He makes peri- 
odic control reports to home office 
concerning number of cases out- 
standing, amounts of outstanding 
reserves, number of 
and amounts paid. 

In accordance with company pol- 
icy, automobile physical damage, 
property damage, and small fire and 


cases closed, 
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inland marine losses under $100 are 
handled on a bulk basis, and no 
individual case files are maintained. 
Claims adjusters are trained in 
auto physical damage, third party 
liability, and fidelity and surety. A 
staff adjuster in the branch office 
processes fire and inland marine 
He assigns losses to an ad- 
justment bureau if necessary. 


losses. 


Engineering and payroll audit 
Branch office is staffed with engi 
neers and auditors to service risks 
within the territory. They are under 
supervision of a chief engineer who 
is responsible to the branch manager. 
Accounting and _ collection—-Pre 
mium accounting, billing and collec- 
tion are done under the supervision 
of the office manager. Accounting 
machinery prepares in a single op- 
eration a daily register, ledger ac- 
count, and a premium statement. 
All transactions, including commis- 
sion deductions, are shown on the 
statement furnished monthly to the 
agent as his itemized account cur- 
rent. This statement shows policy 
number, insured’s last name, and 
premium account entered by class 
and commission. 


Agents’ Remissions 


Agents are required to remit the 
net due the company to the branch 
office not later than sixty days after 
the last day of the month for which 
the account is rendered. In_ this 
manner, the many suspense items 
are eliminated. 

Branch office accounts are set up 
to handle necessary journal entries 
to function properly. Consolidated 
control account statements are fur 
nished periodically to the home 
office. 

Statistics—No statistical machinery 
is used at this office. All analyses 
and statistical data are processed at 
the home office. 

Operational procedure—Typing on 
casualty policies, which lend them 
selves to simplicity and repetition 
(such as automobile, comprehensive 
personal liability, and residence theft 
policies), is to be done directly on a 
duplicating machine master stencil 
instead of on a policy. 

A duplicating machine at the 
branch office then runs off all neces- 
sary copies—the policy, agent's 
daily, branch office daily report, 
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GONE 
EVER TO RETURN 


all because he didn’t carry 
BUSINESS INTERRUPTION INSURANCE 


Make it a point to insure the continuance 
of your client’s business by reminding him 
frequently that certain expenses continue 
even though his property may be temporar- 
ily closed following a fire, windstorm or 
other insured peril. Show him that earn- 
ings can continue even after a disaster. 
Many sound businessmen do not carry 
Business Interruption Insurance only be- 
cause they have not been solicited. 
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branch office combination account 
ing and underwriting card, 
office accounting control card, home 
office statistical card 
data for the machine 
cards), and the service 
issuance to policyholders. 
Use of this method results in 
higher production at less cost. One 
machine operator can turn out all 
production needs daily. Time stud 
ies show that a policy writer turns 


home 


( furnishing 
statistical 
card for 


out an average of twenty five to 
thirty-five policies daily together 
with hand-collated carbon sets. With 
snap-outs, the average increases to 
from forty to forty-five policies per 
day, with its related sets of records 
A machine operation more than pays 
for itself in an office writing even 
less than ten thousand policies pet 


year 


Continued on the next page) 





Branch Office—Cor 


(On more comple» such 


policies 


as fire, inland marine, bonds, com 


v hic h 
well to repeti 


pt nsation, and liability, 


do 


not lend themselves 


tion and simplicity, a and 


poli \ 


necessat dailies 


are typed with a 
Without any fur 
ther typing in the branch office, the 
the 


full accounting 


hectograph insert 


hectograph carbon is sent to 


hon where 


statistical 


oltics 
and 
oft 

Control 
and 


information is run 
and channel of 
responsibility—Full responsi 
bility for the branch offices operation 


authority 


is invested in the resident se: 


retary 
capacity as branch manager, 
with complete authority in all de 
partments 


in hi 


Quality and policy con 
trol is on a direct, line 
from the home office department ex 


ecutives 


unbroken 


to their branch office coun 
Phis 


is maintained by periodi 


terparts home office control 


Inspection 
and training visits 

The extent of responsibility and 
authority 1s defined by a home office 


directive, and, in 


poli addition, 
there is a handhook for the branch 
ottfice forth the policies and 


operational procedure guiding each 


etting 


hunction 
Within the branch otic 
flows 


. control 
downward and outward trom 
the branch manager to each depart 
ment as pictured in_ the 
tional chart 


organiza 


In summary, the folowing factors 
to this 
ideal branch office operation : vol 
ume 


are ol primary Mnportance 
sufficient to insure economical 


operation; autonomy of 


operation 
full authority to 
the 


prompt service; a 


in all departments ; 


accompany responsibility for 
branch manager ; 
minimum duplication of 


underwriting, 


records, 
checking; and, most 
and 


training of competent personnel 


necessary, caretul selection 
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INDEPENDENT FILING 
OPPOSED 


S WAS ANTICIPATED, the right 
ee the Insurance Company of 
North America Companies to with 
draw their subscribership to a rating 
bureau for some lines but not for 
others is being contested. The New 
York Fire Insurance Rating Organi 
zation has protested to the New 
York Insurance Department con- 
cerning independent filings of dwell 
ing fire rates for use in that state. 
It is expected that the Bureau will 
take the stand that the filing is a 
deviation and challenge it on that 
ground, No date has as yet been set 
for the hearing asked by the rating 
organization. ‘The companies have 
also filed independent homeowners’ 
comprehensive policy and 
New York but no formal 
objection to them has been raised so 
lar. 


forms 
rates in 


MARINE DEFINITION 


HI AMENDED NATION-WIDE 

Marine Definition recommended 
by the National Association of In 
surance has now 
been adopted in the states of Mis- 
souri, Utah and West Virginia. The 
Missouri action was taken with cer 
tain modifications of the definition. 


Commissioners 


RECORD CONSTRUCTION 


NEW ALLTIME HIGH dollar-vol- 
F Ssen record was established in 
1953 with $17,443,463,000 in con 
struction contract awards according 
to the F. W. Dodge Corporation. 
This total was 4 per cent higher than 
the previous alltime mark set in the 
preceding year for the thirty-seven 
states east of the Rockies. The large 
volume of contracts let in the second 
half of last year indicates that the 
amounts of current construction ac- 
tivity and work to be put in place 
during the coming months are very 
high indeed, 

One of the categories showing a 
big gain over 1952 was heavy engi- 
neering (public and private works 
and utilities) which was up 17 per 
cent. Nonresidential awards were up 
4 per cent, and residential, although 
down a moderate 3 per cent, con- 
tributed heavily towards making 
1953 a highly satisfactory construc 
tion year. 


Generally Higher 


Generally speaking, Dodge of 
ficials note, 1953 kept ahead of 1952 
even with a mild turndown in June. 
\t the halfway point, cumulative 
totals for 1953 were ahead of the 
preceding year. While August and 
September fell behind corresponding 
months of 1952, the third-quarter 
total still was leading 1952. Boosted 
by awards in October and Novem 
her, 1953 was then definitely headed 
towards a new high finish and 
reached it, even though the vear’s 
final month, December had awards 
of $1,299.8 million compared to De 
cember 1952's higher figure of $1, 
467.4 million. 

Individual 1953 totals were: non 
residential, $6,955 866,000 ; residen 
tial, $6,479,143,000 ; heavy engineer 
ing, $4,008,454,000. 
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INSURANCE GENERAL AGENTS 


COLORADO 


NEW YORK 


CANADA 





RITTER GENERAL AGENCY 
Gas & Electric Bidg. 


DENVER, COLOZADO 
COLORADO WYOMING NEW MEXICO 


Hoey, Evuison & Frost, INc. 
INSURANCE UNDERWRITERS 
118 William Street, New York 38, N. Y. 


Writing Att Crasses or INSURANCE 
Locat ano Country Wipe 


FOUNDED 1864 


ROBERT HAMPSON & SON, LIMITED 


Canadian Representatives 
FIRE, MARINE & CASUALTY COMPANIES 


Brokerage & Service Depts 
451 St. John St., Montreal 
1811 Royal Bank Bidg., Toronto 





FLORIDA 


WORTH CAROLINA 





HUNTER LYON, INC. 


GENERAL AGENT 
901 South Miami Avenue 
MIAMI 36 
Serving Florida Agents 


JAMES 0. COBB AND COMPANY 
111 CORCORAN STREET 
DURHAM, N. CAR. 
Virginia — North and South Carolina 











U. S. UNDERWRITERS, INC. 
Managing General Agents 
931 S.W. IST ST. 
MIAMI 36, FLORIDA 


MULTIPLE LINE FACILITIES FOR 
SOUTHEASTERN UNITED STATES 





TEXAS 


Robert Howard J.M. Williams J. A. Carmody 
D. Oliver W. Mines 


ROBERT HOWARD & CO., LIMITED 
Established 190! 


INSURANCE BROKERS 


CANADA CEMENT BLDG 
MONTREAL, QUEBEC 
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J. E. FOSTER & SON 
GENERAL AGENTS 
1400 LANCASTER AVENUE 
FORT WORTH 2, TEXAS 














REDMOND & SHAUGHNESSY 
LIMITED 


SERVICING OUTSIDE 
BROKERS FOR OVER 
25 YEARS 


315 St. Sacrament Street, Montrea 











WM. A. MARBURY & CO. 
Managing General Agents 


RUSTON, LOUISIANA 





T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 


REED, SHAW & McNAUCGH)' | 


Established 1872 
Complete Insurance Facilities 


759 Victoria Square, Montreal |, Que 
64 Wellington St., W. Toronto, Ont 











ROY MARTIN & CO., ING. 


Managing General Agents 
508 Industries 
New Orleans, La. 
Tel. CAnal 4566-67 
LOUISIANA MISSISSIPPI 


FRANK RIMMER & COMPANY 


HOUSTON OKLA. CITY 
LUBBOCK CALLAS san ANTONIO 
Marine, Fire & Allied Lines 


General Agents For 
TEXAS, OKLAHOMA, ARKANSAS 


Stewart, Smith (Canada) Limited 
Sun Life Buliding, Montreal 
Agents and Brokers 


or 
insurance and Reinsurance 
Associate (fices at 
116 Johp Street. New York 
Roard of Trade Building, Chicago 
alm 
Stewart, Smith & Co., Limited, London. Kuglan'! 








R. KIRK MOYER AGENCY, INC. 


Managing General Agents 


NATIONAL BANK OF COMMERCE 
BUILDING 
NEW ORLEANS 12, LOUISIANA 
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THE KOLOB CORPORATION 
General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


330 Judge Building 
Salt Lake City, Utah 














MONTANA 





WEST VIRGINIA 


WILLIS, FABER & CO. 
of Canada, Limited 
INSURANCE BROKERS 
525 Insurance Exchange Building 


Parent Office 
WILLIS, FABER & DUMAS, LTD 
London, England 
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H. S. DOTSON COMPANY 
MONTANA GENERAL AGENTS 


Granite Building 
Helena, Montana 














ALFRED PAULL & SON, INC. 
Supervising General Agents 
For Over 50 Years 


HAWLEY BUILDING WHEELING, W. VA. 











A. E. WILSON & COMPANY, LIMITED 
Lumsden Bidg. Toronto 
Insurance Service 
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Bond Production—from page 45 

certainly, no performance of profes- 
sional service, and if the agent’s re- 
lationship with his contractor must 
itself that, the rela- 
tionship will not only be unhappy, 
through its stresses and strains, but 
the agent will that 
kind of contractor as 


sustain upon 


sometime lose 


a client 


A Satisfactory Limit 


The agent, the underwriters and 
the contractor should be able to ar- 
rive at an evaluation of what is a 
mutually satisfactory limit of job or 
work program to undertake. What 
iS good for the contractor should be 


good for the surety and vice versa. 
If there is sound reasoning for a 
contractor stretching his work pro- 
gram beyond the normal, there are 
certain ways in which the resource- 
ful and sound contract bond pro- 
ducer can help to make this possible 
or strengthen the case: 


(a) By obtaining the indemnity of 
the officers of a contracting corpora- 
tion, or of other interested persons 
or firms. 

(b) By arranging to have the officers 
and stockholders of a contracting 
corporation agree to the subordina- 
tion of the corporation’s indebtedness 
to them, if any exists. 

(c) By creating a joint venture 
agreement between the client and 





When this check cleared the 
bank, it brought to a total of 
500 million dollars, the amount 
of benefits paid over the years 
by MUTUAL of OMAHA, 
largest exclusive health and 
accident company in the world. 
This check was another regular 


The Largest Exclusive 
Heaith and Accident 
Company in the World 





Here’s the check that made it 


payment to a policyowner who had been disabled for 18 years. 
Omaha has paid him more than 43 thousand dollars.) 


It's BENEFITS that folks want when they buy insurance, BENEFITS, plus 
prompt, local, personal service. Mutual of Omaha has an outstanding record for 
prompt payment of benefits through 110 service offices in the United States, 
Canada, Alaska, Hawaii and the Canal Zone. 


Since 1951, MUTUAL of OMAHA has paid benefits at the rate of more than a 
million dollars a week, to policyowners and their beneficiaries. 


Mutual 


(Mutual of 


MUTUAL BENEFIT HEALTH 
& ACCIFENT ASSOCIATION, 
OMAHA, NEBRASKA 
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another contractor, whereby each 
shares in the profits or losses and 
each indemnifies the surety to the 
full extent of his financial worth or 
for a specific amount. A special bank 
account usually is set up for such 
undertakings. 

(d) By the use of a revolving fund 
under an escrow agreement. This 
is effected by depositing in a special 
account a sum of money equal to 
about 15% of the contract price, 
and arranging to have all incoming 
and outgoing money flow through 
this account, the outgoing checks to 
bear the countersignature of a rep- 
resentative of the surety. 

Most surety companies feel that a 
contractor is well advised to attempt 
a work program in his chosen line 
in a total amount equal to not more 
than about eight to ten times his 
liquid working capital; in other 
words, what surety underwriters re- 
fer to as a ten per cent or 12 per 
cent ratio of working capital to 
work program. This is subject to 
some variation, but any extension of 
the ratio, it must be recognized, 
makes it quite difficult to discount 
bills or take care of the unexpected 
while retainages are piling up, with- 
out at the same time requesting 
banking support, and at that stage 
such a loan is really a capital loan, 
which is not looked on with high 
favor by bankers 


By-product of Inflation 


There is considerable strain in 
these times on the usual surety for- 
mulas for underwriting an aggregate 
amount of work, which condition is 
for the most part another by-product 
of inflation. A contract or a pro- 
gram of a million dollars just ten 
years ago represents somewhat more 
than three million today. 

Some of this inflationary strain 
on working capital has brought to 
the East an increasing tendency for 
joint ventures, just referred to, on 
larger work, something which used 
to be more characteristic of the con 
struction business in the Western 
part of our country, with its huge 
dam and water supply contracts. 
These ventures, in assuming very 
large contracts, have been either be- 
tween several builders in the same 
line of work, or between a building 
contractor and a heavy construction 
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contractor, and one or two mechan 
ical contractors, wherein each share 
in certain proportions in the respon 
sibility and in the same proportion 
for losses, should the contract turn 
out unfavorably. 


A Type of Reinsurance 


In a sense, this reinsures the risk 
among several contractors, just as a 
surety reinsures its risks among 
other sureties, but whether this tend 
ency to joint venture will increase 
or dwindle, or whether it is a good 
sound trend, is open to question. 
Time and conditions will determine 
that. Verhaps the paying in of ad- 
ditional capital and a wider diffusion 
of stock ownership in individual 
construction companies should re 
ceive equal consideration when the 
goals of efficiency of operations and 
job control are considered. 

The consery ing of working capital 
is a necessity for every contractor, 
and the increasing of it 1s the aim 
of all. The income taxes place defi 
nite and modest ceilings on increas 
ing working capital from year to 
vear, but when a losing period or 
job comes along, no one is there, 
on the other hand, to provide a floor 
of support loss. No well- 
informed person will question the 
many risks to which the construction 
business is exposed 


from 


a rising labor 
market, possible delay or unavail- 
ability in securing some strategic 
materials, a defaulting sub-contrac 
tor, the possibility of a broader war 
causing more of a manpower short- 
age than ever and its impact on our 
total economy. They who are deal- 
ing in futures 
contracts today 


that is, assuming 
for delivery some 
months or a year or more hence 
are, statistics show, earning approxi- 
mately three per cent or four per 
cent as additions to surplus, after 
taxes on their year’s volume of work 
and, if one or more of the many 
risks pan out unfavorably, the black 
accounting figure can very easily be 
come a red one. 

Neither agent, contractor or surety 
company likes to contemplate fail- 
ures or defaults in progressively dis 
cussing the development of business 
among contractors, but we all must 
be realistic and avoid or, at least, 
have our eves wide open as to the 
pitfalls. 
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American General Insurance Company 
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EQUITY GENERAL INSURANCE CO. 


BALOISE FIRE 
INSURANCE COMPANY LIMITED 


Miami, Florida 


Inquiries invited from managerial general agents whose 
sound growth and progressive aims are akin to our own. 


Kxconomists and business analysts 
feel that the outlook for construction 
as a whole is a good and healthy one, 
both for the period immediately 
ahead and for the longer pull 

This 


upon a 


favorable outlook is based 


number of strong inter 


related factors, such as: 

1. The intensive industrial growth 
in various sections of the country 
The impetus of such development 
is like a chain reaction feeding the 
economic growth of the surrounding 
territory, and the transformation is 


We 
are also witnessing, and will see fur 
ther, 


beyond normal comprehension 


decentralization of 
many industries with their manufac 

turing plants being located in differ 
ent parts of the country than here 


growing 


tofore, some for the purpose of better 
labor conditions, and others from a 
defense standpoint against the pos 
sible ravages of an atomic attack 


2. The decade we are in is likely to 


see a population increase of twenty 


three to twenty-four millions, the 


{Continued or 


next pace 





Bond Production——Continued 
largest ten year increase in the his- 


tory of the country——a dynamic eco- 


nomic tactor 


3. The rapid growth of science and 
technology in industry and the re 
sulting increase in both the supply 
of goods and in the demand, coupled 
with the improving technology of 
war, and the need for new and ex 
pensive equipment, whether we have 
a stepped-up or a leveled-out defense 
program, it seems that Russia’s ma 
neuvers will have marked effect for 
sometime to come on our armament 
program. 


4. Reasonably conservative estimates 
of production anticipate that by 1960 
the net national product (in terms 
of current dollars) could be at least 
$400 billion, compared to $304 bil- 
lion in 1951. 


5. The needs of local and _ state 
governments for schools, water sup- 
plies, sewage disposal systems, and 
highways coincident with population 
increase, form a huge backlog of 
construction demand neces- 
sary factors are there to support the 


where 


necessary substantial capital invest- 
ment. 

6. The growing reservoir of saving 
is likely to cushion any decline in 
the economy. 


To sum up all that I have been 
writing about, I may recall to the 
incipient contract bond producer that 
there is probably no more interesting 
segment of our business, dealing as 
it does with an industry—construc- 
tion—which is so closely wrapped up 
with the welfare of our country. 


BETTER BUSINESS BUREAU 
LIAISON 


HE ASSOCIATION OF Better 

Business Bureaus is considering 
a withdrawal of its efforts to create 
a liaison between the insurance busi- 
ness, generally, and its ninety-seven 
local bureaus because of lack of suf- 
ficient financial support from insur- 
ance companies. In 1952, insur- 
ance problems brought to bureaus 
amounted to 93,000, third in volume 
of requests and lead only by ques- 
tions about solicitations of funds for 
charities and questions about home 
appliances. The withdrawal of its 
liaison efforts would not necessarily 
affect the handling of inquiries and 
complaints, the association says, but 
would mean that the bureaus would 
be left to their own devices in han- 
dling these contracts and could be 
expected, in some instances, to cur- 
tail their activities because of lack 
of funds. 











BRANCH OFFICES IN 
PRINCIPAL CITIES 








DRIVER SURVEY 


a a WOMEN MOTORISTS 
are in the minority on the open 
road, they often burn up the highway 
in greater numbers than male motor- 
ists according to studies conducted 
by William J. Toth, research asso 
ciate of the New York University 
Center for Safety Education. One 
test made in New England revealed 
that 53% of all the speeders warned 
were women. In a ten-state survey 
he found (in two tests) that 99% 
of all drivers ignored speed limits 
of 15 and 25 miles an hour posted 
in towns and villages and that about 
5% of all drivers on rural highways 
were exceeding 70 and some reached 
92 mph on the open road. Motorists 
generally displayed contempt for 
speed limits, commonly crossed 
double white center lines and passed 
other vehicles in the face of oncom- 
ing traffic and “are too reckless for 
their own safety,” observes Mr. 
Toth whose car was equipped with 
radar equipment to check the speed 
of other vehicles. 


RESULTS OF POSSIBLE 
DECLINE 


URVEYING PRESENT economic 
i editane and trends, H. F. 
Hines in his presidential address to 
the South-Eastern Underwriters 
Association, predicted a moderate 
lessening of business activity. “If 
this comes about,” he stated, “it will 
be reflected in our business by in- 
creasing moral hazard, more collec- 
tion difficulties, and probably a de- 
crease in premiums, which will in 
turn aggravate our expense prob- 
lem.” 


‘PRAISES NEW FORM 


EDUCED cost and more com- 
oc coverage will make the 
newly announced agricultural and 
contractors equipment dealers’ 
floater popular with insureds, as- 
serts John F. Lane, inland marine 
manager of John C. Weghorn 
Agency, New York City. The form 
also has many advantages for pro- 
ducers including reduced handling 
cost, easier collection of premiums 
and a lessened chance for errors in 
processing the coverage, according 
to Mr. Lang. 
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EXTENDED MEDICAL 
PAYMENTS 


OTH THE NATIONAL BUREAU of 
Bcasuatty Underwriters and the 
Mutual Insurance Rating Bureau 
have made the expected announce- 
ment of their new automobile ex- 
tended medical payments endorse- 
ment. The coverage extends the 
scope and protection of the automo- 
bile basic medical payments insur- 
ance included optionally in automo- 
bile liability policies and will be 
afforded by endorsement of policies 
containing the basic medical pay- 
ments insurance. Like the basic 
coverage, it assures the payment of 
medical expenses within the policy 
limit regardless of fault. 


Widely Effective 


The filings of both bureaus be- 
came effective January 4. That of 
the National Bureau was effective 
in the District of Columbia, Puerto 
Rico, Alaska and all states except 
Florida, Kansas, Louisiana, Massa- 
chusetts, New Jersey, Texas and 
West Virginia. It became effective 
in Virginia on February 1. The 
Mutual Bureau’s filing was effective 
in the District of Columbia and all 
states except California, Florida, 
Idaho, Kansas, Louisiana, Massa- 
chusetts, Missouri, Montana, New 
Jersey, Texas and West Virginia. 
It likewise became effective on 
February 1 in Virginia. Both filings 
are pending in the states in which 
they have not already become effec- 
tive. 


Coverage Provided 


Outstanding policies which in- 
clude automobile basic medical pay- 
ments insurance may be endorsed to 
afford the extended insurance. Un- 
der the extended coverage, the in- 
surance company agrees to pay, 
within the policy limit, all reasonable 
expenses incurred within one year 
from the date of accident for neces- 
sary medical, surgical, ambulance, 
hospital, professional nursing and 
funeral services, to or for each in- 
sured who sustains bodily injury, 
sickness or disease, caused by acci- 
dent, while in or upon, entering or 
alighting from an automobile other 
than one owned by an insured under 
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INSURANCE 
and 


INSURANCE 
UNDERWRITERS 





if you want a reinsurance con- 
nection which is sincerely inter- 


ested in your problems and 


needs and which is able by 


experience and staff to render 
you the service you require and 
—if you are seeking additional 
facilities and capacity to serve 
your agents better—drop us a 


note—phone or wire. 











Serving Agents, Brokers and 
Insurance Companies since 1921 


y EO 
- A Water Sts., Balumor 
New York City 5 


e 3, Md 
South é 
27 William St., 





Telephone 
Baltimore, SAratoga 7-3500 


4 


the policy, or through being struck 
by an automobile. 

“Automobile” is broadly defined. 
It means a land motor vehicle, trailer 
or semitrailer, not operated on rails 
or crawler-treads, but, except while 
actually upon public roads, does not 
mean a-farm type tractor or equip- 
ment designed for use principally off 
public roads. 

“Insured” is defined as the named 
insured and, while residents of his 
household, his spouse and the rela- 
tives of either. If more than one 
named insured is designated in the 
policy, other than husband and wife 
who are residents of the same house 
hold, the named insured shall be the 
person designated as such in the 
schedule. 

The extended insurance will be 
issued in the same amount as the 
limit per person applicable to the au- 
tomobile basic medical payments in- 
surance in the policy. Reinburse 
ment up to the limit per person 
specified in the policy applies to each 
injured insured regardless of num- 
ber. For private passenger cars, the 
annual premium for the extended 


insurance ranges from a minimum 
of $3 to a maximum of $16, depend 
ing on the limit per person and on 
the rate for bodily injury liability 
insurance in the territory where the 
car is garaged. The liability rate to 
be used for computing the premium 
is the rate for basic limits bodily in 
jury liability protection of $5,000 
10,000 for private passenger Class 
1A, or Class 1 in those states where 
Class 1A is not in effect. This pro 
cedure applies regardless of the type 
or number of automobiles insured 
under the policy ; it is a simple, uni 
form and equitable rating procedure 


VARIED HAZARDS 


rEWART, SMITH (ILLINOIS) INC., 
a recently posed an unusual 
insurance problem when a _ paint 
ing of the Underwriting Room at 
Lloyd’s delivered to them at 
the Board of Trade Building, after 
Big 
though the building is, the task of 
getting the picture to the sixteenth 
floor was even bigger as it would 


was 


traveling thousands of miles 


not go into the elevator, or up the 
fire escape, and it was considered 
too hazardous a task to haul it up 
the outside of the building 

The valuable picture was there 
fore deposited in the basement and 
exposed for five days to risks of 
breakage, theft, water, damage from 
delivery men in the normal course 
of their duties and many other haz 
ards which even the 
enced underwriter would 
pect possible. 


most exper 


not sus 
l-ventually, a gang of the building 
employees headed by the superin 
tendent and foreman placed the life 
size picture on the roof of a freight 
elevator and made delivery. During 
this action all types of casualty ex 
posure incurred, including 
workman’s compensation, personal 
accident and property damage. All 
the hazards were fully insured. 


ORGANIZATION 
COMPLETED 


was 


( RGANIZATION OF THE American 
Insurance Association has now 


been completed with the election as 
vice chairman of Manning W 
Heard, vice president and general 
the Hartford Accident 
and Indemnity Company. 


counsel of 
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An imposing record 


The Agents of these Companies share with us pride in the fact that five of the 
Companies under Crum & Forster management are now in their second century. 


THE NORTH RIVER INSURANCE CO. Organized 1822 132 Years 

UNITED STATES FIRE INSURANCE CO Organized 1824 

THE BRITISH AMERICA ASSURANCE CO 121 Years 

WESTCHESTER FIRE INSURANCE CO Organized 1837 117 Years 
Incorporated 1851 


603 Years 


OLD COMPANIES LIKE OLD FRIENDS WEAR WELL . . . Over a collective period of 
six centuries, these Companies have survived the trials of peace and war, prosperity 
and depression, inflation and deflation—and have profited by the experience. They 
have kept faith with Agents and Policyholders, mindful of the trust and confidence 
reposed in them. They are old in years but young in spirit and they have kept abreast 
of changing times and conditions, always adhering to sound underwriting principles. 
With each passing year, we have an increasing appreciation of the contribution which 
our Agents have made to the good name and reputation of the Companies. 














(RUM & FORSTER = 


MANAGER 


Tro weeLIAM STREET . NEW YORK 38, NEW YORK 
UNITED STATES FIRE INSURANCE CO Organized 1824 THE WESTERN ASSURANCE COU S. Branch Incorporated 1851 
THE NORTH RIVER INSURANCE CO Organized 1822 THE BRITISH AMERICA ASSURANCE CO. U S Branch Incorporated 1833 
WESTCHESTER FIRE INSURANCE CO Organized 1837° SOUTHERN FIRE INSURANCE CO. Durham. N C Incorporated 1923 


MERN GF 
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AMERICAN FIDELITY Group 
Richmond, Virginia 


Jeopardy Tax Assessments Dropped 


Jeopardy tax assessments against American Fidelity 
& Casualty Company, Inc., which originally 
$3,000,000, were dropped by the 
1953 


exceeded 
Bureau of Internal 
and $1,560,000 in secu- 
The original jeopardy 
assessment of $3,211,738.83 was levied against the com- 
pany on December 29, 1951. The first abatement was 
$1,354,239.65, in January, 1952 and the second, amount 
ing to $412,972.25, came in July, 1953. 


Revenue on December 30, 


rities released to the company. 


New Director 


Herbert LL. 
chandising of 


Seegal, senior vice 
Macy's, New York, 


director of American Fidelity Fire Insurance Company. 


president for mer 
has been elected 


AMERICAN MOTORISTS Insurance Company 
Chicago, Illinois 


EXCESS INSURANCE Company of America 
New York, New York 


Merged 


\t the close of 
of America 
Motorists Insurance Company 
ee page 129, Fire & Cast 
directorate of the surviving company, 


1953 the Excess Insurance Company 
was merged with and into the American 
‘raLtTY News. The 
\merican Motor 
ists Insurance Company, in addition to the newly elected 
directors, C. Pe Abbott, W. H. Booth, S. T. Gullicksen, 
IF. B. Hufnagel, J. L. Madden, H. J. Pelstring, F. W. 
Rockwell, and F. F. Winans, includes all the members 
of the previous board, excepting F. J. Heitmann, W. R 
Mengelberg and R. 


December 


(7. Rowe 


CINCINNATI Insurance Company 
Cincinnati, Ohio 


Capital Increased 


This company, as of the close of 1953, reported capital 


had been increased by $75,000 to $175,000 and $82,500 | 
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For terms of the merger | 
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Wis Ube Op 


contributed result of 


to surplus during the year as a 
additional shares of stock at $42 


$20 per share. 


selling each, par value 


CITIZENS GENERAL Insurance Company 


Los Angeles, California 
Insolvent 


This company has been declared insolvent following 
a tentative report of examination conducted by the 
California Insurance Department and its affairs taken 
Insurance John R. Maloney as 
a court order issued January 12. The 


over by Commissioner 
conservator under 
department’s tentative report indicated a deficit in assets 
of more than $36,000 although at the close of 1952, the 
company had reported policyholders’ surplus of $253, 
OOO, ompletion of the 
believed, 
indicated. 
Citizens Life & Casualty Company, 


Department's report, it is 
will reveal a much larger deficit than is now 
\s a result of the foregoing development, the 
stockholdet 


impaired 


as sole 


of Citizens General, became automatically 


\rrangements are now sought to reinsure the outstand 


ing policy and claim liabilities of the parent life concern 


CRUM & FORSTER Group 
New York, New York 


Executive Changes 
chairman of Crum & Forster and 


states North West 


Insurance Companies, retired as an 


J. Lester P 
United 
| ire 


arsons, 


also. of lire, River and 


chester has 
ofhcer but 


chairman of 


will continue on the boards as honorary 
Crum & 
executive and finance committees of the insurance com 


| larold 


as chairman 


Forster and chairman of the 


panies, formerly president, succeeds 
Mr. l’a William ¢ 
has been elected president of Crum & Forster and 
\lexander IL. Phorin 7 


Grimson executive vice-president of the three insurance 


Junker, 
Tsons Ridg Way, |r 
Ross named president and 


companies. Mr. Ross will continue as executive vice 


president of Crum & Forster and Mr. Grimson, cur 
rently 


of Crum & Forster. 


a vice-president has also been elected secretary 
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» aati a” oe 
DANIEL BOONE, known as the A SKILLED AND DARING 
hero of Kentucky, was one of the WOODSMAN, Boone was captured 
most famous pioneers of colonial by Indians in 1769; he made his 

escape by throwing tobacco leaves 
in their faces. 














3B 
THE ‘‘WILDERNESS TRAIL," 
was an outstanding Boone adven- 
ture. He blazed the trail for this commander of a district, and while 
road, and led a party of settlers no lawyer, he was assigned to 
over it in 1775 to establish a fort jodeo egal cases. His wisdom, 
on the Kentucky River. airness and justice won the ad- 

miration of all. 


AGENTS ARE LEADERS .... who represent Hawkeye-Security 
and Industrial. In addition to offering the finest protection, they are 
backed by companies that help them build volume. They know they 
can depend on Hawkeye-Security and Industrial for prompt settlement 

. every sales aid, skilled field representatives to work with them. 


HAWKEYE = SECURITY 
INSURANCE CO. 
INDUSTRIAL INSURANCE CO. 


Des Moines, lowe 


A GRANT OF LAND was given 
Boone in Missouri. He was named 
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all 


We're building our reputation 
with the best of materials and extra-fine agents. Nearly ten 
years in insurance now and we have a sound, solid struc- 


ture of which we're mighty proud. 
? 
outhwest Yeneral 
INSURANCE COMPANY 


FIRE © CASUALTY © AUTOMOBILE 
2020 Live Ock ¢ Dallas, Texas 





ECONOMY AUTO Insurance Company 


Freeport, Illinois 
Changes Title 


The title of this company was changed to Economy 
Fire and Casualty Company on December 1, 1953 and 
its home offices moved to 535 West Stephenson Street. 


EMPLOYERS Reinsurance Corporation 
Kansas City, Missouri 


Broadens A & H Facilities 


This company now provides reinsurance facilities 
covering substandard accident and health risks. The 
service will be on a treaty basis. Reinsurance will be 
available only on coverages falling within types of 
benefits included under the corporation’s plan. Essen- 
tially these are for moderately impaired risks, providing 
benefits for five years accident and one year non-con- 
fining sickness disability and for the more seriously 
impaired risks providing the same coverage as the first 
plan, with the exception that the coverage as to losses 
due to the known impairment will not begin until a 
stated period after the issue date of the policy and then 
will be subject to an aggregate time limit with respect 
to such impairments. 


EXCELSIOR INSURANCE Company of New 
York, Syracuse, New York 


Enters Casualty Field 


This company is entering the field of casualty under- 
writing *n a limited way through the writing of residence 
and outside theft and storekeepers’ burglary and robbery 
coverages. As a member of the National Bureau, 
standard rates and policies will be used. 


FARM BUREAU MUTUAL Automobile Insurance 
Company, Columbus, Ohio 


New Rates and Classifications 


Revised automobile rates filed by this company be- 
came effective January 1 in Ohio. Collision rates were 
lowered about 10% for adult drivers who do not use 
their cars for business purposes. Bodily injury and 
property damage rates, however, were increased 10.3% 
on a statewide average. At the same time, the company 
announced a new classification plan with ten separate 
rate classes instead of the previous seven. The most 
favorable rate is received by farmers who drive less 
than 7,500 miles and have no drivers under 25 in their 
household. 
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FIRE ASSOCIATION Group 
Philadelphia, Pennsylvania 


Whitford Advanced 


George V. Whitford, secretary, has been advanced to 
vice president of the Fire Association of Philadelphia 
and Reliance Insurance Company of Philadelphia. 


GENERAL REINSURANCE Corporation 
New York, New York 


New Vice Presidents 

srice A. Frey, Jr., Alan E. Boles and Walter Nelson 
have been elected vice presidents of this company. Mr. 
Frey was formerly assistant manager of the New York 
office of the Indemnity Insurance Company of North 
America. Mr. Boles and Mr. Nelson were previously 
secretary and assistant secretary, respectively, of the 
company. 


GLOBE AND RUTGERS Group 
New York, New York 


Searing, Vice President 


Arthur F. Searing, vice president of C. V. Starr & 
Company, Inc., has been elected a vice president of 
Globe and Rutgers Fire Insurance Company, American 
Home Assurance Company, and The Insurance Com 
pany of The State of Pennsylvania. 


INSURANCE COMPANY of North America 
Philadelphia, Pennsylvania 
New Director 


James M. Symes, executive vice president, Pennsyl- 
vania Railroad Company, has been elected a director. 


LONDON & LANCASHIRE Indemnity Company 
of America, New York, New York 
New Director 


Peter E. Manion, vice president, has been elected a 
director. 


MARATHON Insurance Company 


Dallas, Texas 


Resources Enlarged 


On November 24, 1953 this company increased its 
capital from $200,000 to $500,000 and changed the par 


(Continued on the next page) 
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UNITED STATES 
CASUALTY COMPANY 


Casualty 


Home Office 
60 John Street New York City 


























Loss requires proof 
of current actual 
cash values..are your 
clients prepared ? 


@ Reliance on book values for insur- 
ance is misleading and dangerous. 
Actual cash values established by 
Continuous American Appraisal 
Service furnish the proper basis for 


coverage, re-rating, and proof of loss. 





The insured will appreciate such 
counsel from you. 


The AMERICAN 
APPRAISAL 


® Company 


Over Fifty Years of Service 
OFFICES IN PRINCIPAL CITIES 
































MARATHON INSURANCE—Continued 


value of its shares from $100 each to no-par value. The 
increase in capital represented $200,000 of new funds 
paid-in and $100,000 
capital 


transferred from surplus to 


MARYLAND Casualty Company 


Baltimore, Maryland 


McDonald Retires 


Stewart McDonald, chairman of the board since 1939, 
retired as of December 31, 1953. William T. Harper, 
president of the company since 1947, was elected chair- 
man of the board and president, effective January 1, 
1954. Mr. McDonald will continue as a director of the 
company and has been given the title of Honorary 
Chairman of the Board. Coincident with Mr. Mc- 
Donald’s retirement, the office of chairman of the board 
and the office of president of the company were con- 
solidated. The advancement of Edward L. Castleton to 
senior vice president was also announced, Mr. Castleton 
had heen executive vice president since 1947. 


NATIONAL SURETY Corporation 
NATIONAL SURETY Marine Insurance Corpora- 
tion, New York, New York 


Purchased 


The purchase of the National Surety Corporation 
and its subsidiary company, the National Surety Marine 
Insurance Corporation by lireman’s Fund Insurance 
Group was consummated in January, 1954. National 


Surety Corporation, organized ‘in 1933, has heen a 




















wholly owned subsidiary of Commercial Investment 
Trust Corporation since 1936. With some $15 million 
of fidelity, surety and burglary business and about an 
equal volume of general casualty business, National 
Surety writings will supplement the predominately fire 
and marine writings of the Fireman’s Fund Group. Na- 
tional Surety will be operated as a multiple line carrier 
with Ellis H. Carson remaining president and James F. 
Crafts, president of Fireman’s l'und, chairman of the 
board. 


NATIONAL UNION Fire Insurance Company 
Pittsburgh, Pennsylvania 


Additional Capital Proposed 


A special meeting of stockholders has been called for 
March 16, 1954, to authorize an increase of 200,000 
shares in the capital stock of this company. It is the 
present intention to issue the additional stock to stock- 
holders, on the basis of one new share for each two 
shares held, at a subseription price of $30 per share to 
provide gross proceeds of $6,000,000. President Rattel 
man indicates that upon completion of the proposed 
financing the company’s capital funds will aggregate 
about $23,000,000 and that no change is contemplated 
in the present dividend rate. It is expected that the 
offering will be underwritten by a group headed by The 
lirst Boston Corporation, 


OLYMPIC Insurance Company 
Los Angeles, California 
Stock Dividend 


This company on December 9, 1953 increased its cap 
ital from $700,000 to $1,000,000 by a stock dividend. 





Here Is a Major Advancement in COMPREHENSIVE “3-D” PROTECTION 


which helps to broaden your sales market! 


COMPARE ANCHOR'S ALL-INCLUSIVE FEATURES! 











for a 


at no additional premium, 
Counterfeit money (limit $2,500 any one 


(3) Auto- 
matic reinstatement of coverage after loss without any / 
additional premium, (4) Court costs and attorneys’ fees | 
included in coverage over and above the bond amount, (5) 


discovery period on all insuring agreements, 


Two yeors loss 








officers 


Coverage 
checking accounts against Forgery 
(2) Coverage for incoming 

oss), 


CASUALTY 


(6) 30 day extension of Fidelity coverage on terminated employees. 


Sy, 
YOUR ANCHOR MAN FOR COMPLETE DETAILS OR WRITE ~~ — 


ST 
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ALLIED LINES 


INTER-OCEAN 


\ 


PRO-RATA and 


EXCESS of LOSS 


REINSURANCE 


COM P ANY 


CEDAR RAPIDS, IOWA 


PROVIDENT Life & Accident Insurance | 


Company, Chattanooga, Tennessee 


Increases Capital 


During December, 1953 capital was increased from 
$4,200,000 to $7,000,000 by transferring $2,800,000 
from surplus to capital. 


NEW YORK 


x) JOHN ST 


brokerage and general cover departments, has been 


| made an assistant branch secretary 


SERVICE CASUALTY Company of New Yi rk 


SERVICE FIRE Insurance Company of New York 
New York, New York 


New Directors 


QUEEN CITY Fire Insurance Company 
Sioux Falls, South Dakota 


Capital Increased and Name Changed 


This company, during December 1953, deleted the | 
word “Fire” from its title and increased capital from | 
$300,000 to $400,000 and added $50,000 to surplus. 
New funds were realized from the sale of additional 


shares at $150 each, paryyalue $100 per share. 





ROYAL EXCHANGE Group 
New York, New York 


Advancements 


John J. Jackson, recently advanced from. assistant 
vice president to vice president, and Melvin Karpt and 


\rthur Vetterman, vice presidents, have been elected 


directors of both companies 


SOUTHERN FIRE AND MARINE Insurance 
Company of Georgia, Atlanta, Georgia 


Changes Name 


The name of this company was changed to American 
Southern Insurance Company on December 9, 1953 


| STANDARD CASUALTY Company 


| Sioux Falls, South Dakota 


A. Campbell Miles, formerly assistant United States | 
States | 


manager, has been appointed deputy United 
manager of the group. Mr. Miles is executive vice presi 
dent and a director of the Provident Fire 


Company. Charles F. Tompkins, superintendent of the 
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Insurance | 


Change in Stock Control 


Controlling stock interest in this company has been 
purchased by Northwest Underwriters, In¢ 


jed n the next 


, an organi 


paqe 





STANDARD CASUALTY —Continued 


zation formed by officers and employees of the insur- 
ance company. The sale involved 1,678 shares out of 
2,500 outstanding for a reported total price of $377,550. 
Officers are: Frank A. Prather, president; William H. 
(sreen, executive vice-president and general manager ; 
Leon R. Porter, vice-president, R. A. Williams, Secre- 
tary; W. J. Van DeRostyne, treasurer. 


STONEWALL Insurance Company 
Mobile, Alabama 


New Directors 


W. P. Backes and Reid White Goldsby have been 
elected directors. Mr. Backes was also elected secretary 
succeeding Itrank M. Backes, Jr., recently resigned. 
The director-secretary is the son of Frank M. 
sxackes, Sr., who was president of Stonewall for a 
number of years until his death in 1951, and has been 
with the company since 1937. Mr. Goldsby represents 
stock in the company which was bought in 1868 by his 
yreat-grandfather, Governor John Anthony Winston, 
the first governor of Alabama who was a native of the 
state, 


new 


SUSQUEHANNA MUTUAL Insurance Company 
Philadelphia, Pennsylvania 


Changes Name 


The name of this company was changed to Gibraltar 
Mutual Insurance Company on December 8, 1953. 


SWISS NATIONAL Insurance Company, Ltd. 
Miami, Florida 


Enters United States 


This company entered the United States under the 
laws of Florida and was licensed by that state on De- 
cember 7, 1953 with a policyholders’ surplus of $1,245,- 





874, including trusteed assets of $700,000, to transact 
reinsurance exclusively. It was admitted to New York 
on December 30, 1953. The United States branch 
operations will be under the direction of Joseph Wein- 
traub, Manager, Inc., Miami, Florida. Joseph Wein- 
traub, president of the management corporation, is also 
president of the American Title and Insurance Company 
and the Equity General Insurance Company ; chairman 
of the board of the South Atlantic Title Insurance 
Company, and United States Manager of the Baloise 
Fire Insurance Company, Ltd. Ray K. Davis formerly 
vice president of the North Star Reinsurance Corpora- 
tion, is vice president of the management corporation. 
The home office of the Swiss National Insurance Com- 
pany, founded in 1883, has assets in excess of $18,000,- 
000 and does a world wide business. 


THE UNITY FIRE and General Insurance 
Company, New York, New York 


New Director 


Vermont Hatch, member of the New York law firm 
of White & Case, has been elected a director. Mr. Hatch 
is also a member of the board of the Alpha Portland 
Cement Company and a trustee of Columbia University. 


THE WESTERN CASUALTY and Surety 
Company, Fort Scott, Kansas 


To Increase Capital 


This company has filed a registration statement with 
the Securities and Exchange Commission covering a 
proposed offering of 150,000 shares of common capital 
stock, $5 par*value, to be offered to stockholders on the 
basis of one share for each two shares held of record. 
The company recently split its capital stock two-for-one, 
bringing capitalization to 300,000 shares of common 
capital stock, $5 par value. An underwriting group 
headed by Kidder, Peabody & Co. and Prescott, Wright, 
Snider Company will purchase and offer publicly any 
stock not subscribed for by stockholders. 


Globe and Rutgers 


Fire Insurance Company 


The Insurance Com pan) 


of thy 
State of Pennsylvania 


AMERICAN HOME 


Fire Assurance Company 


111 WILLIAM STREET, NEW YORK 38, N. Y. 
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American Credit Insurance 
completes your chent’s coverage 


AMERICAN CREDIT INSURANCE protects your client’s Receivables, 
keeps his working capital working for him. By including facts about 
AMERICAN Crepit INSURANCE in your presentation, you make sure 
your client knows about all forms of business coverage. Write for 


literature to First National Bank Building, Baltimore 2, Maryland. 


American Credit Indemnity 
Company 


ot New York 








WESTERN FIRE & Indemnity Company 
Lubbock, Texas 


New Company 


This company, with home offices at 1103 8th Street, 
was licensed in December to write ‘ire, extended cover 
age, inland marine and general casualty lines of insur- 
ance, except compensation. It began operations with | 
$200,000 capital and $200,000 surplus and is confining | 
operations for the present to West Texas. President 
Murrell R. Tripp, currently mayor of Lubbock, has 
been in independent insurance claims business for a 
number of years, selling his claims business late last 
vear for the purpose of organizing this company. H. J. 
srewington, executive vice president, was formerly 
vice president in charge of the casualty department of 
the Mill Owners Mutual Insurance Company of Des 
Moines, Iowa. Other officers are: secretary, Ralph T. 
Caldwell; treasurer, John A. Hughes. 


YORKSHIRE Group 
New York, New York 


U. S. Branch Domesticated 


Under the enabling legislation of the Anderson Act, 
passed in New York in 1951, the United States Branch 
of The Yorkshire Insurance Company, Ltd., on Decem- 


| consolidation with the affiliated Yorkshire Indemnity 
| Company of New York under the title “The Yorkshire 


Insurance Company of New York.” Full multiple line 
facilities are offered by the latter company as operations 
were broadened, following the merger, to include imarine 
underwriting. Officers are; president, A. O. Robinson ; 
executive vice president, H. Crowell, Ir - 
dents, S. K. Gray, A. A. Knoepfle and C. A. Vooris; 
secretary-treasurer, H. L. Wilkins. Dale Sharp, vice 
president of the Guaranty Trust Company of New 
York, has been elected chairman of the board. New 
members of the board are: L. C. Amos, financial ad 
visor; Meredith C. Laffey, vice president and treasurer 
of the i-quitable Life Assurance Society ; iy Wood Rut 
ter, Rutter & Company ; George FE. Warren, retired vice 


V ice presi 


| president of Chase National Bank. The following mem 


bers of the board continue to serve, Albert 
George F 


.¥ Hooper, 
. Lee, Frank B. Martin, [. krancis McCrossin, 
D. Farley Cox Jr., Horace Crowell, Jr., 
Wilkins and Alan QO. Robinson. 


Herman L. 


Executive Appointments 


For the Yorkshire Insurance Company, Robert L 


| Deverall and James Strain have been appointed assist 


ant vice presidents and are succeeded as assistant secre 
taries by Charles Patterson and A. A. Smith. Walter 
Dondero has been named assistant treasurer, and S. W 
Skiple and C. A. Winkler appointed resident vice presi 


ber 31, 1953, completed plans to domesticate through | dents at Chicago. 
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BETTER INVESTIGATION 


MORE CAREFUL investigation of 
yw cause of fires could act both 
to discourage arsonists and to pro- 
vide necessary statistical data, John 
J. Ahern of the Illinois Institute of 
Technology told the National Safety 
The latter, he 
sible the 


changes necessary to 


Congress said, would 


make = pos engineering 
this a 
work and 
asked for 
research in 


make 
world in which to 
Mr \he ri also 


greater funds to finance 


sale 
live 
safety engineering. It is in research, 
he said, that safety engineering has 
failed most to keep pace with other 
engineering: fields 


INADEQUATE RATE 
RESEARCH 


EADERSHIP IN THIS COUNTRY 1S 
ose being taken away from 
Bureau insurance companies as a 
result of inadequate rate research in 
the opinion of I 
dent of the 
Insurance 
the Pacific Fire Rating Bureau he 
added that it is possible that this is 


caused by the companies’ desire to 


|. Seymour, presi- 
National 
\gents 


\ssociation of 
In a talk before 


make their rating bureau operations 
“Yet I do 


know that independents usually take 


simple and economical 


up their study of rates and experi 
ence where the rating bureaus leave 
off,” stated Mr He 
pointed out that with the knowledge 
of what your competitor can do, it 
takes but little ability “to raid the 
most profitable classes” and write 
the better risks at less than Bureau 


seymour. 


rates, and still make more than aver- 
age profits. Although he agreed that 
this pra tice can never be eliminated, 
he asserted that better rating meth 
ods which produce rates which ac 
curately reflect the hazard and the 
experience, can reduce such practice 
to a point where it will be inconse 
quential, He that 
with equipment, 
much information may be 
the The com- 
bined experience of bureau com- 
panies should put them in a better 
position to make accurate rates than 
any independent 

said Mr. Seymour, 
“this cannot be done on the basis of 
spending the minimum and _ elimi- 
nating research 


went on to say 


new electron 
more 


available in future 


However, 


On the contrary it 


142 


seems to me that it is a false econ- 
omy to produce rates which can be 
used by many non-bureau members 
to skim the cream and leave the 
bureau members the thin whey on 
which to survive. As the condition 
exists today, highly selective under 
writing becomes ever more attrac 
tive.” 

He predicted that state funds 
would be the answer if companies 
which have sought to write a gen 
eral class of business find that be 
cause of unrealistic rates they can 
not compete for the preferred busi 
ness and that they cannot write the 
remainder at a profit. He urged rat- 
ing bureaus, “which are in the best 
position to develop rates which 
properly reflect the hazard and ex 
perience on each risk,” to be the 
leaders in rating procedures. 


“DOLLARS AND SENSE" 


FILM DEALING WITH unjustified 
| based in automobile liability 
the Zu 
rich- American Insurance Companies. 
Entitled, “Dollars and Sense,” it is 
available on a ten-day free loan basis 
to any insurance agent in the United 
States, the borrower paying only the 
shipping charges. Requests should 
be addressed to the companies’ head 
office, 135 South LaSalle Street, 
Chicago 3, Tl. 

“Dollars and Sense” is a fifteen 
minute black and white sound slide- 
film, consisting of a 35 mm filmstrip 
accompanied by narration on a 16 
inch 33'4 rpm record. A sound slide 
projector is required for its showing. 


suits has been released by 


The film, using fictitious names 
and scenes, tells the story of Tom 
Reynolds, who calls on his insur 
ance agent to protest a bill for auto 
mobile insurance which he considers 
too high—-especially since he hasn't 
had an accident in fifteen years of 
driving. After explaining how auto 
insurance are deter- 
mined, the agent points out that 
Tom, himself, is partly responsible 


mobile rates 


for his own high premium, since he 
was a member of a jury which had 
granted an award unjustifiably in an 
automobile liability suit. Flashbacks 
show the accident, scenes in court, 
and what took place in the jury 
room. In a surprise ending, Tom 
realizes that his automobile insur- 
ance is worth every cent it costs. 


REFRIGERATOR TRAGEDIES 


OTING THAT AT LEAST eighty- 
Nin children have been suffo- 
cated in unused or abandoned re- 
frigerators while at play during the 
last eight years, the Association of 
Casualty and Surety Companies’ ac 
cident prevention department has 
prepared a bulletin to help insurance 
engineers prevent similar accidents 
in the future. 


“Insurance engineers should look 
for unused or abandoned refrigera- 
tors on the premises of apartments, 
hotels, restaurants, appliance stores, 
junk yards, utilities and city and 
private dumps,” according to the 
bulletin. “The following precaution- 
ary measures should be taken with 
such boxes: 


“1. Where the refrigerator is to be 
used again, the catch or lock stop 
should he removed from the door 
sill. On most models the lock stop 
is held by only two screws. 

“2. Where the refrigerator is to be 
abandoned or junked the door hinges 
should be completely removed and 
disposed of separately.” 


Refrigerator manufacturers and 
distributors may be contacted to re 
move the door if the owner is not 
able to do so, the bulletin added. At 
least one such company and_ the 
members of a refrigeration service 
engineers society have offered to do 
this without charge. 


Unable to Get Out 


At least twenty-eight children 
have lost their lives so far this year 
in accidents of this kind, the Asso- 
ciation’s study of the situation dis- 
closes. In almost all cases the chil 
dren were under seven years of age. 
They were unable to get out of the 
refrigerators after having entered 
the box and closed the door. 


Parents and teachers were urged 
to emphasize to small children the 
extreme danger in ever entering a 
refrigerator. The Association also 
noted that as a result of this year’s 
wave of accidental deaths in refrig- 
erators, several cities have passed 
ordinances to prevent abandonment 
of refrigerators in a careless or dan 
gerous manner. 
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LAST SIX 


EDITORIALS 
‘lassification of Admitted Assets 
Company Changes . aoe 
Editors’ Corner, The (monthly) 
Insurance Stock Trends 
Letters 
Life Insurance Stocks 
Mutual Operating Expenses 
Mutual Semi-Annual Experience 
Vitfalls in Financial Statements 
Review and Preview SFr 2 
Semi-Annual Experience 
Stock Operating Expenses 


et. 16, 
Feb. 
. Feb. 

Jan, 

Sept. 

Feb 

Dec. 

. Oct, 

. Dee. 

Jan. 

Set 
errrrr . S 


BUYERS & LOSS CONTROL 


Adventures at Home—Norman Lustig 
Behind the Losses (monthly) 

Buyer and His Agent, The—Clande H. 
Buyers’ Round Table (monthly) ... 
Iixcess Insurance-——Kraddock, Kogers and Nteliw agen 
Helping Shipper-Assureds Ralph W. Howe 

Ilow High a Pimit’ ?—Robert 1.. Braddock 

Insurance for Fixed Assets—Baylor Landrum 
Insuring Your Profits—Nicholas Dekker 

Life-Saving Reflections 

Loss Control (monthly) 

lrofits and Safety—J. Dewey Dorsett 

Psychology and Accidents—-A. H. Malo 

Smoke Odor Removal 
Technologyv-—Dr. John T. Rettaliata 
White Collar Crooks . ‘ 


Rice ... 


LEGAL & CLAIMS 


Accident vs. Occurrence—-John M. Brigu« 
Construing Auto Policies—Edward FPF. Rarle 
Depreciation and Partial Losses—Wilfred G 
High Claims and Awards—-Chase M. Smith 
Interest Policy, The—Paul Il, Heinehke . 
Judge Says, The-—-Thomas P. = weeds (monthly) 
Legal Spotlight, The (monthly) 

Loss Logic (monthly) 

Non-Occupational Disability 

Ownership of Expirations 
Tax Problems of Agents 


Dec. 103 
85 


Howland "61 


Neville .... 
Tue 


John F 
Charles W 


MANAGEMENT & GENERAL 


A. & H. Developments (monthly) . 
An Appraisal of Competition—H. P. 
An Ideal Branch Office—Donald M 
Buyers’ Insurance Conference 
Catalyst in Foreign Trade, The— George Inaselman ... 
Collecting Earned Premiums—-Thelma Ray Osborne 
Complete Destruction—/lloyd L. Temnle 
Continuous Policies—.John FPF. Neville 
Coverage Trends—J. F. Follmann, Jr. wt 
Driver's Age and Accidents—Victor F. Venese . 
Future of Automobile Insurance, The—4. Lunn Minzey 
Governmental Regulation—Robert B. Ely, 111 
Guaranteed Renewable Contracts—-Cerald 8 
Individual Catastrophic Coverage—Donald G 
Industry Committee : 
Influence of Beperviies. The— Apalding Southall 
Mass Selling F. Follmann, 
Merit Rating "inert I. Mehr ad 
Miscellaneous Expense Benefit, T he 
New York City Agent, The—John C. 
Private Enterprise and gy ieee on 
Proper Balance, A—A. P. Dowl 
Reader’s Digest A & Hi Article- 
John Alan Appleman . 
Termination of an Agency—John F Neville ...... 
We Are Dragging Our Feet—Paul H. Rlaisdell 
Workmen's oe eaanattdcccal vs. Faney 
William Leslie, Jr. ’ bs 


Rtellicagen 
Witmeyer 


Parker 
Stock 


“Paul W. Stade vats 
Weghorn 
Irving J. Maurer 


ire obert H. een, 


OFFICE METHODS 


Around the Office—Guy Fergason (monthly) 
Attitude? Bah! Humbug !—Guy Fergason 
Retter Letters—Richard H. Morris ... 
Booklets (monthly) 

Changing Equipment 

Christmas Legends .... 

Cutting Polley Typing Time 


Executive Education—IJngolf H. F. Otto . 


For February, 1954 


INDEX)” 


MONTHS 


For Better Dictation—0O. C. Lee . 
llow to Sell New Procedures—F. ¢ 
Lines of Communication 
Mechanized Data 
Modern Aids to Office Efficiency 
Office Equipment Directory 
Ottice Services 
l’rogressive Agency, A 
Supervisor, The—L. J. Hale .... 

Ten Steps in An Analysis—Guy Fe gason 
What Are Fringe Benefits?—Guy Fergason 
What Holds Women Back ?—Helen G. Irwin .. 
Woman's Touch, A—Mre. L. A. Lundy, Jr. 
Work Simplification—W. Carl Johnson .. 


. Hleidemann 

Guy Ferguson 

Vartin Goland 
(monthly) 

(monthly) 

Guy Fergason . 

Paul W. 


Processing Jan 


Raeske ... 


RATE CHANGES 
Automobile 
Cal., Del., D. of C., N. 
Ark., Calif., Colo., 
Ore., Wash. 
Mass, . 
Maas., Mont., 
Utah, Alaska ..... 
Ala., Fla., Ga., lowa 
N. D., Ore .. 
Arizona, F lorida, Missouri, 
Indiana, New York .. 
Fire 
Nebraska 
Florida, Georgia, Indiana 
Rhode {sland ‘ 
Alaska 
Ohlo 
Liability 
Ark., Calif., Colo., Del. 
Neb., N. D., 8 
Ga., ta? Ky., 


Mex., 
Idaho, 


mm Ra Ve 
Maine, 


, Wyo 
Manss., N. 


Nev., Ohio, R. IL, 8. 


. Me., Md., Masa., Mich., Minn 


‘Pennsylvania 


. D. of C., Idaho, Mias., 


Nev., N 


Mo., 


Me. Mic h., Mont., 

8. Tenn., Utah . 

Ala., wa. N il. N. J.. 
Owners’, Landlords’ & ‘Tenants’ 

California, Connecticut, New York .... 
Workmen's Compensation 

Florida, Oklahoma 

California 

Nebraska ....... 

Missourl, Texas 

Pennsylvania 


Mex., 
a., Wash 


SALES & EDUCATION 


A Look into the Future—HWemond Ewing 
Anyone Can Make a Survey—Clarence 1. 
Automobile Insurance Studies ... 
Business Builders—-M. H. Black burn 
c¢.P.C.0. juestions and Answers —Amertcan Inatitute 
Part I1Il—General Education 
Part 1V-—-Law 
Part V—Accounting and Finance 
Contract Bond Production —.James M. Henderson 
Destruction of Recorda—lrban M. Lelli . 
Education in Insurance—-Cameron 8. Toole .. 
Garage Liability Polley—-Leroy W. Fieting ... 
Judging a Fire Risk—R. D. MacDantel 
Last Six Feet, The—Robin 8S. Willdame 
Oldest of the Arts-——Dr. Alan W. Brown 
One Call Won't Tell All—J/ohn Trytten 
Personal Articles Policy—lFranocie X. 0’ herssied 
Quis of the Month 
Fire Risk (Physical Aspects) 
General Insurance Course 
Federal Income Tax 
Casualty .... 
Sales Slants from Other 
Sales Training—Jamesr 1. Mok wen 
Self-Training—C. lL. Lapp, Ph.D 
Selling Parade, The—Charlese RP 
Selling Tips from the Home Office 
Today’s Competition Joseph Ff 
Transportation Coverages—Ka 
Two Sales Programs—lrban 
What I Expect of My Special 
What Makes America Great 


Fic Ids (monthly) 


(monthly) 
Worrison ... 
mond @. Shepard 
Lett ° 
Agent “Alfred O. 
Merle Thorpe 


Sinn 


MISCELLANEOUS 


tullding Cost Index 

Company Developments 

Conventions Ahead 

Fire Losses, Monthly 

Home Office and Field 1 gemma oo 
Insurance Stock Quotations 

New Publications 


, Mo., 


Or 


Oct. 110 
Sept. 121 
Nov, 4 
Feb, 55 
Feb. 50 
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0 
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Jan. 32 
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117 
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, Sept. 3 

, Nov. 118 

7, Jan. 127 

Feb. 43 
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Rept. 35 
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.. Sept. 33 

Jan, 113 
Feb 

Sept. 83 


, Oct. 121 
21, Dec. 107 
Jan. 0% 
Feb. 65 
Feh, 7% 
Oct. 89 
. Nov. 
Jan, & 
Feh, 0% 
Feb. 25 
-Nov. 3 
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Jan. 97 
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INSURANCE COMPANIES REPORTED UPON (FROM MAY, 1953) 


Allstate Insurance, Chicago 

(Credits Driving Edueation) -May 143 

(Elects Vice President) *t. 139 

(New Home Offices; Reynolds, 

Vice President) ................Nov. 127 

America Fore Group, New York 

(New Secretaries) ... y 107 

(New Director) ; --+-duly 107 

(New Director) . ad *, 129 
American-Associated Cos., St 

(Taylor, Vice President) » 121 

(To Increase Capital) ........... 121 

(Heid Not in Contempt) ese *t. 139 

(Win Advertisements Case) iva *, 129 
American Automobile, St. Louis 

(Capital Increase) .... y 107 

(Executive Promotions) . 105 
American Farmers Mutual, Chicago 

(Dahimann, Ex. Vice President)..Aug. 119 
American Fidelity & Casualty, Richmond 

(Trailer Home Financing) 

(To Issue Stock) . 

(Settles Virginia C harges) 

(Stock Fully Subscribed) 
American Fidelity Group, Richmond 

(Jeopardy Tax Assessments 

Dropped) ‘eb, 135 

(New Director) ‘e 135 
American Home Assurance, New York 

(See American Home Fire) d . 105 
American Home Fire Assurance, New York 

(Changes Name) Jan. 105 
American Income asennad” cates 

(A & H Companies Merge) . 131 
American Indemnity, Galveston 

(Winter Advanced) . y 143 

(Hartung Advanced) . 107 
American Liberty, Birmingham 

{To Absorb Penn-Liberty) . 119 
American Motorists, Chicago 

(Kemper Takes Issue) 107 

(Heineke, Vice President) aeaee y 107 

(Merging) . . 129 

(Merged with xe ---Ke 35 
American Mutual Benefit, seeps’ ~ 

(Changes Name) May 143 
American Mutual Liability, Boston 

(New Vice Dresidenta) May 148 
American Mutual Reinsurance, Chicago 

(Executive Advancements) 148 
American Policyholders’, Boston 

(Auto Merit Dividend Plan) Sept. 131 
American Reinsurance meena: New York 

(Official Changes) .May 143 
American Reinsurance Co., New York 

(Stock Split Voted) Dec, 129 

(Pays Extra Dividend) .. . 105 
American Southern Insurance, Atlanta 

(New Name) .Feb. 139 
American Universal Insurance, Providence 

(Completes Additional Financing) Jan. 105 
Arex Indemnity, New York 

(Change in Control) 

(Capital Changes) 
Arrowhead 


June 121 

-Aug. 119 

Insurance, Los Angeles 
(Layman, President) . =» 

Associated Factory Mutuals 
(Correction Notice) ... July 107 
(To Remove Asseasment Feature) Aug. 119 
(Deviation Filing Disapproved) ..Sept. 131 

Atlantic Mutual Group, New York 
(Deviation Approved) 

Balboa Insurance, Los Angeles 
(Layman, President) ...... . 105 

Balfour Guthrie Insurance, San Francisco 
(New Carrier) 

Bituminous Companies, Rock Island 
(Hesse, Exec Vice President) 
Blac kstone Mutual Providence 

(Changes Name) Aug. 119 

Blackstone Mutual, 

(Merge Business) Dec, 129 

Caisse Centrale De Reassurance, 

Paris, France 
(Appoints U. S. Manager) 

Camden Fire, Camden 
(New Secretary) . 

Canton Insurance Office, 
(Revises Title) 

Carolina Casualty, Settee renee 
(¢ ‘apital Increase) ... ; . 139 
(Cited) . 130 

Celina Mutual Casualty, Celina 
(Changes Name) y 108 

Central Surety and Insurance, 

Kansar City 
(New Director) . 130 

Century Insurance Group, New Y 
(U. 8S. Manager to Retire) 121 

Cincinnati Insurance, Cincinnati 
(Capital Increased) 

Citizens Casualty, New York 
(Capital Increase) .. ..June 121 
(See Arex Indemnity) .. June 121 
(Capital Changes) . 120 

Citizens General, Los Angeles 
(Insolvent) ....-Feb, 135 

Colonial Mutual Casualty, Philadelphia 
(Suspended) .Nov. 127 


Jan. 105 


June 12) 


-July 107 
lire, 


P rovidence 


May 144 
, long Kong 
Jan. 105 


Feb. 135 


144 


Colonial Mutual Fire, Famedelpans 

(Suspended) 
Commercial Union Group, 

(New Director) 
Community Mutual, Philadelphia 

(See American Mutual Benefit) 
Continental Companies, Chicago 

(Elects Vice President and 

Secretary) . 

Continental Casusz alty, Cc hicago 

(To Enter Reinsurance Field) 

(New Accident Policy) Jan. 
Cornbelt Insurance, Freeport 

(New Company) 
Crum & Forster Group, 

(Executive Changes) . .Feb. 135 
Economy Auto Insurance, Freeport 

(Changes Title) 136 
Economy Fire & Cas ualty, ree on 

(New Name) ... ‘ -Feb. 136 
Equity General, Miami 

(New York License) . 131 
Emmeo Casualty, South Bend 

(Changes Name) Dec. 131 
Emplovers Reinsurance, Kansas — 

(Trimble Succeeds Moorhead) . Jan, 106 

(Broadens A & H Facilities) ..Feb. 136 
Excelsior Insurance, Syracuse 

(New Director) 121 

(To Issue New Stock) . 182 

(Enters Casualty Field) Feb. 136 
Excess Insurance, Chicago 

(Merged American Motorists) .Feb. 135 
Excess Insurance of oes New York 

(Merging) Dec, 129 


"New Y + 


Dec, 
New York 


Farm Bureau Companies, Columbus 
(Kramer, Assistant to President).May 144 
(Credit for Driver Courses) .....July 108 
(Major Medical Expense Policy)..July 108 
(Combined Liability Polley) ......Jan. 106 


Farm Bureau Mutual Auto, Columbus 

(File Independent Auto Schedules) 

Aug. 120 
(Trained Driver Discount Approved) 
Sept. 122 

(New Rates and Classifications)..Feb. 136 
Farm Bureau Mutual, Indianapolis 

(Names Secretary) Aug. 120 

(Names Treasurer) . 139 
Federal Insurance, New York 

(Merger Proposed) 122 

(See U. S. Guarantee) , 123 
Federal Mutual Fire, Boston 

(Changes Name) . 182 

(New Director) -Sept. 132 
Fidelity and Casualty Company, New York 

(New Director) J 106 
Fidelity and Deposit | eamel Baltimore 

(To Pay Stock. Dividend) ........Jan, 
Fire and Casualty, Hartford 

(To Expand Operations) 108 

(Increases Capital) cove . 139 

(New Director) Jan. 107 
Fire Association, Philadelphia 

(Capital Increase) ose . 130 

(Deering Retired) . 107 

(Whitford Advanced) . 137 


Fireman’s Fund Group, San Francisco 
(File Independent Auto Schedules 
Aug. 120 
(New Comprehensive ppd . Sept. 133 
(New Director) .... «see ..-Dee, 131 
(Subsidiary Absorbed). cae . 107 
(Des Champs Advanced) . 107 


lireman's Fund Group, San Frane yee v7) 
(Buys National Surety) Feb, 138 

Fireman’s Fund Indemnity, San Francisco 
(Leaves Bureau) 

Firemen’s Insurance, Newark 
(Increases Dividend) 


General Accident Group, Philadelphia 

(Official Changes) Jan, 107 
General America Group, Seattle 

(New Director) y 108 

(New Auto Carrier) . 129 

(Advancements) Dee. 131 
General Fire & Casualty, New York 

(New President) Ju 122 
General Reinsurance, New 

(New Vice Presidents) -.-+Feb. 137 
Gibraltar Mutual, Philadelphia 

(New Title) Feb. 140 
Glens Falls Group, Glens Falls 

(New Director) .... 122 
Globe & Rutgers Group, New York 

(Youngman, Chairman) 122 

(New Directors) 123 

(Searing Vice President) Feb. 137 
Government Employees, 

(Dividend Increase) Oct. 139 
Grain Dealers Mutual, Indianapolis 

(Executive Appointments) May 144 

CUO TICUOONOP) <0. vc cccccdesccnsese 7. 128 
Grain Dealers Mutual, “Indianapolis 

(New Director) .. -e--Dec, 131 
Grangers Mutual, Middletown 

(Correction) t. 140 


Great American Group, New York 
(Proposed Reorganization) 
(Reorganization Voted) . 

Gulf Insurance, Dallas 
(Stock Dividend) 


Hamilton Fire, New York 

(Changes Name) 
Hartford Accident, Hartford 

(Executive Changes) . 120 

(Promotions) . *t. 140 
Hartford Fire Group, Hartford 

New Director) Se 133 
Hartford Fire Insurance Co., Hartford 

(Stock Dividend Proposed) J 108 
Hearthstone Insurance, Boston 

(Wins  peennaepapenie Restraining 

Order) ..< os . 182 

Home Indemnity, ‘New York 

(Hargrett, Director) y 145 
Home Insurance, New York 

(One Hundred Years Old) 
Home Insurance, Honolulu 

(New President)  .c.ccccocseccece: May 145 
Houston-American Insurance, Houston 

(New Company) ........ .. Nov. 128 


May 144 


Inland Empire Insurance, Salt Lake City 
(Iioway, Vice President) June 123 
Inland Mutual, Huntington 
(See Carolina Casualty) Dec. 130 
(Settles Virginia Charges) . 108 
Insurance of N. A. Group, Philadelphia 
(New Inland Marine Form) June 123 
(New Vice Presidents) 
(To Withdraw Subscribership) Jan, 109 
(New Combined Form) 
(New Financial Sy wet” . 109 
Insurance Co. of N. A., Philadelphia 
(Stock Dividend) dD 
(New Director) . i 
Insurance Company of Texas, Dallas 
(Eaton, Vice President) 
Insurors Indemnity, Tulsa 
(Change in Control) 
International Re-Insurance, Dover 
(Liquidation Completed) 
International Service, Fort Worth 
(Capital Revision) 
Interstate Casualty, Bloomington 
(Changes Name and Capital) 
Jefferson Insurance, New York 
(Capital Increase Voted) .. 


..- Sept. 133 


Dec. 132 


Keystone Mutual Casualty, Pittsburgh 
(Rehearing Time Extended) ......Dec. 138 
LaSalle Casualty, Chicago 
(See American Income) 
Lloyds Fire, San Antonio 
(Receiver Appointed) 
Lombard Insurance Co., Ltd., 
(See Canton Insurance) 
London & Lancashire Indemnity, 
New York 
(New Director) F 
Louisville Fire & Marine, Louisville 
(New President) 
(Promotions) 
(New Director) .... 
Lowell Mutual Fire, Lowell 
(New President) 
Lumbermens Mutual Casualty, Chicago 
(See American Motorists) 
(New Board Member) 
Lumber Mutual Fire, Boston 
(New Director) June 
(Strong Advanced) . June 
(Beckford Heads Lumber Mutual) 
Sept. 


Sept. 131 


July 109 
Hong Kong 


Manhattan C asualty, — York 
(Management Changer 

Manufacturers Fire, Ptladeiphia 
(Capital Increase) . Sept. 

Marathon Insurance, Dallas 
(Resources Enlarged) 

Marquette Casualty, _— Orleans 
(Appointments) 
(New Vice President) 

Maryland Casualty, Baltimore 
(To Retire Preferred Stock) 
(Preferred Issue Retired) 
(New Director) 5 
(McDonald Retires) “eb. 138 


Massachusetts Bonding & Insurance, Boston 
(Resumes Dividends) 

Merchants i a New York 
(Merger Voted) 

Mercury Insurance, St. Paul 
(Stock Dividend) 

Meridian Mutual, Indianapolis 
(Russell Elected President) 

Meritplan ae Los Angeles 
(New Compan 

Michigan Mutual tAabiiity, Detroit 
(New Directors) 

Minnesota Farm Bureau Mutual, St. 
(New Casualty Company) oO 

Mission Indemnity, Pasadena 
(Revises Capital Structure) . Sept. 135 

Motor Vehicle Casualty, Chicago 
(100% Stock Dividend Declared) .June 1% 


-.-Dec. 133 
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Munro Reinsurance Group, New York Preferred Insurance, Grand Rapids State Farm Companies, Bloomington 
(New Secretary) Oct. 141 (Stock Dividend) Jan. (Capital Increased) ... Jan. 111 
Mutual Benefit Health & Seneae, Omaha Provident Life & Accident, Chattanooga _ (New Medical Payments Form) ..Jan. 111 
i Travel Insurance) -Nov. 128 (Increases Capital) .. ...Feb. 1389 ‘State Farm Mutual Automobile, Bloomington 
Mut ral Fine tan Jan. 110 prudential Insurance of G. B., New York _ (State Farm Volume Booms) ....Sept. 135 
utual Fire, Marine, Philadelphia (Executive Appointment) Aug. 121 ‘State Fire and Casualty, Miami 
seen peneate) 124 (Additional Capital) ............ Nov. 129 
7 (thi ‘Liguidation) Picasant 141 Queen City Fire, Sioux Falls _ Sterling Fire, Cobleskill 
Mutual Service Casualty, St : (Capital Increased) .... «+++-Feb 139 _(See Wyoming Valley Fire) . July 110 
(To Rec D ned ; , (Name Changed) .Feb. 139 = Sterling Insurance, Chicago 
ognize Driving Courses) . 146 Queen City Insurance, Sioux Falls (Wins Virginia Case) .. Jan. 112 
(New Vice-President) Sept. 135 (N > Changed) Feb. 13 S 1 M 
National Casualty, Detroit eae met Stes ae Ce obile 
(Continuous Auto Policy) 442 ~=—s&Rainier National Insurance, Seattle (New Directors) fo eae at Feb. 140 
National Fire Insurance, Hartford | - (New Auto Policy) an. Stuyvesant Insurance, New York 
(Quarterly Dividend Increased) ..Jan. Resolute Insurance, Hartford oe s Ce a pons Aneel 
National of Hartford Group Hartford (Ward, Vice President) ........ 4 , ee Sena 
(New Directors) .... : 33 Royal Exchange Group, New : . (( hanges Name) 
National Surety, New York (Advancements) ....... Feb. 139 Swiss National Insurance Ltd 
(Purchased) — saree Feb. 1! Royal-Liverpool Group, New Y _ (Enters United States) 
National Surety Marine, New York (. ‘ew A. & H. Forms) ........++. May bai Mutual Insurance, Austip 
(Purchased) — Feb. 13 (Lewis, Advanced) f 2 ( 2 on << aaa Policy Held - 
National Union Group, Pittsburgh Rush Township Mutual, Rushtown weeecline , att pvcceoceed Sept. 1 
mationen t ane wense) «.. +> May (Changes Name) - aen (New Vice Presidents) ... .. June 125 
f nhion Fire, Pittsburgh Travelers Insurance, Hartford 
(Additional Capital Proposed) ..Feb. 1: St. Paul Group, St. Paul (Increases Special Dividend) ....Jan, 112 
New Amsterdam ney Baltimore (Centennial Celebration) -.-Jdune 125° Truckmen’s Insurance, New York 
(New Director) J 2 (Leaves General Cover Associa (Incorporation Papers) . ... Aug. 122 
New Hampshire Fire, Manchester tion) ..Nov. 129 Inited Benefit Fire, Omaha _ ~i 
_ (Turner, New Responsibilities) ..Aug. 12 Saskatchewan Government, Regina (Stock Purchase Offer) .... ..- Nov. 129 
North American, San Antonio (Government Inroads) . -- duly 110 nited Pacific, Tacoma 
(See Lloyds Fire) . J (Appointments ; Plans to E xpand) Dec. 134 (Advancements) ...Dee. 134 
North Carolina Farm Bureau Mutual, Saskatchewan Guarantee, Regina nity Fire & General, New York 
Greensboro (Government Inroads) .. A y 110 (New Director) Feb. 140 
(New Company) .. Saskatchewan Guarantee & Fidelity, Regina nderwriters at Lloyd's, London 
Northeastern Insurance, Hartford (See Saskatchewan Government) Dec. 134 (Premiums and Claims) .........Aug. 123 
(Executive Changes) s Seaboard Mutual Casualty, Philadelphia nited Fire, New York 
Northern Insurance, New York (Assessment Order) oon » 125 (See Hamilton Fire) . July 100 
To Write Participating Policies) Seaboard Surety, New York |. 8. Fidelity & Guaranty, Baltimore or 
, Sept. 135 (Stock Dividend) ... -++»-May 147 (Official Changes) . vosees June 125 
(Stock Dividend Proposed) ......Dee. Secured Casualty, Indianopolis S. Guarantee, New York 9 
Ohio Casualty, Hamilton (Proposed Merger) : (See Federal Insurance) ........June 122 
(Stock Dividend) ' June Secured Fire and Marine, indianapolis (Merger Concluded) .. . Aug. 122 
(Dividend Action) .- Jan. (See Secured Casualty) .Dee, 134 Washington Assurance, New York 
Ohio Hardware Mutual, Coshocton Selected Risks Indemnity, Branchville (See Merchants Indemnity) ......Dee. 133 
(Executive Appointments) ......May 147 (To Increase Capital) Oct. 112 Western Casualty and Surety, Fort Scott 
Olympie Insurance, Los Angeles Selective Auto and Fire, Seattle (Stock Split) . Jan, 112 
(Personal Package Policy) ' (See General America Group) ....Oct. 139 (To Inerease Capital) Feb. 140 
(Stock Dividend) . ..Fe : Service Casualty, New York Western Fire & Indemnity, Lubbock 
Pan American Casualty, Houston (New Directors) ....... .»- Feb. 139 (New Company) Feb 
(To Declare Stock Dividend) ....Aug Service Fire, New Y bad | mag Mutual Fire, Providence 
Penn-Liberty Insurance, Philadelphia (New Directors) .. Feb, 136 W Lewy ny ‘ 

: ; : 0 c f pany, maha 
(One-third Interest Sold) May Southeastern Fire, Charlotte (To Fight California Ruling) Oct. 142 
(See American Liberty) Aug. (New Vice President) .-.-July 110 Wyoming Valley Fire, Warsaw . 4 

Pennsylvania Lumbermens, Philadelphia Southern Fire & Marine, Atlanta (Mutuals Merge) .. <7 ....July 110 
(New + “eae Aug (Reorganization) ’ _ 128 Yorkshire Group, New York 
(Elects Exec. V. P. and New Director) (Changes Name) . a Feb. 136 (U. 8. Branch Domesticated) Feb. 141 
Jan, Southern sRONTaRER, Atlanta Zurich Group, Chieago, Ilinois 
The Poulsen Insurance Co. of America (New Title) . “e 39 (Adopts Merit Classification 
Chicago Standard C asualty, Sioux ¥ alls Plan) e 
(New A. & H. Carrier) ..........Dee. 134 (Stock Control) .. Feb. 1! (Merit Plans Approved) 


YOU’LL BE WANTING... 


THIS ISSUE OF THE “NEWS” IN A FEW MONTHS TO REFER TO SOME 
ARTICLE OR EDITORIAL. THE WAY TO BE SURE IT WILL BE AVAILABLE 
IS TO KEEP IT IN A BEST BINDER. ORDER YOURS TODAY. 






































PRICE - - - only $2.00 
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Aetna Insurance Group, Hartford, Conn 
Aetna Life Affiliated Cos Hiartford, Conn 
Avency Managers Ltd New York 
Agricultural Insurance Co., Watert« 
Airkem, Inec., New York a 
America Fore Insurance Group, New 
American Appraisal Co., Milwaukee, 
American-Associated Insurance 
American Casualty Co teading, la , 
American Credit Indemnity Co., saltimore, Mad 
American District Telegraph Co., New York, N. Y 
American Equity Insurance Group, Miami, Fla 
American Fire & Casualty Co., Orlando, Fla. , 
American Foreign Insurance Ass'n, New York, . 
American General Group, Houston, Texas 
American Home Fire Assurance Co., New 
American Insurance Group, Newark, N. J . ‘ 
American International Underwriters Corp., New 
American Motorists Insurance Co., Chicago, Ill 
American Reinsurance Group, New York, N 
American Surety Group, New York, N, ¥ 
Anchor Casualty Co., St. Paul, Minn 
Appleton & Cox, Ine New York Y 
Art Steel Sales Corp., New York, N, ¥ 
Atlantic Companies, New York, N.Y 
Atwell, Vogel & Sterling, Ine New York, N. ¥ 
Bituminous Casualty Corp., Kock Island, Til 
tooth, Potter, Seal & Co., Philadelphia, Pa 
Boston Old Colony Group, Boston Muss 
urns, Ine., Frank, Seattle, Wash 
anadian Fire Insurance Co., Winnipeg, Canada 
‘olina Mutual Insurance Co., Celina, Ohio 
‘entral Surety & Insurance Corp., Kansas City, Mo 
‘hamber of Commerce, Daytona Beach, Fla 
‘imarron Insurance Co., Cimarron, Kan 
‘obb and Co., James © Dhurham, N. ¢ 
ommerclial Standard Insurance Co 
‘onover & Co., Chase, Chicago, Hil 
‘ontinental Assurance Co., Chicago, Il 
‘orroon & Reynolds, Ine., New York, N 
Two Fire Equipment Co., Newark, 
‘rum & Forster, New York, N. ¥ 
‘udd & Coan, Ine., Spartanburg, S. ¢ 
Dale & Co., Ltd., Montreal, Canada 
Dimling, Henry, Los Angeles, Cal 
Dotson Co., HI, S., Helena, Mont 
Dubuque Fire & Marine Insurance Co 
Smpire State Ins. Co.,, Watertown, N 
imployers’ Group, Boston, Mass, . 
unployers Reinsurance Corp., Kansas City, Mo. 
“sterbrook Pen Co., Camden, N, J. ....... 
‘iling Equipment Bureau, Boston, Mass 
‘ire Association of Philadelphia, Philadelphia 
‘ireman’s Fund Group, San Franeises, Cal 
Miremen’s Insurance Co., Newark J 
First Boston Corp., New York, N.Y 
Foster & Son, J. 1 Fort Worth, 
Froggatt & Co., Ine Joseph, New 
General Reinsurance Group, New York, N. Y Back Cover 
a lens Falls Insurance Co., Glens Falls, N. Y ws 04 
Globe & Rutgers Fire Insurance Co., New York, N. ¥ 140 
Grain Dealers Mutual Insurance Co., Indianapolis, Ind 6 
Hampson & Son, Ltd., Robert, Montreal, Canwda 
Hanover Fire Insurance Co., New York, N. ¥ 
Ilawkeve- Security Insurance Co,, Des 
Hoey, Ellison & Frost, Inc New York, 
Home Insurance Co., New York, N. ¥ 
Houston Fire & Casualty Insurance Co., 
Howard & Co., Lid., Robert, Montreal, ¢ 
Hunter Lyon, Inc., Miami, Fla 
Iilinois Fire Insurance Co., Chieago, 1 , 
Industrial Insurance Co., Des Moines, lowa .... ig 
Ins. Co. of North America, Philadelphia, Pa Inside Back Cover 
Ins, Co, State of Pennsylvania, Philadelphia, Pa cath 140 
International Business Machines Corp., New York, N.Y. . : 49 
Inter-Ocean Reinsurance Co., Cedar Rapids, Towa , . . 139 
Kolob Corporation, Salt Lake City, Utah 
La Mers Studio, New York, N 
Teonhart & Co., Ine., Baltimore, 
Life of Virginia, Richmond, Va 


wh, N.Y 

York, N ‘ 

Wis seen 
Louis, Mo 


Cos., 


York, N y 
york, N: ¥. 


Fort Worth, Texas 


Dubuque, lowa 


Texas 
York, N. ¥ 


Moines, Lowa 


Fort Worth, 
‘anada 


Texas 


Lloyd-Thomas Co., Chicago, IL. 

London Assurance Group, New York, N. Y. 
London & Lancashire Group, Har’ ford, 
Loyalty Group, Newark, J. 

Manning & Sons, T. A 
Manufacturers’ 


Dallas, Texas 
‘Appraisal Co., Philadelphia, 
Marbury & Co., Wm. A., Ruston, La. ; 
Marine Office of America, New York, N. Y. 
Markel Service, Inec., Richmond, Va. 
Martin & Co., Inc., Roy, New Orleans, ae 
Melling & Bevingtons Ltd., Montreal, ¢ ‘anada’ 
Millers Falls Paper Co., Millers Falls, Mass. 
Millers National Insurance Co., ¢ writ nite Til. 
Morris Co,., Bert M., Los Ange les, Cal. 
Moyer Agency, Ine., Rh. Kirk, New Orleans, saees 
Mutual Benefit Health & Aecident Ass'n, Omaha, N 
National of Hartford Group, Hartford, Conn. 
National Surety Corp., New York, 
New Amsterdam Casualty Co., Saltimore, 
New Zealand Ins, Co., Lid., San Francisco, 
North American Accident Insurance Co., Chic: ago, 
North American Cas. & Surety Reins Corp., New 
Northern Assurance Co., Ltd., New York, N. Y. 
Northern States Envelope Co., St. Paul, Minn 
Northwestern Mutual Fire Ass'n, Seattle, Wash 
Ohio Farmers Companies, LeRoy, Ohio 
Pacific National Fire Insurance Co., San Francisco, 
Pan American Casualty Co., Houston, —— 
Paramount Fire Ins. Co., San Francisco, Cal 
Paull & Son, Ine., Alfred, Wheeling, W. Va 
Pear! American Group, New York, N. Y. 
Peerless Casualty Co., Keene, N. TL. . 
Pension Planning Co., New York, N. ¥ 
Phoenix-Connecticut Group, Hartford, 
Preferred Fire Insurance Co., Topeka, Kan. . : 
Providence Washington Insurance Co., Providence, R. I 
Provident Life & Accident Insurance Co,, ¢ ‘hattanooga, 
Prudential Insurance Co., Newark, N. J. ; 
Prudential Ins, Co., New York, N. ¥ a 
Recordak (Eastman Kodak Co.), Rochester, N 
Recording & Statistical Corp., N 4 
Redmond & Shaughnessy Ltd., Montreal, 
Reed, Shaw & MeNaught, Lid., Montreal, 
Reinsurance Agency Ine., Chieago, Hl. 
Reinsurance Underwriters, Ine., San Francisco, 
Remington Rand Ine (Manageme nt Controls Div, 
Rimmer & Co., Frank, Dallas, Texas is 
Rising Paper Co., Housatonie, | MPPrererr ec erie re 
Ritter General Agency, Denver, Colo. 
Royal-Liverpool Insurance Group, ee York, N. Y. 
Royal Typewriter Co., New York, : 
St. Paul Group, St, Paul, Minn 
Schroeder Hote Milwaukee, Wis 
Security -Connecticut Companies, New Haven, Conn. . 1 
Seibels, Bruce & Co,, Columbia, S.C - Opposite Inside Front Cover 
Southwest General Insurance Co., Dallas, Texas 
Springfield Group, Springfield, Mass. 
Standard of Detroit Group, Detroit, Mich. 
Stewart, Smith (Canada) Ltd., Montreal, 
Stewart, Smith (Illinois) Ine., Chicago, TN 
Sun Insurance Office, Ltd., New York, N. ¥ 
Travelers Insurance Co,., Hartford, Conn, 
Tressel & Associates, Harry S., Chieago, Il 
Trinity Universal Insurance Co., Dallas, Texas 
Tri-State Insurance Cos., Tulsa, Okla, ... 
nited States Casualty Co., New York, N. Y. 
nited States Fidelity & Guaranty Co. Baltimore, Ma 
nited States Underwriters, Ine., Miami, Fla 
nity Fire & General Insurance Co., New York, N. Y. 
tilities Insurance © 0, St Louis, Mo. 
Webster Co., F. S., Cambridge, Mass . 
Willeox & Co., Ine., Albert, New York, N. 'Y. 
Willis, Faber & Co., Montreal, Canada 
Wilson Co., Ltd., A. F., Toronto, Canada ; 
Wolfe, Corcoran and Linder, New York, N Y. 
Woodward & Fondiller, Ine., New York, N. ¥ 
Woodward, Ryan, Sharp and Davis, New ig N Y 
Worcester Mutual Fire Ins. Co,, Worcester. 
Yorkshire Insurance Group, New York, N. 


Conn. 


Tenn 


Canada 
Canade 


Canada 


“The above discriminating list of clients recognize that an advertisement in BEST'S 
INSURANCE NEWS is a mark of distinction as only those insurance companies which 
receive our recommendation are permitted to advertise in its columns.” 


BEST'S INSURANCE NEWS 


The National Magazine of Insurance 


Best’s Fire and Casualty News 





THE PLUS VALUES OF REPRESENTING THE NORTH AMERICA COMPANIES No. 14 in a series 


How to put yourself 


years ahead 





m the insurance business 


In eight short weeks at the North America Com- 
panics’ School for Agents, you can get a broad and 
thoroughly professional insurance knowledge, in- 
cluding programming on the basis of across-the- 
board coverage for your clients. Many graduates 
say that the training they received at the School for 
Agents has put them anywhere from 3 to 5 years 


ahead in the business. 


\ new cight-week course is scheduled to start 
The Manager of the nearest North 
America Service Office will be glad to give vou all 


on April 26. 


the details about the School and how vou may enroll 
\sk him, too, to explain all the other “Plus Values” 
of becoming associated with this pioneering insur 
ance group. 


NORTH AMERICA COMPANIES 


e Company of North America 
idemnity Insurance Company of North America 


Philadelphia Fire and Marine Insurance Company 


PROTECT WHAT YOU HAVE® Philadelphia 1, Pa. 


Pioneers in Protection—Serving with 20,000 Agents in the Public Interest 





Essential 
ervice 


RREIsuRANCE, TOO, 
by performing an essential service 
to the insurance industry, makes its 


contribution to the public welfare. 





GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 
GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 


Casualty - Fidelity « Surety Fire - Inland Marine 
fecident & Health Ocean Marine 


Home Office: 90 JOHN ST., NEW YORK 38, NEW YORK 
Midwestern Department: 1012 BALTIMORE BLDG., KANSAS CITY 5, MO, 








